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Sparks 


Are you sold on selling? 
7 * * 
It’s August, and the auto indus- 
try is still riding high. 
7 . * 


UAW Dividends 

It is reported that the UAW-CIO 
received $129 in dividends in a year 
from its nominal holdings in vari- 
ous companies with which it has 
bargaining contracts. 

The shares allow it to attend 
stockholder’s meetings. When pur- 
chased the shares cost the union 
$1,918. 


* + 


Income Steady 


Personal income in May was at 
an annual rate of $212.2 billion, 
virtually unchanged from the $212.5 
billion rate of April, the U. S. Office 
of Business Economics reported 
last week. 

The April to May change in most 
of the components of personal in- 
come was slight. The small decline 
in wages and salaries was almost 
entirely offset by a rise in farm 
income stemming from larger crop 
marketings. 


Top Cars 


New-car registrations for five 
months, plus 26 states for June: 
Make 


47,710—12 
33,136—15 
36,627—14 
24,118—17 
49,686—11 
9,637—20 
12,757—18 
32,384—16 
11,776—19 
148—22 
3,841—21 


Ang.-Pref. 
Austin 


For further details see page 
20, today’s issue. 





11% Millionth Postweér' Car 
Due for Sale in August 


By Bob Gordon 
Associate Editor 


pore an average of 400,000 
new cars a month for the past 
four months, the nation’s automo- 
bile dealers sailed into August with 
a good chance that one of them 
will deliver the 3,000,000th new au- 
tomobile to be sold in 1949. 


The month should also mark 
the delivery of the 11% millionth 
new car to be registered since the 
resumption of production after 
the war. 

Last month, the 11,000,000th new 


Ford Negotiators 
To Begin Airing 
Key Pay Issues 


By Mac Gordon 
Associate Editor 

IVE-AND-TAKE bargaining on 
wage and contract issues will 
commence in the Ford negotiations 
with the UAW-CIO today (Aug. 1.) 
Imminence of a showdown in the 
talks was highlighted last Wednes- 
day with the first appearance in the 
negotiations of UAW President 
Walter P. Reuther. It was reported 
that Reuther advised the company 
of the absolute minimum economic 

benefits acceptable to the union. 


Observers forecast presentation 
of a company counter-offer this 
week following the Ford-re- 
quested four-day recess in the 
sessions, but a company spokes- 
man denied that an offer was 
impending. 


The last Ford offer for an 18- 
month wage freeze may be in- 
cluded on the ballot to be presented 
to the maker’s Michigan workers in 
the strike vote to be taken by the 
state this week. The vote, requested 
by the union, delays any decision 
on strike action at least until next 
week, when ballots will be tabu- 
lated. 





* * * 


(Can TaLER and UAW negotia- 
tors resumed wage discussions 
Wednesday, but the word from 
Highland Park was that little 
would be forthcoming from the 
talks for a while yet. It appeared 
likely that the union’s Chrysler 
(Continued on Page 30, Col. 1) 
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THIS WEEK—NET PAID ABO 


36,502 


$8 Per Year, 25c Per Copy 


Alltime Record 

In Output Billed 

For This Month 
Week’s Total Drops 
Slightly to 140,794; 


°50 Studebakers Roll 


By Bernie Thomas 
Associate Editor 


ee" output of cars and 
trucks in U.S. plants last week 
dropped 10,757 units below the pre- 
vious week’s alltime peak effort, 
the nation’s vehicle builders still 
had their sights set on building 
the greatest single month’s produc- 
tion in history during August. 


Last week’s estimated turnout 
of 140,794 units included 118,302 
cars and 22,492 trucks, according 
to Automotive News compilations. 
This compared with 126,088 cars 

and 25,463 trucks the week before 
for a total of 151,551 vehicles— 
about &000 more than were ever 
assembled in any previous week in 


OSecan history. 
t week’s vehicle output pushed 
combined production of cars and 


trucks in U.S. plants to a seven- 
month total of 3,588,250, and round- 
ed out a July effort of 481,741 cars 
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1947 





units. 
” * *~ 
HE 3,588,250 total includes 2,863,- 
130 cars and 725,120 trucks. This 
was 734,436 more cars, but 102,134 
fewer trucks, than were built in the 
same period of 1948. 

As of last week, U.S. car produc- 
tion in 1949 was running 33 percent 
ahead of last year, while truck out- 
put was 12 percent off the 1948 
pace. This year’s combined car and 
truck output was slightly more 
than 20 percent ahead of last year. 
' During the 20 working days of 

July, U. S, plants averaged the 
production of nearly 30,000 cars 
and trucks daily. In some cases, 
of course, overtime and Saturday 

operations were resorted to. 

However, the same overtime 
scheduling appears to be planned 
for this month, which will offer 
23 actual working days. Average 
daily production in August should 
be as good or even better than in 
July. 





car to be sold in postwar also indi- 
cated how far and fast the indus- 
try has come since production was 
resumed in July, 1945. 

It took a year and two months 
after that date before the millionth 
new car was registered in Septem- 
ber, 1946. 

” > + 


Tos year dealers disposed of 
1,000,000 cars in the first four 
months. They made it 2,000,000 dur- 
ing June and now, two months 
later, the 3,000,000th automobile 
will likely be sold. 

It was a slow road the new-car 






Last Prev. 
Week Week Wee 

For complete production totals 
by makes, see table, page 34. 


Used-Car Prices 
Dip First Time 
In Ten Weeks 


[seo car prices turned down- 
ward slightly last week for the 
first time since the third week in 
May. 

The drop was a modest one, 
however, Automotive News over- 
all averages of auction prices 
this week (page 25) shows a fig- 
ure of $1,263, against $1,265 last 
week. : 

Last week’s overall average of 
$1,263, nevertheless, was still well 
ahead of the June average of $1,192 
and the May figure of $1,160. 

The decline hit hardest at 1942 
models, which dropped $21 to an 
average of $584. Next largest drop 
was $13 in the price of 1948 models, 
bringing the average to $1,470. 

+ + * 






it was on a limited scale. When 
the year ended, an estimated 
64,201 new automobiles had been 
registered. 

Things weren’t much better in 
the first half of 1946. Less than 
half a million new cars, specifically, 
493,299, were sold in the first six 
months of 1946. 

The outbreak of strikes in the 
last half of 1945 and the first half 
of 1946 was chiefly to blame for 
this sorry sales record. There just 
wasn’t anything to sell. 

* * * 


* * * 


ENERAL MOTORS, Ford and 
Chrysler are planning further 
daily output hikes, while schedules 
at other plants, with the possible 
exception of Kaiser-Frazer and 
Studebaker, should hold or slightly 
surpass those achieved in July. 
Last week’s schedules at K-F 
were indefinite. At Studebaker, 
early August production may be 
hampered by model changeover 
problems. Studebaker, reopening 
today (Aug. 1), was closed last 
week, 
Further hampering last week’s 
(Continued on Page 33, Col. 1) 


Tus picture improved in the last 
half of 1946 when dealers de- 
livered 1,321,897 new automobiles. 
The peak month was December 
when 279,735 new cars were reg- 
istered. 

The following year, 1947, saw a 


succession of strikes and materials 
(Continued on Page 28, Col, 4) 


First of ’50s Eyed for Price Trend 


Reversing the previous postwar |makers have felt no compulsion to 
pattern, Packard reduced prices| break the price line. 
when it announced new models last The last price cut occurred May 
May. Model changes, up to the | 23, when GM’s passenger-car lines 
Packard move, had generally been | were trimmed from $11 to $42 in a 
accompanied by price increases at-|near repetition of the pacesetting 
tributed to higher tooling costs and |GM reductions of Feb. 25. Both of 
improved car values. these reductions were tied in with 
* hourly wage rate decreases brought 
about by the government’s declin- 
ing cost-of-living index, 
Sandwiched in between the GM 
price knockdowns were cutbacks 
by all car makers but Chrysler 
Corp., Studebaker and Crosley. 
Joining in the lower price move- 
(Continued on Page 29, Col. 1) 


Cus models to escape were ’41s 


which rose $7 to an average of 
(See USED CARS, Page 28, Col. 4) 





ARRIVAL of August and the tra- 
ditional autumn changeover 
season centers the industry’s atten- 
tion once more on new models and 
their possible effect on the price 
reduction trend, 

Unveiling of the 1950 Buick Spe- 
cial series and new Studebaker 


lines this month should provide a a. * 
Wire new-car sales at a brisk 
tempo all summer long, auto 


clue as to price futures on new 
cars, 
Another independent maker is 
scheduled to join in the 1950 
model parade in September. All 
of the industry’s new editions are 
expected to be on the market by 
the turn of the year. 





and 96,959 trucks—-a total of 578,700 
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Heated Retort to MEMA Blast... 





MEWA Defends Show Stand Bs, 


yma —In letters by John M. 
McClure, president, and E, A. 
Henderson, immediate past presi- 
dent, the Motor and Equipment 
Wholesalers Assn. last week replied 
to the July 11 Motor and Equip- 
ment Manufacturers Assn. bulletin 
on “The show situation” (AuTomo- 
TIveE News, July 18). 

Describing the MEMA bulletin as 
an attack on both MEWA and its 
general manager, B. W. Ruark, Mc- 
Clure rushed to the defense of 
both. Commenting on the board’s 
decision to hold a conference booth 
convention next December, he said: 

“This might better have been 

termed a “business conference” 
with manufacturers in attendance 
(by invitation) for counsel and 
advice, The type of convention we 
are holding is not a show. The 
expense to manufacturers at- 
tending will be quite nominal. 
They can cut out the liquor and 
entertainment, 

The MEMA bulletin alleges the 
MEWA is ‘imposing this booth con- 
ference show of manufacturers .. . 
without giving suppliers any chance 
to express themselves.’ It is doing 
nothing of the sort. Members will 
‘nominate for invitation’ manufact- 
urers whom they want to have 
booths. There is no intention to 
‘pressure’ anyone. 

* * ok 

"Mawa certainly has the right 

to conduct conference booth 
conventions—and shows, too—if it 
wishes to do so, I do not believe 
better-thinking manufacturers de- 
sire to interfere with that right. 
Neither do I think MEWA mem- 
bers will permit other associations, 
collusively or otherwise, to abro- 


GM Sales Soar 
To Alltime High 
In 2nd Quarter 


ETROIT.—Dollar sales for Gen- 
Motors in the second quarter 
were the largest for any quarter in 
the corporation’s history, reflecting 
in part the continued strong con- 
sumer demand for GM cars and 
trucks, it announced last week. 
Net sales totaled $1,595,349,652 
for the second quarter and §$2,- 
877,674,126 for the first § six 
months of 1949, Alfred P. Sloan 
jr., chairman, and C. E. Wilson, 
president, reported to more than 
435,000 stockholders. 
Sales of GM motor vehicles pro- 
duced in U. S. and Canadian factor- 
ies during the quarter totaled 791,- 


| should be,” 


gate the MEWA’s right to act as 
its members decide directly or 
through their duly elected board 
members. 

“The MEMA bulletin lays great 
stress on the fact that MEWA did 
not poll its members on whether 
the ASI show be held every year 
or every other year. It says nothing 
about MEMA or NSPA ignoring 
this association when they pro- 
jected their original polls last fall 
in advance of the show. It says 
nothing about NSPA not asking its 
wholesale members their opinion on 
‘liberalizing’ invitations to permit 
attendance . . . of ‘persons other 
than jobbers whom each exhibiting 
manufacturer wants at the show.’ 


“The first MEMA poll showed 
its members preponderantly in 
favor of an ASI show every year. 
The second showed they opposed. 
Why the change in sentiment? 
The MEMA bulletin is silent on 
that.” 

Henderson’s letter, titled “Cor- 
rection of erroneous statements,” 
explains that it was written be- 
cause certain statements in the 
bulletin involved the period he 
served as president of MEWA and 
brought him personally into the 


controversy. 
H® STRESSED that the joint 
agreement, binding all three 
associations, was signed Jan. 15 
only by presidents of MEMA and 
NSPA, and that it covered “liberal- 
ized” admissions, an ASI show 
every other year and the banning 
of regional or national booth con- 
ferences in 1949. 

“I was willing in view of the cir- 
cumstances to agree there would be 
no ASI show in 1949, that it be 
resumed in 1950 and that MEWA 
sponsor it provided it is operated 
as MEW<A members believe it 
he said in explaining 
his stand while attending the 
meeting of presidents. “I feel cer- 
tain the gentlemen of the other 
associations understood my position 
as thus stated. 

“The agreement did not define 
what is meant by ‘a more liber- 
lized basis’ for invitations. I 
felt then and I feel now I had no 
right to commit the MEWA board 
and members to a policy so 
broadly and inconclusively de- 


* 


* * 
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to the expressed conviction of 

MEWA members on this subject.” 

Discussing the charge of MEMA 
that he ordered Ruark at the Jan. 
15 meeting of presidents to poll 
MEWA members and the state- 
ment by MEMA that “to this day 
the MEWA general manager has 
not done so,” Henderson said: 

“That statement cannot be made 
except by inference and is not true 
otherwise, as I issued no directive 
to our general manager to poll the 
membership, or he certainly would 
have done so. I say ‘by inference,’ 
as there was considerable informal 
conversation on this subject. Fur- 
ther, I believe this to be a board 
function, and an order from me was 
not the proper way to handle such.” 

- oe of 

UMMING UP, Henderson said: 

“I believe the the proper course 
would have been for the three as- 
sociations to have gotten together 
before any poll was taken, agreed 
on appropriate questionnaires to 
jobbers and manufacturers and 
issued them simultaneously or 
through the ASIS joint operating 
committee. 

“Because of the premature action 
of the other associations in polling 
their members, the MEWA board 
decided no good purpose would be 
served by polling MEWA members 
—especially since the probability of 
not holding an ASI show in 1949 
had been widely propagandized.” 





In the Auto Limelight 


THE PROGRESS OF GENERAL ELECTRIC'S SEALED BEAM LIGHT—Shown is D. K. Wright, 


“father of the G-E all-glass sealed beam lamp, which this year is celebrating its 10th anni- 
versary. Wright is holding one of the sony sealed beam lamps in his right hand and a 
smaller sealed beam experimental lamp in his left. In the foreground is a dismantled head- 
lamp, typical of the auto headlamps outmoded by the all- glass sealed beam of 1939. Note 











fined, I simply could not make a 
commitment in direct opposition 





596 units, a new record made pos- 
sible by availability of additional 
steel and other materials and the 
resulting fuller use of tools and 
facilities acquired or constructed 
since the war. 


. ae 





ET sales compared with $1,145,- 

554,234 for the second quarter of 
1948 and with $2,234,705,927 for the 
first six months of last year. 

Net income for the _ second 
quarter of 1949 was $166,915,305. 
After deducting dividends of $3,- 
232,079 on the preferred stocks, this 
was equivalent to $3.72 per share on 
the average number of common 
shares outstanding. 

This compared with net income 
of $110,282,260, equivalent to $2.43 
per share of common stock, for 
the second quarter of 1948. 

For the first six months of 1949, 
net income totaled $303,678,643, 
equivalent, after deducting divi- 
dends of $6,464,158 on the preferred 


stocks, to $6.76 per share of com- 
| 


mon stock. 

Net income for the first six 
months of 1949 was 10.6 percent of 
sales, lower than the average of 
11.5 percent of sales for the 1936- 
1941 period. In the first half of last 
year, net income amounted to $206,- 

(See GM PROFIT, Page 28, Col. 1) 


Show Officials Refund 
20% to Exhibitors 


PHILADELPHIA—Due to the 
reported success of the Middle 
Atlantic Regional Automotive 
Show held recently in Philadel- 
phia’s convention hall, the man- 
agement has announced that a 
rebate of 20 percent of the fees 








will be made to the more than 
300 exhibitors and participating 
jobbers who took part. 








BOSS KET MAKES A POINT—Three General 
the Dayton (O.) celebration denoting the 40th anniversary of the incorporation of 


Engineering Laboratories 


including William A. Cheyst shh. 
tering, GM research consultant wil 


first self-starter was perfectec'. 


GM Planning to Restore 
Autumn Model Changes 


By Mac Gordon 


Associate Editor 


I AYTON, O.—General Motors is | 

gradually returning to the pre- | 
war pattern of annual model | 
changes in the autumn, according 
to C. E. Wilson, president. 

The 1951 models may all be put | 
into production August and Sep- | 
tember, 1950, he indicated at a press 
conference here on the 40th anni- 
versary of the founding of Dayton 
Engineering Laboratories Co. | 
(Delco). 

Wilson’s remarks induced spec- 
ulation that GM competitors may 
follow suit on model changeovers 
next year, thereby opening the 





, predecessor of GM's Delco division. 
introduced the electric self-starter, developed in a Dayton barn by a pioneering 
retired Deico chief engineer, and Charles F. Ket- 
son (right), GM president, served as Delco general | 
manager in 1927-28. The 1912 Cadillac stands on the floor of a replica of the barn where the in 


MUELLER BROS.’ DEAL IN ARLINGTON, MINN.—This Ford gee recently celebrated 

its 40th anniversary with a party and open house. Shown in front of a 1909 Ford, which was 

oe nates, are the three brothers, Allan, Charlies and Chester, with their father, Charles H. 
ueller 





\Plant Expansion 
Of $2 Million 
Planned by Nash 


DETROIT.—Nash-Kelvinator an- 
nounces a $2,000,000 building expan- 
sion program affecting plants of its 


and Kenosha, Wis. 

George W. Mason, president and 
chairman, said the program was 
spurred by increased demand for 
Nash automobiles, It involves con- 
struction, which will start immedi- 
ately, of two new buildings and 
equipping them with manufactur- 
ing facilities. 

Mason said the Milwaukee body 
as plant a — total 130,556 

| Square feet of manufacturing area. 
me ey Sawn barn | The Kenosha addition will involve 
| 88,000 square feet and will adjoin 
the present motor assembly build- 


Motors men reminisce in a 1912 Cagities I 





This will bring the total manu- 
|facturing area of all Nash Motors 
|plants in the U. S. to 4,593,326 
square feet. Research laboratories 
|jand proving ground are not in- 
cluded in this total. 


way for revival of a national auto | ECA to Support 


show during the 1950-51 winter | 





season. 
The GM chief forecast that Feb- 


| ruary would bring back an immedi- | 


ate-delivery market 
said he expected waiting periods 
to mark next year’s spring selling 


period. 
. 


| OTHER stalemate made by Wil- | 
son: 


1. Chances for additional price 


reductions on cars depend on ma- 
terials and labor cost trends. No 
early price-cut promise has been 
received from the steel industry. 


2. GM will not produce a car to 
Page 30, Col, 5) 


(See WILSON, 


in cars, but} 


\Fiat Expansion 
WASHINGTON.—Approval of the 
|first step in an extensive program 
of modernization and rehabilitation 
|0f the mechanical and engineering 
sector of the Fiat Co., Torino, Italy, 
was announced last week by the 
|Economic Cooperation Administra- 
|tion in Washington and Rome. 
The first phase of the company’s 
|program calls for about $14,500,000 
in ECA assistance funds, about $5,- 
800,000 from the Export-Import 
Bank and the equivalent of about 
$14,000,000 in Italian lire from the 
company’s own resources. 








Nash Motors division at Milwaukee | 


| 








the little bulb which, because of its small size, invited early blackening. See story on page 6. 
—— 


Less Synthetic 
May Be Used 


In Tires, Tubes 


WASHINGTON.—A small reduc- 
tion in the amount of U. S. syn- 
thetic rubber which may be used 
by tire and tube manufacturers was 
announced by the Department of 
Commerce in a revision of alloca- 
tion order R-1. 

The revision would permit a cut- 
back in the use of 14,000 long tons 
of U. S, synthetic rubber annually. 
The reduction would be equally 
split between general synthetic rub- 
ber and butyl. 

The order requires the use of at 
least 45 percent of butyl synthetic 
rubber in smaller size inner tubes. 
Previously, manufacturers were re- 
quired to use 60 percent in these 
tubes. 

Tire sizes required to be made 
with percentages of synthetic rub- 
ber have been placed in two groups 
by the new order- instead of four 


groups as required by the old 
standard. 

The first group, embracing all 
passenger car, motorcycle and 


front farm and garden tractor 
tires, must use a minimum average 
of 43 percent synthetic rubber for 
the group with each tire containing 
a minimum of 5 percent synthetic. 


The second group, consisting of 
rear farm tractor and implement 
tires, must use a minimum group 
average of 80 percent synthetic 
rubber with each tire containing at 
least 55 percent ay ayathetic. 


Olds Picks Smith 
For Region Post 


LANSING.—The appointment of 
G. H. Smith, formerly Philadelphia 
zone manager, as Atlantic Coast 
regional manager is announced by 
G. R. Jones, gen- 
eral sales mana- 
ger of Oldsmobile 
division, Smith 
succeeds F. Q. 
Murphy, assistant 
sales manager, 
who has been 
given a disability 
leave of absence. 

Smith has been 
employed by 
Oldsmobile for 22 
years. He started 
as district manager. L, L. Johnson, 
administrative assistant to the gen- 


G, H, Smith 


|eral sales manager, succeeds Smith 


as Philadelphia zone manager. 
Johnson has had nearly 25 years’ 
experience with General Motors. 

William Ullman, 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the nation’s capital every week, 


Washington correspon- 









ep cocoate PD, 


ANY dealers are convinced that 
it is time now to get together 
with factories to improve factory 
contracts. They can see the most 
intensive type of competition the 


industry has ever experienced 
headed their way. Most dealers are 
not afraid of competition. They 
thrive on it. But competition must 
be free before it can be fair. 

The vicissitudes automobile 
dealers met up with in the past, 
they believe, stem back to the 
concellation clause of the con- 
tract. This puts the manufacturer 
in the position to use force 
through threat of cancellation, In 
these postwar times most dealers 
believe nothing permanently good 
can be gained by force, and 
threat of “or else.” No longer are 
situations permanently settled, or 
progress encouraged, without a 
common understanding and mu- 
tual agreements. 

It is the hope and the intent of 
any manufacturer, when he signs 
up a dealer, that the connection be 
permanent. If this is true, dealers 
say, why don’t manufacturers put 
the intent in writing? This would 
make manufacturer and dealer real 
partners. It would not change one 
iota the competitive condition of 
the various manufacturers, Neither 
would it cramp any manufacturer 
or restrict him in the development 
of any given territory or the na- 
tional market. 

© 


Not ‘Bankable’ 


; eeessones have changed since 
contracts were originally off- 
ered, in that there are now fifty 
million automobile owners, The fu- 
ture of both dealers and manu- 
facturers lie in maintaining a 
situation where these owners obtain 
the fullest utility value from their 
automobiles. This means that if 
any dealer is to properly represent 
a factory and make a profit him- 
self, he has to set up locally a 


Akron Dealers 
Adopt Code for 


Ads on Terms 


AKRON. — Removal of curbs on 
automobile financing has prompted 
the Akron Automobile Dealers 
Assn. to adopt a supplemental code 
of advertising ethics, 

The requirements, approved by 
the association’s board of directors, 
specify that if credit terms are 
advertised, they shall be explicit on 
the following points: 

1. If a co-signer is required in 
order to obtain the advertised 
terms, it shall be so stated. 


2. If extra collateral in the form 
of furniture, etc., in addition to the 
security of the mortgaged automo- 
bile, is required to obtain the ad- 
vertised terms, it shall be so stated. 

3. If the advertised offer of low 
down payment contemplates the 
negotiation by the customer of a 
down-payment loan with a third 
party, this fact shall be so stated 
in the advertisement. 

4. Qualifications of credit terms 
shall be prominently displayed ad- 
jacent to the offer of terms. 
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) Dealers tell me 


(The opinions expressed herein are those of Columnist 
Munn and are not necessarily those of Automotive News). 





By John O. Munn 










plant with equipment and man- 
power so that he can constantly 
keep happy and contented the 
owners of the line of cars he sells. 


To do this job involves consid- 
erable risk capital and often- 
times lifetime effort. If there had 
been a permanent contract, the 
question of dealers using their 
profit during wartime to expand 
their business would be rather 
academic. If dealers had a perm- 
anent contract they would be 
willing to expand to take care of 
these owners’ needs even to a 
greater extent than factories have 
recently insisted. 

The difficulty in the situation has 
been that large investments in 
every community to take care of 
owners satisfactorily have not been 
bankable investments, simply be- 
cause of the cancellation clause. 
Any dealer who was sure that he 
could reap the fruits of his invest- 
ment and his labor permanently 
would be perfectly willing to forego 
profits for a year or two, or even 
several years, to build up his per- 
centage of registrations which 
would place him more in a position 
to constantly do what owners need 
or demand more efficiently, more 
promptly, and with the least pos- 
sible cost to the owners. 

* + * 


Little Factories 


Wr strong permanent dealers, 
manufacturers would have bet- 
ter representation and more main- 
tenance work would then come to 
dealers because they could justify 
making the expenditure necessary 
to keep their owners happy and 
contented. On account of the can- 
cellation clause, however, many 
dealers restrain from expansion. 
With a permanent contract, more 
bank financing would be available 
to dealers for use in the expansion 
of their properties. 

When dealers refer to perman- 
ent contracts, they mean a con- 
tract that is not only good for 
life, but a contract in perpetuity. 
One that can be inherited and 
willed. With this sort of arrange- 
ment, we would have forty thou- 
sand little automobile factories, 
each intensively striving to help 


the owners of automobiles get 
the fullest use of their cars. 
With that kind of setup, the 


maintenance work will gravitate to 
where it belongs—automobile deal- 
ers. A manufacturer would benefit 
because this arrangement would 
work almost automatically. Dealers 
would be in the same position as 
the manufacturers, and would want 
to sell more cars to get a greater 
backlog of owners. 


* * + 


On Performance 


ERMANENT contracts that 

dealers discuss is a contract that 
also protects the manufacturer. 

Perhaps a more understandable 
name than “Permanent Contract” 
would be “Performance Contract.” 
The contract would be good for- 
ever so long as the dealer lived up 
to a certain definite performance 
specified in the contract itself. 
These conditions can all be stipu- 
lated in advance, They can be flex- 
ible enough to meet every given 
territory, and all general and local 
economic conditions. For instance, 
there are readily obtainable indexes 
as to the wealth in any commun- 
ity. Automobile registration is an 
important one of these indexes. 


So as to stimulate expansion, 
dealers who meet or exceed the 
stipulated contract performance 
would be granted an extra dis- 
count. Whenever a_ dealership 
failed to meet these requirements 
then the contract becomes the 
property of the factory. 

Such a contract would be entirely 
mutual, dealers claim, It would put 
a premium on good performance 
and put a basis underneath our 
business that would eliminate force, 
threat, fear and coercion—police 
state methods, and substitute the 
fine art of persuasion—a _ timely 
democratic process. 
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P. Whelchel, Nashville, and Eari 
| Cleary, Chica 
| R. Hamer, Columbus, O., 
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Head Assn. Managers 


THE NEW ATAM EXECUTIVE BOARD—When Automotive Trade Assn. 
Mackinac Island, Mich., they chose the following: Back row (left to ri 
Denver; C. W. Coons, Peoria, Ili.; Carl Lane, Hartford, Conn.; Marjorie Ba 





PRESIDENTS AT ATAM MEETING—Front row (left to right): Frank Yarnall, Chicago; 


George F. Ziesmer, Mankato, Minn.; Herbert 
| not shown in the picture. 


G. Alderson, Lubbock, Tex. 





Kincaid, Kansas City. Vincent New of lowa is 


Back row (left to right): Herman Miller, Mankato, Minn., and W. 





ATAM Denounces ‘Pack’ 


Resolution Condemns ‘Small Minority’ Guilty 
Of Padding Charges on Time Sales 


MACKINAC ISLAND, Mich. — A 
resolution condemning the “small 
minority” of dealers and finance 
companies guilty of the practice of 
“packing” 
installment sales was passed here 
at the annual meeting of the Auto- 
motive Trade Assn. Managers. 


The resolution noted that the 
National Automobile Dealers 
Assn. “has consistently recom- 
mended to its members that they 
adhere to a reasonable and equit- 
able finance charge” and pledged 
the ATAM’s support of this prin- 
ciple. 

The members of the association 
also put on the record their “confi- 
dence that the great majority of 
dealers will adhere to this recom- 
mended principle and that the pro- 
mulgation of trade practice rules 
will not react to the benefit of the 
public and the representative 
dealers.” 

Other resolutions passed by the 
association were in a congratula- 
tory vein. Speakers who appeared 
before the members, including Karl 
M. Richards of the Automobile 
Manufacturers Assn., John O. 
Munn, dealer editor of AUTOMOTIVE 
News, Seymour M. Lewis and Ed- 
ward L. Cleary of the Chicago 
Automobile Dealers Assn., and Earl 
Burrows, retiring president of the 
ATAM, were commended for their 
talks. 


Congratulations were also ex- 
tended to Robert Deo on his ap- 
pointment as managing director 
of the NADA and a resolution 
was passed pledging the “con- 
tinued support and full coopera- 
tion” of the ATAM in all 
activities of “mutual benefit to 
the members of NADA and to the | 
members of state and local asso- | 
ciations.” 


Thanks were also expressed to 


City Chevrolet Plugs Parts 


Don Allen’s City Chevrolet, Inc., 
2585 Main St., Buffalo, N. Y., has 
opened a new wholesale and retail 
parts department, featuring the 
“largest stock of passenger car 
and truck parts in western New 
York.” 


|\for a dinner and cocktail 
the finance charge on | 











The new service has three de- 
livery trucks, eight parts experts | 
5,000 square feet of floor space and | 
is open 24 hours daily. | 


|Ray Chamberlain, NADA conven- 


tion manager, and his wife for 
entertainment and also to the AMA 
party 
given in Detroit in honor of the 
ATAM. 

The committee for the revision of 
by-laws of the ATAM was also 
commended for its preparation of a 
new constitution and set of by-laws. 

The committee was headed by 
Walt R. Hamer, executive secretary 
of the Ohio Automobile Dealers 
Assn., and had as members Mar- 


|jorie M. Baker and Richard J. 


Murphy. 

Chairman of the resolutions com- 
mittee was Otto P. Henneberger. 
He was assisted by Tom Braden 
and William Plunkett. 


Va. Dealers Plan 
Parley Nov. 14-16 


RICHMOND, Va.—The Automo- 
tive Trade Assn. of Virginia will 
hold its 1949 convention here Nov. 
14-16 at the Hotel John Marshall, it 
was announced last week by John 
E. Raine, association general 
manager. 


On the House . 





in to offer this 





Wemhoff 


he says.... 


Now that the recent “recession” seems to have run its course, his- 
torians are writing it down as “the inventory recession” since the 
major factor was business cutting down stocks. 





Manaaers met a‘ 
— Tom Braden, 
er, Ruffalo: David 
Burrows, Cleveland. Front row (left to right): Edward L. 
io, secretary-treasurer; Walter E. Mallory, Orlanda, Fila., president, and Wal! 
vice-president. George Means of lowa was absent when photo was 


No column this week!!?! After three weeks away from the grind, 
I figured it’d be nice and cool. But it’s just as tropical and gummy 
as when I left on vacash. All the more wonder that the auto plants 
and dealers are able to smash records consistently 
of late—or anyone can work hard enough to put a 
newspaper to bed regularly... . 

Anyway, here are a few random notes for you 
fellas who live in the cooler climes: 
officials comment that drivers don’t sit properly 
in their cars, that they crowd over too close to 
the left door and therefore don’t get adequate 
vision and can’t reach the ashtrays. 
but they do pay for the cars. . 


ramming heavy trucks down dealers’ throats: Says 
he won bid on 20 two-ton trucks the other day, 


called factory about delivery, found out his com- 
pany (a large one) had oniy 49 two-tonners scheduled for August 
production. So hell get half of country’s allotment this month, 


Time-Payment 


Schedule Set 
Up in Utah 


Minimum, Maximum 
Terms Proposed 
By Assn. Officials 


SALT LAKE CITY.—A schedule 
for minimum down- payments and 
maximum terms on vehicle buying 
has been endorsed by the executive 
committee of the Utah Automobile 
Dealers Assn. 


The schedule was proposed by 
Jack Elledge of Petty Motor Co. 
(Ford), Sugarhouse, at a meeting of 
dealers, bank and finance company 
representatives. 

The minimum down payments 
on new and used-cars and new 
commercial units is one-third; 
for new and used trucks, 40 per- 
cent. 

Maximum terms are 24 months 
for new cars; 21 months for 1948-49 
models; 18 months for 1946-47 
makes; 15 months for 1941-42 
models, and 12 months for 1940 and 
earlier cars. 


New commercial units will be al- 
lowed 24 months; new trucks, 18 
months, and used _ trucks, 12 
months. 


Elledge, who has had 18 years’ 
experience in auto financing, 
cited many instances of failures 
in the auto business brought 
about by too liberal financing 
policies, He said the downward 
trend in prices could become haz- 
ardous to dealers having their 
name on auto paper in large 
amounts. 

W. C. Roach, district manager of 
General Motors Acceptance Corp. 
said that “easy credit terms are not 
always easy.” He pointed out that 
the best way to buy a car is to pay 
cash; the second best is to put 
a large down payment and pay the 
balance in as short a time as pos- 
sible. 


Roach warned that long terms 
reduce the repeat-buyer chances 
and said that dealers should there- 
fore not indulgé in any loose or 
liberal terms. 


“Dealers should watch the bal- 
ance on times sale contracts b2- 
cause it is not good business to 
have the balance due in excess of 
the wholesale value of the car.” 


He also cautioned dealers not to 
abuse finance terms because any 
disfavor may bring public pressure 
to urge new government controls. 


N. Calif. Dealers Report 


Insurance Plan Success 

SAN FRANCISCO. — The North- 
ern California Motor Car Dealer 
Assn. reports that great strides 
have been made in its group insur- 
ance program which started April 1, 
this year. The plan was inaugur- 
ated with 1,520 ,employes insured 
for a total of $2,574,000. 

Within 3% months the number 
of lives insured reportedly has risen 
to 2,500 employes, with a total of 
$3,850,000 life insurance in force. 
Over 1,000 dependents of the 
dealers’ employes are now insured 
for hospitalization and_ surgical 
benefits under the plan. To date 
$10,000 has been paid out.in claims. 
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Maybe so, 
.. One dealer calls 
evidence that his factory isn’t 















Pete WEMHOFF, 
Editor. 
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made by Everett 
M. Kassalow, associate director of 
research for the CIO, in testimony 
before a House judiciary commit- 
tee investigation into business mon- 
opolies and possible methods of 
control. Kassalow told the commit- 
tee General Motors is an example 
of a corporation that effectively 
controls its industry by its very 
size and economic power rather 
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AvTomoTive OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
M the dealer on every used vehicle accepted in partial payment for a new 
A car or truck. 4 3. Every doliar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. 4 4. The 
‘ elimination of governmental and bureaucratic controls over this industry. 
R 4 5. A return to the precepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
news more of the better things of life than anywhere else in the world. 


thought about this 


Zarr>ae 


box. Could Studebaker, 


in serious price cutting? No!” 
* * * 


Still the Leader 


- THE early postwar years many lost sight of the impor- 

tance of the auto industry in the American economy. In 
those years, with the public hungry for all hard goods, the 
auto industry was just one of many which had long lines of 
customers and shortages of materials. 


jury, is the kind of cockeyed think- 
ing which is going on behind the 
scenes and comes to the surface 
only when Congress holds an in- 
vestigation in the midst of Wash- 
ington dog-days. If ever any great 
industry were free from monopoly, 
it is the manufacture of motor ve- 
hicles in the United States, The 
designing, engineering, manufactur- 
ing, selling and servicing which 
make up this industry are so com- 
plicated that one organization, no 
matter how powerful, would find 
it impossible to monopolize. The 
American buying public simply 
could not be forced to buy one 
stereotyped model in each price 
range. Watch how eagerly the 
public responds to the appeal of a 
new design or power application of 
a@ new manufacturer, even though 
the new models may still be either 
on the drafting boards or hand- 
made for exhibition purposes only. 
* o * 


EVEN though they should so 
desire, and with all the capital in 
the world behind them, neither GM, 
Ford or Chrysler will ever be able 
to dominate or control either prices 
or production in America’s motor 
vehicle market. That there was no 
altruistic theory of encouraging 
competition in the first 50 year 
history of the motor car business 
is proven by the fact that only 20 
manufacturers remain of the 1,942 
hopefuls who once planned to build 
automobiles. (See Automotive News 
Almanac, 1949 edition, page 50.) 


From our vantage point in the 
very center of America’s No. 1 in- 
dustry, the claim that any one 
corporation controls prices or pro- 
duction of motor vehicles to the 
disadvantage of our citizenry is 
ridiculous. Of course, active com- 
petitors must watch each other’s 
prices. They must be able to operate 
as efficiently as their competition; 
otherwise they cannot maintain the 
profits which will keep them in 
business. Apparently, only those of 
us on the inside are conscious of 
the fact that there is often more 
aggressive competition between the 
various units of GM, for example, 
than there is between these same 
divisions and their competition in 
other corporations. Yet, practically 
anyone in Detroit knows this to be 
a fact—G.M.S8. 


Now the records show that the auto industry is still on 
the upward climb, even after four years of postwar produc- 
tion, while other lines of business are going downhill. 


We’ve heard complaints from many fabricators that no 
one seems to be buying except the auto industry. 


The strange thing is that many who depend on the auto 
industry for their bread and butter take a twisted attitude 
toward the subject. We’ve heard them say: “Just wait. The 
customers will knock the auto industry off its high horse.” 

Maybe so. But will that be good? 


It seems to us that there is something to be proud of in 
being connected with the auto industry. Perhaps some deal- 
ers might find an idea for goodwill advertising in the fact 
that the auto business holds strong, providing not only 
transportation but employment for people. 


Price Scare Spiked? 


ENEWED confidence in new and used-car sales seems to 

reflect the effective spiking, at least for the immediate 
future, of the idea that car prices were going to be cut 
drastically by auto makers. 


The idea that prices would be cut considerably—there 
was talk of $200 to $300 cuts—went pretty deep, being 
accepted in some trade circles as well as by the public. 


Effective debunking of the idea by some makers, who 
pointed out that there had been only minor reductions in 
the cost of some materials, while the important factors of 
labor and tax cuts remained high, did much to settle the 
price unrest. 


Realistically, it is difficult to see how substantial price 
reductions could be made at this time. It looks like the price- 
cut bugaboo may remain dead for several months. 


than by collusive price fixing. He 
“What General Motors de- 
cides about its 1950 plans, so far as 
budget-making is concerned, will to 
a significant extent largely deter- 
mine what will happen to produc- 
tion, prices and employment in the 
automobile industry. By its size and 
competitive strength such a corpor- 
ation is a pacesetter for millions of 
workers and their families. Per- 
haps the argument occurs to some 
members of this committee that, 
while General Motors . . . may bud- 
get for a low output and a rela- 
tively high price for a given year, 
their competitors can plunge in 
with price cuts and enlarged vol- 
ume and high employment. A little 
possibility 
should dispel it. Once they (the 
competitors) unleash a price war 
they will, indeed, open a Pandora’s 
Hudson, 
Kaiser-Frazer and even Ford or 
Chrysler, long lead General Motors 
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‘Used-Car Minded .....’ 


This is an open forum for the discussion of any subject of interest to our 
ers, and your letters are welcomed. No attention is given to ed 


read 
letters but you may sign your name with 
used, if 


From All Over 


Recently you published a photo 
of our used-car lot with a descrip- 
tion of the physical layout. 

You will be interested to know 
that we have received inquiries 
from all over the United States for 
photographs and complete physical 
layouts. It shows that the dealers 
are very much interested in the 
used-car situation for the future.— 
Joun H. Eaoat, president, John H. 
Eagal Co. (Ford), Stockton, Calif. 


Correction 


We noticed the article “Miami 
Car Rentals Dying Under Insur- 
ance Squeeze” in the July 18 issue 
of Automotive News and request 
that you correct the error stating 
that Walter W. Wigman of Wig- 
man Insurance Co. represents the 
Continental Casualty Co., as this is 
not the case. 

Our agency is the representative 
of the Continental Casualty Co. in 
this area that is writing these auto- 
mobile rental companies. Mr. Wig- 
man represents the Citizens Casu- 
alty Co., and the automobile rental 
agencies that he has been writing 
have been through that company. 
—Frank G. Myers, vice-president, 
Reynolds- Myers Insurance, Inc., 
Miami, Fla. 


Likes Series 


I have read all the articles by 
J. B. Van Tassel on dealer busi- 
ness management. I must say that 
I have never read any articles that 
are so important to the automobile 
business. I have asked all of my 
department heads to read these 
articles. 

If you should publish these in 
book form, I would like to buy a 
copy for each one of my depart- 
ment heads. 

I have spent 30 years in the 
automobile business myself, and I 


thoroughly agree with you in im-| 


the assurance that it will not be 


you so request. Address Editor, Automotive News, Detroit 26, Mich. 





portance of proper management as 
carefully explained by you.—J. J. 
Pistocco (Pontiac-Cadillac), Wich- 
ita Falls, Tex. 


Coming Events 


AUGUST 

Aug. 15-17—Portiand, Ore. (Multnomah ho- 

tel). SAE West Coast meeting. 
SEPTEMBER 

Sept. 7-10 — Detroit (Book-Cadillac hotel 
and Masonic Temple). Third annual con- 
vention, National Used Car Dealers Assn. 

Sept. 11-12—Myrtle Beach, 8, ©, (Ocean 
Forest hotel). South Carolina Auto Deal- 
ers Assn, convention, 

Sept. 11-13—Buffalo (Statler hotel). 26th 
annual convention and exhibit of New 
York State Auto Dealers, Inc, 

Sept. 19-20—Milwaukee (Schroeder hotel). 
2ist annual session of Wisconsin Auto- 
motive Trades Assn. 

Sept. 28—Burlington, Vt. 

——— Assn. convention. 





Vermont Auto 


Sept. tlantic City. New Jersey 
Automotive Trade Assn. parley. 
OCTOBER 
Oct, 9-11 — Galveston, Tex. 32nd annual 


convention and exhibit of Texas Automo- 
tive Dealers Assn. 

Oct. 9-LL — Cincinnati (Netherlands Plaza 
hotel). Annual convention of Ohio Auto- 
mobile Dealers Assn. 

Oct. 10-11 — is (Nicollet hotel). 
Annual convention, Minnesota Automobile 
Dealers Assn. 

Oct. 14-15—Atlantic City. 
Dealers convention. 

Oct, 16-18—Edgewater Park, Miss, Ten- 
nessee Automotive Assn. convention. 

Oct. 16-18 — Jacksonville, Fla. (George 
Washington hotel). 19th annual conven- 
tion of Florida Automobile Dealers Assn. 

Oct. 18—New York (Hotel Astor). 10th 
annual meeting of Automobile Old Timers 
(K. T. Keller, president of Chrysler, 
guest of honor). 

Oct. 23-25—Biloxi, Miss. Automobile Deal- 
ers Assn, of Alabama annual meeting. 
Oct. 24-25—Grand Forks. Annual meeting 

of North Dakota Dealers Assn. 


NOVEMB 
Nov. 3-4—St. Louls (Chase hotel). SAE 
Fuels and Lubricants session. 
Nov, 7-10—Chicago, Twenty-ninth annual 
meeting of American Petroleum Institute. 
Nov. 11-12—Oklahoma City (Skirvin Tower 
hotel). Annual convention of Oklahoma 
Automobile Dealers Assn. 
Nov. 14-16—) » Va. (Hotel John 
Marshall). Annual convention of Automo- 
tive Trade am, of Virginia, 


ECEMBER 

Dec. 5-6—Wichita (Hotel Broadview). 
nual convention of Kansas Motor 
Dealers Assn. 
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This is coid fact! The Kaiser Traveler...two-cars-in-one... 
is actually needed...and wanted...more than any other model car 
ever built! Almost everybody is a prospect. And here’s why: 
The Kaiser Traveler converts in 10 seconds (without tools or bolts) 
from a big, luxurious six-passenger sedan, packed with prestige...to 
a husky, high-speed, economical cargo carrier, packed with merchandise! 
Just tilt the rear seat, flip open the hatch, drop the reinforced 
tailgate (that’s also a sturdy loading deck, only 24” from the ground!) Ideal for: 


; ae traveling salesmen 
cu. ft. carrying capacity, plus generous, elbow-swinging room for 
three passengers in front! farmers 
. Ase the competitive price of Ge Kaiser Traveler...cmty ses merchants 
delivered at the Factory...puts this amazing new kind of car within 
easy reach of practically every prospect. resorts, hotels, estates 
If there i. Kaiser-Frazer Dealer i ity, 
i ere is no wher razer Dealer im your community sportsmen, hunters, campers 
write today to Sales Department, Kaiser-Frazer Sales Corporation, ; 
Willow Run, Michigan. vacationers A yse 
' ' ; \ 
One of the fastest-selling cars in America! Ad’s pune 
. wor 
. 
e i gre ° 
ars ot : 
oe retailers 
deliveries 
elerer fleet owners 


...and there’s a smooth, steel-shod 10’-long cargo hold with 130 








‘HIS autumn marks the 10th an- 


development that followed a decade 
of trial and error research and 
ended an era of confusion. 

It seems almost archaic now, 
but car lights only about 10 years 
ago glowed brightly or feebly, 
depending on the speed the motor 
was running. 

Nearly all cars had different 
lighting systems. It was a lucky 
driver who could find an accessory 
supplier who had the right bulb 
for his car in stock. 

* * * 

T WAS not until 1939 that the 

auto industry, together with the 
American Assn. of Motor Vehicle 
Administrators, agreed to standard- 
ize a “sealed beam” system that 
had been developed at Nela Park, 
Cleveland, by the lamp department 
of General Electric Co. 

Practically everybody at GE 
connects the words “sealed beam” 
with Dan Wright, since he was 
the development engineer who 
started the attempt to improve 
car lighting. 

But it is doubtful that, even 
within the GE organization, all 
know that the Wright selection 
was in part fortuitous. 

When Wright started his auto 
light research, no one could be 
expected to relate his previous 
work on a 50,000-watt lamp, built 


Blood to Devote 
More Time to 


New Borg Drive 


DETROIT. — Howard E. Blood, 
president and general manager of 
Norge division and chief executive 
of Detroit Gear, another Borg- 
Warner division, has been elevated 
to the position of chairman of the 
board of Norge division, at the 
same time retaining his post as 
president of Detroit Gear division. 

George P. F. Smith, a Borg- 
Warner vice-president, as is Blood, 
has been chosen to succeed Blood 
as president and general manager 
of Norge division. 

According to Blood, the changes 
in top executive assignments were 
made to permit him, as president 
of the Detroit Gear division, to 
devote more time to the develop- 
ment and manufacture of the new, 
recently - announced Borg - Warner 
automatic transmission. 

Borg-Warner, through its Detroit 
Gear division, is preparing to man- 
ufacture this transmission in a 
newly-acquired plant on E, Seven 
Mile road near Outer Drive in De- 
troit. Studebaker will be the first 
user of the new torque-converter 
transmission. 





Stein—Milwaukee 


Al Stein, head of Al Stein Mo- 
tors, Inc., has announced that 
he is taking on the distributor- 
ship of Chrysler cars for the Mil- 
waukee area, after having been 
distributor for Hudson cars for 
some time. 

The change is to take place 
Sept. 1, when the company will 
move from the E. Brady St. lo- 
cation to the northwest corner of 
N. Prospect and E. North Ave. 
ap bal'2/ Ls 


EY 1924-194 


Safety in Night Driving 
It?s Only 10 Years Since Auto Industry Adopted 
‘Sealed Beam’ Lights as Standard 









to keynote the 1929 Golden Jubilee 

niversary of the all-glass “sealed | celebrating the 50th anniversary of 
beam” headlamp for automobiles, a/| Edison’s first lamp, with a prob-| 
lem involving the tiny auto lamp. 


* * * 


| y=: according to Wright, 1929 is 
| © when the seed for the “sealed 


beam” began to sprout. 

To build the “biggest lamp in 
the world” for the 1929 festivities, 
Wright considered a standard de- 
sign as to mechanical construc- 
tion and bulb size. But he found 
that on this basis a 50,000-watt 
lamp, fortunately still on the 
drawing board, would not go 
through a standard room door. 


So he was forced to utilize a 


bulb size which normally would be | 


too small to house 50,000 watts. 
This brought him face-to-face with 
two difficulties. The great heat in 
the smaller space of bulb presented 
a problem which he solved finally 
by utilizing hard glass with su- 
perior heat-resisting properties. 

Again without precedent to fol- 
low, the second puzzle was: How 
to lead the necessary heavy cur- 
rent into the lamp? 

Ever since Edison had made the 
first one, the traditional way to 
conduct current into a bulb was 
through lead-in wires in which the 
wires and the glass into which they 
were sealed had the same expan- 
sion and contraction properties. 
This is still standard practice in 
small bulbs. 

But Wright found that the 
heavy current, necessary to heat 
three pounds of tungsten in the 
big filament, brought serious 
lead-in wire air leakage and seal 
breakage. He had already recog- 
nized this problem in his work 
on 5,000-watt lamps for movie 
studios, though to much less 
degree. 

Heat-resisting hard glass was the 
best answer to bulb softening in 
this extremely high temperature 
lamp. But hard glass exaggerated 
the lead-in dilemma because its 
expansion was lower than conven- 
tional bulb glass, and no lead-in 
wires of corresponnding expansion 
existed anywhere. 

* * * 
I" WAS at this point that Wright 
made the decision to depart 
from conventional damp building 
trails. 

Instead of the conventional use 
of leading-in wires, with qualities 
of expansion similar to the glass 
into which they were sealed, the 
radical departure from precedent 
was a glass-to-metal seal made 
by fusing a flexible, tapered cop- 
per thimble or ferrule, into the 
glass. 

Although the metal and glass 
were quite different in properties 
of expansion, the tapered construc- 
tion produces the necessary flexi- 
bility. With this combination prac- 
tically any amount of current could 
be led into the lamp, and almost 
any type of glass could be used for 
the bulb. 

The 1929 jubilee giant lamps 
worked perfectly when lighted in 
San Francisco, Baltimore and other 
metropolitan centers. Wright start- 
ed to adapt his findings to studio 
lamps. 

In the mid-thirties he fccused his 
attention on the improvement of 
comparatively tiny auto lamps. 
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HORNER HITS 25-YEAR MARK—Guests at a recent dinner marking the 25th anniversary of 
the Horner Motor Co., Lafayette, Ind., included this group at the speakers’ table: (left to 
Indianapolis zone; W. J. Hubbard, veteran 
4 Sanders, branch manager, GMAC; John C. 
¢. C. Mangus, assistant zone manager; Judge W. L. 
hevrolet; 


right) R. A. Yaw, 
Chevrolet dealer of Francesville, 
Horner, vice-president of dealership; 
Parkinson; H. 
Rev. W. R. Graham and J. H. 





sales promotion manager, 
Ind.; E. C. 


H. Horner, president of Horner; 
Newberry, branch manager of General Exchange Ins. Corp. 


Hanna, city manager of 





| 
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FORD STARTS DEALER SALES TRAINING—Key 
| Ford are shown at a meeting in New York which started an extensive retail sales training 
| program. The program is to be given throughout the country to all Ford dealers and their 
sales managers. The group above includes, first row, H. M. Lidgard, manager, Pittsburgh 


district; A. Anderson, manager, administrative 





sales personnel in the Northeast region of 


department; C. E. Pierson, assistant manager, 


and W. P. Bave, manager, truck and fleet sales, Northeast region. In the background, A. J. 


Appel and R. A. Pankopf, assistant manager 
and truck manager, Northeast region; W. J. 
Somerville (Mass.) district; J. E. Campbell, 
manager, business management department, 
manager, Somerville district. 


s, Pittsburgh district; B. F. Scanlon, used-car 
Lally and C. W. Rowan, assistant managers, 
manager, service department; M. R. Fuller, 
Northeast region, and J . Connors jr., 





Those ABC 


’s of Selling 


Ford Dealers to Get Manual Reviewing 
All Fundamental Practices 


DEARBORN. — An extensive re- 
tail sales training program, review- 
ing the basic principles for auto- 
mobile dealer operations, is being 
presented to the 6,400 Ford dealers, 
it was announced last week by 
L. D. Crusoe, vice-president and 
general manager of the Ford divi- 
sion. 

Walker A. Williams, sales man- 
ager, Ford division, said that the 
program should be invaluable to 
prewar dealers as a review and to 
new dealers as a guide. 

“The automobile business in 





Obituaries 


Bahr, MoPar Head, 


Dies in Detroit 


DETROIT. — Frederick Charles 
Bahr, 61, chief of Chrysler Corp’s. 
parts activities, died at Henry Ford 
hospital in De- 
troit last week. 
As vice-president 
of Chrysler Motor 
Parts Corp., Mr. 
Bahr had been in 
charge of that 
part of the com- 
pany’s work for 

the last 12 years. 

He first joined 

Chrysler 7 - 

1934 on K, T. Kel- 
¥. 0. Bae ler’s staff, became 
general sales manager of MoPar 
two years later and vice-president 
of that activity in 1937. 

Born in Stroudsburg, Penn., his 
business career began in 1906 with 
engineering and telephone opera- 
tions in Cleveland and then during 
the next six years in similar work 
in Detroit and Cuba. From 1913 to 
1917 he was in industrial engineer- 
ing and finance until he joined the | 
army. 


Cassell, 62, Dies 
In Portland, Ore. 


PORTLAND.—James Henry Cas- 
sell, 62, founder of three Oregon 
and Portland automobile dealer as- 
sociations, died July 25. Mr. Cassell | 
began his career in the auto in- 
dustry while on the staff of the 
Portland Oregonian. 

He was manager of the Portland 
Automotive Trades Assn., executive 
secretary of the Automobile Dealers 
Assn. of Portland and until a few} 
months ago executive secretary of 








|secret to a successful 


normal times is a trading busi- 
ness,” Williams said, “Our train- 
ing program is designed to review 
the various sales practices so 
that all dealers and their sales 
personnel will be prepared when 
a normal automobile market 
returns.” 


Frank J. McGinnis, sales promo- 
tion manager, Ford division, has 
prepared a comprehensive retail 
sales management manual which 
covers all phases of dealer opera- 
tions in one complete presentation. 

The manual stresses that the only 
dealership 
operation is sound, proved business 
principles, The three basic princi- 
ples cited in the manual are to keep 
all expenses down, build gross 
profits up and turn used cars and 
trucks fast. 

Several months of study have 
gone into the preparation of the 
presentation which is being given 
to all Ford dealers and their sales 
managers in a series of meetings 
throughout the nation. 

Major topics covered by the 
manual include sales manager’s 
responsibilities, sales department 
operations, managing salesmen, 
dealership trading position, hand- 
ling used units for a fast turn- 
over, a hiring guide for finding 
and screening new salesmen, re- 
tail salesmen’s manual and _ in- 
centive plans for compensation. 

Contents of the manual are easy 
to follow and color illustrations are 
on practically every page to empha- 
size major points, It is in a loose- 
leaf binder so that additions can be 
made occasionally. 

Moving pictures, slide films and 
salesmen’s bulletins will follow the 
manual as continuous training ma- 
terial, Williams said. 

Assistant district sales managers 
in the 33 Ford sales districts are 
meeting with dealers and their 
sales managers throughout the na- 
tion to present the training pro- 
gram. The presentation will be 
before small groups to provide a 
two-way meeting. 

Portions of the presentation will 


| be carried to sales forces within the 


dealership organization by dealers 
and sales managers. Manuals will 
be given to all Ford dealers. 
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the Oregon Automobile Dealers | 
Assn. 
+ * + 
N. W. Donald 
MEMPHIS, Tenn.—N. W. Donald, 63, | 


for the past five years sales manager for 
O. P. Donald Motor Co., died suddenly at 
his home here July 25. | 

* * * 


Ward Masters | 
NORTHVILLE, Mich. — Ward Masters, 
50, Kaiser-Frazer dealer here, was found 
dead in his garage July 27 with a bullet 
wound in his head. Police Chief Joseph 
Denton said it appeared that Mr. Masters, | 
who had been a K-F dealer since January, | 
1946, had taken his own life. | 


* * * 
Wilson S. Renaker 
WHITESBURG, Ky.—Wilson S, Renaker, 
54, local auto dealer for 27 years, died 
here July 20. 
* * * 


Clyde P. Milam 


50, formerly engaged in 
business here, died July 16 at a local 
hospital. 


DEALER SHRINERS AT AUTO INDUSTRY NIGHT—Prominent California automobile 


were guests of the Santa Monica Bay Shrine 


in charge of arrangements were Claude Short, Roy Pierce and Larry Benson. 


‘Moulder Decries 
Pessimism About 


Economic Trend 


CHICAGO.—While admitting that 
there is a downward trend in the 
nation’s economy, P. V. Moulder, 
executive vice-president of Inter- 
national Harvester, contended in a 
speech before the Truck-Trailer 
Manufacturers Assn. July 22, that 
the situation isn’t as bad as many 
believe. 

Moulder said that expenditures 
for producers’ durable goods dur- 
ing the first six months of this 
year exceeded those in the compar- 
able 1948 period by 7 percent, but 
were 2 percent lower than in the 
final half of 1948, 

“Average weekly earnings of 
production workers in May were 
353.08. This compared with a peak 
of $55.01 in December of 1948,” he 
said. “This reduction is primarily 
the result of shorter working 
nours.” 

Moulder noted that in June the 
number of unemployed reached 
3,778,000, while in 1940, a fairly good 
business year, estimates showed 
§,000,000 unemployed. 

C. F. Rogers of the Public Roads 
Administration demonstrated with 
models that multiple axles, carrying 
the same weight as a single axle, 
cause less damage to roads. 

Approximately 40 trailer manu- 
facturers attended the association’s 
summer meeting. John B. Hulse, 
TTMA secretary-manager, reported 
on “The Washington Outlook.” 


Holder Drops Suit 
Against Willys 


WILMINGTON, Del. -— A stock- 
holder’s suit against Willys-Over- 
iand Motors, Inc., charging a waste 
of assets, has been dismissed by 
Chancellor William W. Harrington. 


Counsel for Hyman _ Krinsky, 
holder of 100 shares, requested 
Harrington to drop the suit, stating 
that new information showed there 
“was nothing to criticize.” 

A case demanding that Charles 
E. Sorensen, Willys vice-chairman, 
be dismissed is still pending in 
United States District Court in 
Detroit. 


Pictorial Card 
Ford Dealers Offered 


Unique Promotion 


DEARBORN.—A unique type of 
advertising and promotion in the 
form of a full-color pictorial retail 
salesman’s business card is being 
made available to all Ford dealers 
through Ford division’s sales pro- 
motion department. 

The 12-page business card, meas- 
uring 2%x4 inches, illustrates in 
attractive colors all 1949 Ford pas- 
senger cars, a reproduction of the 
Gold Medal certificate, choice of 
engines, accessories and outstand- 
ing selling features. 

The business cards offer a direct 
tie-in of the dealer’s and salesman’s 
name with the new Ford. The 
cards are printed and sold by Ock- 
ford Printing Co., Detroit. 





men 
Local Shriner-auto men 
L. C. Barnard, 


club on this occasion. 


| automotive editor of the Los Angeles Examiner and staff correspondent for Automotive News, 


| was master of ceremonies. 


Inglewood; J. B. Finne 
president of Southern 


Guests of honor were Bill Froelich, Los Angeles Ford dealer who 
| is chief rabban of Al Malaikah temple and chairman of the hotel reservations committee for 
| the 1950 Shrine convention, to be held in Los Angeles, and Les White, Dodge dealer, who is 
HOT SPRINGS, Ark.—Clyde P. Milam, | publicity chairman for the convention. Other guests present were members of the Shrine, all 
the automobile | prominent in the automotive industry in California. 


Left to right: 


Millard Campbell (Buick), 
(Pontiac), Los Angeles, annd Spencer Honig (Nash), Los Angeles, 
alifornia Motor Car Dealers Assn. 
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This picture, appearing in na- 
tional advertising, is helping 
make Airfoam the best known, 
most wanted of all cushioning 
materials. 
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F your cars have Airfoam cushioning, or offer it as extra equip- a 
ment, you’ve got a sales feature to soften even the toughest 
customer. 
Its matchless riding comfort, its long life, give you a big edge on 
competition in today’s sales battle. 
Customers will know Airfoam at first touch. And you can assure 
them that this magic latex cushioning keeps its shape and “liveness,” 
never sags or lumps up. It smothers bumps, lessens riding fatigue, 
makes even long trips seem shorter, pleasanter. Gives the car a better 
nager Saeees. TUM SUPER- CUSHIONING BY 
If you’ve got Airfoam as standard equipment, be sure to make the 
most of it. If it’s an “extra,” you’ll find it one of the easiest extras 
a to sell. No wonder more and more cars in every price class are 
n - . a0) 09 . sa E 
adopting it! Goodyear Manufacturers’ Sales Dept., Akron 16, Ohio. 
: adopting yoodyear | é é pt. , THE GREATEST NAME IN RUBBER 
io 
ic NOTE TO MANUFACTURERS: Let us show you how recently developed tech- 
iT niques in building Airfoam cushioned seats provide extra riding space, more A'rfoam—T.M, Th: Goodyear T... & Rubber Company 
), legroom, Write: Goodyear, Manufacturers’ Sales Dept., Akron 16, Ohio, 
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Lush Days Are Over, Says Van Tassel. . . 


Used Cars Should Be Retailed 


Eprror’s Note: This is the sev- 
enth in a series of articles on the 
fundamentals of dealer business 
management: 

By J. B. Van Tassel 

HE trend since the war, or dur- 

ing the so-called lush period of 

the past few years, has been for 
new-car dealers to wholesale their 
tradeins rather than bother to re- 
tail them, 

Reasons for the fast develop- 
ment of this trend, as compared 
with prewar years when most 
dealers retailed about 90 percent 
of the cars they took in trade, 
were: 

1. Facilities for merchandising 
used cars were expensive and hard 
to get. 

2. Manpower was none too plen- 
tiful. 

3. Dealers were making so much 
money on new-car deals that they 
did not care to bother with the 
activity involved in obtaining the 
difference and additional profit that 


could be made on a retail sale, 
* - * 


OW, however, more than ever 
the profit and loss on the mer- 


chandising of used cars is not the 
only factor to consider when you 
are deciding whether or not to re- 
tail or wholesale used-car tradeins. 


The element of customer con- 
tact for new-car sales, truck 
sales, service sales, parts sales, 
accessory sales and repeat used- 
car sales should be taken into 
consideration as well as_ the 
monetary aspect. 

Also, from my prewar experience 
in dealer business management na- 
tionally, I have found only a very 
few new-car retail operations that 
could do a successful new-car retail 
job, both performance and profit- 
wise, and at the same time whole- 
sale the bulk of used-car tradeins. 

* * * 
HEN a new-car dealer sells a 
used car to a wholesaler, he 
just naturally passes up the differ- 
ence between the retail and whole- 
sale price, 

This difference he could per- 
haps well afford to lose up to 
now. But from now on in, every 
dealer in order to stay in this 
business and make money will 









have to cash in on every possible 
opportunity. 

From now on, the comparatively 
small difference in the amount of 
selling profit on a used car sold at 
retail and one sold at wholesale 
will count for a very important 
part of that profit opportunity. 

I realize that the average new- 
car dealer has every right to fear 
the used-car business, because it is 
this phase of a new-car operation 
that has caused more dealers to 
go broke or be replaced by the 
factory than any other I know of. 

* * + 


OF COURSE, business analysts, 
including myself, usually at- 
tribute the most popular cause of 
a dealer’s going broke as being lack 
of liquid working capital or too 
much frozen working capital. 
However, in the car business, it 
is the piling up of used cars taken 
in as trades on new-car sales and 
not making it a cardinal rule to 
move every trade almost as fast 
as it comes in and never to allow 
one in stock over 30 days, that 
creates a frozen liquid capital con- 











WILKENING CITED FOR WORLD RECORD—By a, 3.226.920 man-hours without a 
disabling or lost-time accident, the workers at Wilkening 


fg. Co., where Pedrick piston 


rings are made in Philadelphia, have set a new world's safety record for combined foundry- 


machine shop operation. 


Chevron which symbolizes the new world record. H. 


urer, looks on. 


Here, F. W. Wilkening, president, is receiving for the workers the 


E. Gerstley, vice-president and treas- 


dition and puts dealers out of, used-car inventory is the greatest 


business. 

There are other financial and 
operating investments on your 
balance sheet that have to be 
constantly controlled, but the 


ATTENTION 
‘SERVICE 
| MANAGERS 


3 tests show how 
Sunoco Motor Oil helps 
keep customers happy 








To prolong the life 
of an engine... 


Pistons clean, rings free—for top 
power. After identical tests—no- 
tice the Sunoco lubricated piston 
at left. Results of using a competi- 
tive premium-priced oil are shown 
at right—note varnish deposit and 
‘“‘gummed up”’ rings. 


recommend 





Less sludge—a cleaner engine. 
Unretouched photo shows clean 
valve cover-plate with Sunoco 
Motor Oil. Gummy, sludge-cov- 
ered plate at right shows results 
with the competitive motor oil. 





Extra protection for bearings. 
Bearing at left clean, unpitted— 
because Sunoco is anti-acid and 
specially fortified against oxida- 
tion. In same test, the competi- 
tive oil formed acid and caused 


pitted bearing at right. 
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hazard of them all. 

Never neglect moving and turn- 
ing over fast all used cars. Don’t 
take it for granted that they will 
eventually sell and bring a profit. 

os * s 


C- HAS been my experience, and 
it’s probably yours too, that used 
cars depreciate a lot faster than 
they appreciate. In fact, in normal 
times in this business (and that’s 
just about where we are now) 
used cars never appreciate over 
their resale value at the time they 
are taken in trade. 

In view of this depreciation 
factor in used-car values over 2 
period of years, I just can’t un- 
derstand some dealers’ attitudes 
in holding used cars for a profit. 

The only reason a used car gets 
into a new-car dealer’s stock is as 
part of the sale of a new car. It 
is not a profitable piece of mer- 
chandise and therefore should be 
disposed of as soon as possible. 

In the exclusive used-car business 
it is a profitable piece of merchan- 
dise because it is usually pur- 
chased for resale at a distressed 
purchase price to be sold for a 
profit. 

ao . . 

HEREFORE, a new-car dealer 

must of necessity, in order to 
stay in business, take in used cars 
at the best possible price and sell 
them just about as fast as they 
are taken in or they will do at 
least two things to his financial 
situation: 

1. Freeze up liquid working capi- 
tal which will put the dealer out 
of business. 

2. Depreciate in value to the 
point where they will absorb 
most or all of the profit realized 
on the new-car sale, also putting 
the dealer out of business, 

It would be my suggestion that 
every dealer start now, unless he 
has already done so, and set up a 
control record system which will 
make it necessary for every used 
car taken in trade to be sold at 
retail within 10 days from the day 
it was taken in. 

* eo * 
ir YOU set the goal at 10 days, 
you will probably dispose of it 
in 20 days, and then check your 
financial condition and make sure 
you have sufficient cash to always 
carry a 30-day supply of used cars. 

On that basis of financial and 
operating control of your used- 
car department, you can com- 
pletely dismiss from your mind 
the fear of the used-car hazard. 

But first you must make sure 


you have the right kind of used- 
(See RETAIL, Page 29, Col. 5) 


Auto Imports 


Un in Canada 


OTTAWA.—Imports into Canada 
from all countries of automobiles, 
trucks, etc., during the first four 
months of 1949 advanced to a total 
of $11,100.000, compared with $4.,- 
200.000 in the same period of 1948, 
although below the $19,000,000 in 
the like period of 1947. 

Imports in this period of auto- 
motive parts also increased to a 
total of $40,100,000, against $33,900,- 
000 in the like period a year ago 
and $29,900,000 in 1947. 





Enoch Ups Bowman 


Eddie Bowman has been ap- 
pointed general manager of Enoch 
Chevrolet, South Gate, Calif. 


AUTOMOTIVE NEWS, 


In over halt 
of all U. S. counties, 
Country Gentleman 
| Circulation exceeds that 
of the biggest weekly 
+ and biggest women’s 
magazine 
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For Auto Title Law 


MONTGOMERY, Ala.—A care- 
fully-planned attack by the Auto- 
mobile Dealers Assn. of Alabama, 
Inc. has resulted in a setback for 
a proposed automobile title law in 


and legislative committeemen of 
the association and calling upon 
members wherever their help was 
needed. 

Don H. Maring, Ford dealer of 


'transactions if the vehicle owner | 


loses his certificate and wishes to| 
use his car or truck as collateral | 
for a quick loan. The law would | 
place the cash customer at a dis- 
advantage in that he would not 
receive a clear title to an automo- 


| bile until he had fully-paid for it. 
|The proposed bill “fails to provide 


that the certificate is conclusive 
evidence of ownership or lien.” 
J. C. Austin, Tuscaloosa Dodge 


Alabama, and in all probability,| Birmingham, first vice-president! qealer, testified briefly, and he 
defeat of the bill for the current |and legislative chairman of ADAA,| and Maring agreed that in some 
session of the state legislature. spearheaded the opposition at a| gg years of experience, each had 

Under the proposed law, title | hearing before the senate judiciary| heen victimized only once on a 
issuance would be through pro- (committee July 20, offering these! gtolen-car deal. : 
bate offices in each county at a | points against the proposal: 
cost of $1, with lesser charges for It would cost the motoring public h . 
duplicates, lien cancellations and | about $700,000 in fees the first year Pryke—Austin 
certificates of registration. and $125,000 each year thereafter.| Raymond Pryke, a former RAF | 

Executive vice-president Frank | It would greatly inconvenience the | pilot, has been designated the agent| DESIGNED FOR 'PLAY' AS WELL AS PAY-LOADS—This is the Kaiser Vagabond. It's the 
R. Broadway laid the groundwork |rural population who are not ac-|of Morris Motors, Ltd. in Austin, | eighth K-F new model for 1949. With rear seat cushions folded, a 10-second operation, 130 
for the opposition over a period of | cessible to probate offices, and in| Tex., and has opened a dealership | cubic feet of multi-purpose cargo space is accessible through the two hinged rear panels 
weeks, consulting with directors|many cases would delay business , at 506 Lamar Blvd. ' It is the Deluxe model of the Traveler. oa 

K-F Introduces 


Vagabond Sedan 
With $2,288 Tag 


WILLOW RUN.—Addition of a 
second Kaiser-Frazer multi-purpose 
model, the Vagabond, was an- 
nounced last week. It is a deluxe 
version of the Kaiser Traveler. 

In appearance and styling, the 
new six-passenger automobile is 
identical to the conventional Kaiser 
Deluxe four-door sedan, and is 
powered by the same 112-horse- 
power Thunderhead engine. 

But the back seat folds away 
in 10 seconds, and the rear of the 
car opens from floor to roof to 
provide access to more than 130 
cubic feet of space for cargo. The 
cargo floor is 10 feet long and 
more than 32 square feet in area. 

Now being shipped to dealers, the 
|new model retails at $2,288, plus 
state and local taxes and trans- 
portat®n from the factory. The 
original Traveler, comparable to the 
conventional Kaiser Special sedan 
and equipped with a _ 100-horse- 
power engine, has an advertised- 
| delivered price of $2,088. 

As in the Traveler, the versatility 
of the Kaiser Vagabond is achieved 
through the functional design of 
two hinged panels at the rear of 
the car. 

The lower panel hinges down- 
ward to form a tailgate level with 
the cargo floor. The second panel, 
which includes the broad rear 
window, hinges from the roof and 
opens upward. When loaded to 
capacity, the car may be driven 
with both panels open. 

Striking interior styling is 
achieved in the Vagabond despite 
the use of washable vinyl plastic 
upholstery. The material is 
pleated over air-foam rubber seat 
cushions and used in fashioning 
the door panel upholstery. All 
vinyl or a combination of vinyl 
and fabric in harmonizing colors 
is available. 

The new sedan is offered in six 
body finishes—Caribbean coral me- 
tallic, saddle bronze metallic, glass 
green, garden green, polar gray and 
onyx. Interiors are executive green, 
oakwood brown, cardinal red and 
pepper red. 

Heavy-duty shock absorbers and 
springs are standard equipment on 
the 123%-inch wheelbase model. 
Overdrive and four or six-ply tires 
are available optionally. 


Nationwide sales and shipping facilities assure prompt service 


Bie ee 


@ No matter where you may be, you at the plant will see to it that it reaches 
will always find an H & H representa- you without delay. So the next time 
tive. nearby, ready to help you with try the H & H way. If you can't find 
your brass and copper tubing needs. the name of our representative in the 
He will make sure that your order is yellow pages of your phone book, write, 


promptly filled and shipping experts wire or call our plant direct. AUTOMOBILE OF 1960?—Here's a picture 
|of a car that has just about everything— 
| pontoon lines with built-in head and tail 
lamps, all-steel top and a gracefully sloping 
back, recessed door handles, fender skirts, 


Bl disc wheels, balloon tires and concealed 

TUBE AND MANUFACTURING COMPANY [running boards. Looks like a brand new 

| model, o-" it? Ace. it is a picture 

‘ . FA of the Pierce Arrow which created a sensa- 

245-275 N. Forman Avenue * Detroit 17, Michigan * Vinewood 2-3600 Maite ake blew Vark Glater thew te teen 

| It illustrates what the August Esquire article, 

|"'The Shape of Cars to Come," is talking 

about when it states that people will just 

| not accept radical changes in their automo- 

| biles. Only five of these cars were built and 

| then the model was dropped. Since any 

changes in the automotive field will be very 

gradual, author John Bentley is able to give 

what Esquire terms an accurate forecast of 

what the car of 1960 will probably look like: 

Cars will be smaller, weigh much less, get 25 

to 30 miles per gallon, have an overhead 

valve high-compression engine and have an 

aluminum body with more overall streamlin- 
ing—underneath as well as on top. 


METALFLO + LOCKSEAM + COIL STRIP.AND SEAMLESS TUBING + TUBULAR PARTS 
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etait tiienrig lata ienatenesitnmanectigiciealigianen , 
ders-Quigan total was 18,035 against 

i 17,451 in the preceding report. 
Auto Stocks + * 4 





jn the Financial Front .. . 

















| 
July 25 July 18 UBSTANTIAL gains were regis- | 
A nother Ce e | SEE scciscvss OEE 48% tered by both Goodrich and | 
| OCrosley .......... 3% 4% |Goodyear, 10,670 against 6,605 for 
e | General Motors .. 60% 5954 | the former and 6,234 for Goodyear. 
eee 13% 12% |In the June compilation there were 
j oO A uto Stock Rise | Kaiser-Frazer .... 4% 4% | 3,308 short shares in Goodyear. 
| Nash-Kelvinator . 12% 12% au a -_ ne ~~. : > | 
' , , , i, ee 8% 2, rom 37,073. Mack, which | 
ae a = by 124. The new lows totaled i 20%, o0% has a appeared in ihe ecumstiny 
ILE dealers were watching! The high mark for the Dow-Jones | ae ee eeecee. 2 ™ = aidan ae ‘can ee 
i eee! to ? aan nedige Sg rg —4 ‘Daan a ; This compares with 2,792 a month 
record levels, they could also note | 181.54. This compares with 174.53 ‘0 tiem 7 19.72 16.50 | 2g0. Nash-Kelvinator showed the 
that another week had been added on July 23 and 161.10 on June 13. OCKS ..... iedn | slightest change to 16475 from 
to the advancing stock market with | _ . . a al: —— | 40, 225. 
gains in all the motor stocks listed | Short Position Is Up | issues were included in the new | Reo’s 11,990 compares with 8,805, 
on the big board and for Kaiser- GAIN, the short interest total| high total of 1,844,318 shares (while Studebaker increased to 29,- 
he Frazer on the New York Curb Ex- headed upward in the New| against the 1,609,802 reported | 965 from 27,278. Gar Wood returned) «yoy the day is over when sales- 
30 change. York Stock Exchange report for; June 15. ito the compilation again, but! ee _ a 
Is. Crosley, on the junior mart, was|the month ended July 15 to hit a| Chrysler jumped to 37,204 from | showed a reduction to 10,200 from |e" ph ner their pants in show- 
the only one of the listed issues to| new high since Feb. 20, 1933. 29,083 and General Motors stood at |11,600 in the previous release by|T00m chairs! It’s shoe leather I 
give ground in the week ended Eleven automotive and rubber | 41,468 compared with 33,853. Fed- | the exchange. want to see you wear out now.” 








July 23. 

In the continued recovery since 
the June 13 low there was a 
broadening of interest in the auto 
issues—sufliciently so to place 
four of them in the compilation 
of the 20 most actively traded 


a 
¥ stocks. ei + 
vs ITH a turnover of 51,400 shares, 
Studebaker won seventh spot. 
ne Trading in Hudson totaled 28,000 





er Board Rooms Buzz 

1s . . . with reports that Chrys- 
ot ler’s second quarter net profit 
: will hug the $3 mark... The nod 


to International Harvester by 
some investment trusts which 
are adding it to their portfolios. 
. . « The possibility that GM’s 
best net in its history—$9.72 last 
year—will be exceeded in 1949. 
ae . » « That the market’s rebound 
= from the June 13 lows was at a 
. much faster clip than many of B-K* Power 
° the wise boys anticipated. Braking System 
2 That Continental Motors’ net for Cargo 
n profit may be around 85 cents Trailers 
hs for the fiscal year which ends _ " 
i- when October does ... The sun- ine” Bendix* 
nier look on some of the more er Automatic Clutch 
y sour-faced market and business lai and Gear Shift 
d analysts who were pretty gloomy * Control Systems 
of a while back ... That many . 
of good stocks are going into equal- 
ly good hands. Bendix 
1- : Hydraulic Power 
h shares for the 12th position, fol- Steering 
sl, lowed by General Motors with 27,- 
ir 400 shares. Chrysler’s trading vol- 
d ume of 26,500 placed it 15th. 


-O For all issues on the New York 
n exchange there were 803 advances 
and 325 declines, while 186 wound 
up the week with no change in 
value. New highs for 1949 were 
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: : we a ae Bendix* Brakes 
| 5 for Buses, 
Alltime Record ——_ ss Tres, ond 
Set by L-O-F in : “Gaivet leat” i roe 
Second Quarter 


x With record sales in the first half 
= of 1949, Libbey-Owens-Ford Glass 
reported net earnings of $9,105,831, 
equivalent to $3.56 a share for the 
six months ended June 30, as com- 
pared with $7,103,850, equivalent to 
$2.78 a share, in the corresponding : 
period last year. Centermount 

Net income for the first six Emergency : : : 
months of 1949 was $9,105,831 after ond Ponies Wet " Sendin 
charges of $1,335,952 for deprecia- Sar Giaes P a ren a Vaovum-Power 
tion, $5,013,950 for general admin- piss mond . : ‘ Geor Shifter 
istrative sales, research and devel- . ‘ 
opment expense, and $7,623,882 for 
estimated federal taxes. 

In the corresponding period last 
year the net income was $7,103,850 
after charges of $1,047,868 for de- 
preciation, $4,486,855 for general 
administrative expense, and $5,746,- 
493 for estimated federal taxes. 

The report of John D. Biggers, 
indicated that second quarter sales 
surpassed in dollar and unit volume 
any previous quarter and reflected 
a steady upward trend over the last 
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- four quarters. 

il Business so far in 1949 has been 

’ highlighted by substantial gains in 

d automotive glass demand and/| i 

w greatly increased sales of Thermo- | a YDRO VA C IS FIRS T CHO] CE 

pane. This multipaned insulating e 

i! glass _— ae _— in — ar . 
, ae Seana See Pee wea Everything truck operators look for in power braking, | about the upkeep. . . and you'll see why Hydrovac is 
1 a fiat scot car tee oe | hey tas Ms seater degree and for less cost in the first choice! This preference indicates the value of in- 
4 picture windows, showed the larg- | Bendix Hydrovac*. It gives them easier, smoother, cluding Bendix Hydrovac power braking in your orig- 
’ est percentage gain of any Libbey- quicker stops with less physical effort. A record number inal equipment specifications. *REG. U.S. PAT. OFF. 
° Owens-Ford product in the first of Hydrovac installations—over 2,000,000 at present— 

ti half of 1949. bears out this claim. Ask the man who uses Hydrovac BENDIX PRODUCTS DIVISION of 

é Biggers reported the outlook for about its performance . . . ask the man who services it SOUTH BEND 20, INDIANA 

j both automotive and building de- ae eee 
n mand good, provided the general Export Sales: Bendix International Division, 72 Fifth Avenve, New York II, N.Y. 

: 





| industrial tempo is not interrupted 
by labor difficulties in basic indus- hE AT TA A Re RN, PRE RE YY, II LL LS SSS TAO RT a, 


tries, 
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in your community will m 
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Which dealer 
the most of this ad? 





This full page full color ad, reaching 25,000,000 
people has a powerful selling message. It re- 
minds your customers to buy seat covers, and 
proves the overwhelming superiority of 
Travelon seat covers woven of Firestone 
Velon. But the best magazine ad in the world, 
obviously, can’t deliver and wrap that mer- 
chandise, accept the money and make change! 

That’s where you come in... you—or your 
competitor! When this ad appears there will 
be thousands of seat cover prospects right in 
your community—and far-sighted auto and 
accessory dealers who'll get the most out of 





it. They’re stocking Travelon seat covers 
woven of Firestone Velon now, in a wide 
assortment of patterns, colors and sizes. 
They’ll display this ad in their windows and 
on the floor. Some will make mailings to good 
customers—and tie-in with newspaper mats, 
radio spots, window streamers, etc. Will you 
be the first in your area to reap the profits 
from this great advertising campaign? For 
free information, samples and prices write 
Hafner Associates, Empire State Building, 
New York 1, N. Y. or Firestone Plastics Co., 
Pottstown, Pa. 





Good Housekeeping 
2; 


* Trade Mark 
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Hafner helps you sell 


TRAVELON | Set Covers 


To help put the “‘push"' into this Life ad—to help you 
sell more Travelon seat covers, Hafner has 
prepared a special promotion kit containing the following 


traffic-pulling sales helps: 





2 ite Goetter Gates 6 aes — eek Cee g 
25” x 36” jumbo ad blow-up -------~----- Ne 
: oo) 
=~ 


Special Travelon counter card .. ._...------.-// eo 


100 spot identification stickers 





100 gummed arrows... . - -~-...—-..—-.=- 
100 packaged stickers _.. ...------.---- | «dl 
300 letterhead stickers. .........--~-~-~-. 
300 hard-selling postcards _......-.. ~~~. — 


as seen in 





The best national advertising is only as good as 

you make it. For national ads carry a double “sock.” 
They create the impulse and desire to buy, 

when your customers see them in magazines... 
AND...they push customers into your store, when 
you tie in with window displays, direct mail 


pieces, streamers and local newspaper advertising. 


Make your store the local headquarters for smart, 
year-round seat covers of Travelon. Use this 
nine-way merchandising program to set your sales 
soaring. Ask your supplier or write Hafner 
Associates, Empire State Building, New York, for 
your merchandising kit. Requests for additional 


kits will be filled while the supply lasts. 


Hafnev...... 


Empire State Building, New York City 


*Trade Mark 
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Chicago Pontiac Dealers 


Vote MacKaye President 

CHICAGO.—The Pontiac Dealers 
of Metropolitan Chicago last Thurs- 
day elected M. C. MacKaye to the 
presidency, Gardner Goldsmith as 
vice-president and Victor Beckman 
as treasurer. 

Chosen as directors were Walter 
May, William Winslow, Howard 


Ferguson, Charles Hearne, Al Ros- | 


enstein and William Lovejoy. 


Son Joins Wallwork 
William W. Wallwork jr. has 
joined the sales staff of his father 
W. W. Wallwork, Ford dealer for 
30 years, in Fargo, N.D. 





NOW READY! 
Floyd Clymer’s 


CATALOG OF 1949 
AUTOMOBILES 


edt Ld] 
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120 Photos—Charts, 72 Large Pages. 
Between the pages of ONE BOOK you can 
compare specifications, photos and other 
data on all U. S.-built cars. 


See and read about every G.M., Ford, 
Chrysler and all independent makes .. . 
including unusual Del Mar, Tucker, Play- 
boy, Keller, Hoppenstand, Gregory, Davis 
3-wheeler, and the NEW Kurtis Sports Car, 
ALL WITH SPECIFICATIONS, 

IT’S READY NOW .. . THIS GREAT 

NEW CATALOG OF 1949 CARS... 
POSTPAID, $2.00 


Ford Owner's 


Complete HANDBOOK 
of Repair and 


eke) hae 
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AUTOMOTIVE WASHINGTON 





could be taken 
|proper cooperation between 
the President and Congress.” 

“I believe it can be done now,” 
Senator George declared, but 
warned against trying to accom- 


| plish the cutback on a “piecemeal 


basis.” He sa‘d that the transpor- 
tation tax ought to be repealed for 
the benefit of business, but the 








Maintenance 


HANDBOOK 


141 Pages... 140 
Photos, Drawings, 
Tables, and Diagrams. 
Covers ALL Fords from 
1932 to the new 1949 
models, including the 
V-8 ‘60° and the SIX! 
A book for every 
Ford owner! 


Postpaid, $1.50 





The Life of TED 
HORN, American 
Racing Champion 


A new book on the t 
life and career of §& 
Ted Horn, 3-time 
U.S. Auto Racing 
Champion § 
224 Pages 
05 Illustrations 
Horn’s letters, 
wires, records and 
tributes are in 
this book 


Postpaid, $2.00 


Deluxe 
Edition, $3.50 


Floyd Clymer’s 
ALBUM OF 
HISTORICAL STEAM 
TRACTION ENGINES 
470 Photos, Charts, 
Drawings and Repro- 
ductions of Early Ads. 
105 Different Makes 
Illustrated 
U. 8. and Foreign 


Makes from 1855 
to 1929 
A wealth of threshing 
engines and farm 


equipment 
Postpaid, $2.50 
Deluxe Cloth-Bound 
Edition, $3.50 


MODEL A FORD SERVICE 





| AR $1.00 
MODEL T FORD MANUAL... $1.50 
HOT ROD PICTORIAL............ $1.50 


ORDER BLANK — DETACH HERE 


Floyd Clymer, Publisher, Dept. DAN-8 
1268 South Alvarado St., 

Los Angeles 6, California, 

Enclosed find $ 


(Send COD [)) 
Please send ; 


Name 
Address 
City. 
State . 


Zone 








finance chairman added that he 
thinks “they all ought to be re- 
moved at once.” 

Senator George said he feels that 
the existing wartime. excise rates 
discourage  busi- 
ness and have 
been “a big con- 
tributing factor 
to unemployment 
in many lines.” 

The direct reve- 
nue loss, Senator 
George estimated, 
would be $1.5 bil- 
lion if all the 
special wartime 
rates were cut 
back. But a great 
deal of this revenue loss, he 
thought, might be offset—-perhaps 
entirely so—by the higher income- 
tax yields, individual and corpora- 
tion, which probably would result 
from the improvement which the 
tax cuts would mate in business. 

The finance chairman’s view 
was indorsed by Senator Millikin, 
ranking minority member of the 
finance committee, who has been 
urging excise cutbacks for some 
time. 

“IT heartily agree with Senator 
George that we should get rid of 
all our wartime excises,” Millikin 
declared. If we can’t get rid of all 
of them we should get rid of a 
big part of them as called for in 
the amendment sponsored by Sen- 
ator Johnson.” 

+ 





William Uliman 
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Branded ‘Nuisances’ 


T= Senate Finance Committee 
recently, by a vote of 7 to 6, 
reported to the Senate a tax bill 
bearing the Johnson amendment 
ealling for a reduction of some 
$628,000,000 worth of wartime ex- 
cises, commonly referred to as 
“nuisance” taxes. 


Senator George and five other 
Democrats at that time voted 
against doing anything with the 
excises this year. 

“They are bad, very bad taxes,” 
George noted later as he said 
these levies “are contributing to 
unemployment at many places.” 
A tax cut now might “head off 
terrific relief expenditures,” he 
thought. 

He now feels that getting rid of 
these special rates—-which were 
added in wartime mainly to dis- 
courage the consumption of arti- 


the powerful 





Excise Repeal Cause 


Wins New Support 


By William Ullman 


Washington Correspondent 


|“ YOMPLETE repeal” of the wartime excise tax rates found 
a new champion last week in Senator George of 
Georgia, chairman of the Senate Finance Committee. 
The Senate tax leader, who heretofore has opposed pro-| 
posals for lowering the excises at this time, said this action 
‘if there is® F Moatciiw 





materials 
would give 


cles made of scarce 
needed for war effort 
business a 
ment.” 

Senator George made clear that 
he was not asking a cutback of 
the higher levies on wines and 
liquors and tobaccos. 

He emphasized that any action 
at this session should depend upon 
the President and Congress coming 
to an understanding on the budget 
situation, and particularly spending 
cuts for next year. 

Sentiment for action on the ex- 
cises at this session is reported 
powerful in both houses. So far 
more than 50 bills to cut the levies 
have been introduced in the House, 
both by Democrats and Republi- 


cans. 
* * * 


Pressure Mounting 


EP. ROBERT DOUGHTON of 
North Carolina, chairman of 
House Ways and 
Means Committee, has resisted up 
to now all attempts to get action 
at this session on these bills. But 
a few days ago he issued a state- 
ment denying he had said his com- 
mittee would “ignore” any action 
taken by the Senate. At the same 
time he questicned the wisdom of 
undertaking to cut taxes while the 
Treasury is running in the “red.” 
However, pressure on Congress 
to take action on the excises has 





Vehicle Exports 
Hit Low in May 
As Trucks Slide 


DETROIT. — Motor vehicle ex- 
ports in May were the lowest of 
any month in the first five months 
of this year, according to the Auto- 
mobile Manufacturers Assn. 

Because of a sharp drop in over- 
seas truck shipments, the May ex- 
port total was reduced to 24,949 
units from the 28,667 vehicles ex- 
ported in April. This year’s May 
total compared with 30,870 in the 
same month of last year. 

A total of 10,682 trucks were sent 
to foreign markets in May, com- 
pared with 14,404 in April. Car 
exports during May held steady at 
14,214, against 14,243 in April. Fifty- 
three buses were exported in May, 
as against 20 in April. 

In the first five months of 1949, 
a total of 140,185 units were sold 
to foreign markets, a drop of 24 
percent below the 184,744 total for 
the first five months of 1948. 

March exports were the highest 
in the first five months of 1949, 
with a combined vehicle total of 
31,936, including 16,568 cars, 15,246 
trucks and 122 buses. 





MAYOR ATTENDS DEALER HUGHITT'S OPENING—Mayor George Blake of East Aurora, 
| N. Y. (center, dark suit), congratulates Thomas Hughitt on the opening of the new Hughitt 
Motor Corp. (Ford), in East Aurora. Hughitt, associated with Ford dealerships in the Buffalo 
| area for the past 25 years, is a former All-American football player for the University of 


| Michigan and for the past several years has been a referee in the American 
“| league. Shown are B. |. Hines, assistant manager of the Ford Buffalo sales district; Charles 
Norton, president of Erie Trust Co., East Aurora; J. F. 
Findlay, president of the East Aurora chamber of commerce. 


Blake, Hughitt, and J. C. 


professional 


Tucker, auditor for the dealership: 








wives as guests. 





| PORTLAND (ORE.) K-F DEALERS HEAR KAISER—They topped off a two-day meeting with 
| Edgar F. Kaiser, president. and other company officials last week with a banquet with their 


Toastmaster was Albert Bauer, president of the Portland chamber of com- 


merce. Speakers included Mayor Dorothy McCullough Lee, who has the distinction of being 


America's only woman mayor of a large city. 


officials were quests. 


“note of encourage- | 


|}come from so many states and so 
|many diverse groups of citizens 
that it is generally conceded among 
members that if a bill ever gets 
to the House floor for action, it 
will pass overwhelmingly. 

The administration has given 
the repeal movement no general 
encouragement beyond Presi- 
dent Truman’s recent request for 
cutting the tax on transportation 


of property. 
| Rep. Doughton has several times 
|indicated that Congress should 


wait until next year to consider 
|any important revenue changes. 

“IT hope,” he said recently, “that 
the time is not too far distant 
when we can have a general re- 
vision of our tax laws and special 
consideration and relief can be 
given to some of the most burden- 
some excise taxes.” 

President Truman in his eco- 
nomic report virtually opened the 
excise-tax reduction question for 
the current session when he urged 
repeal of the $300,000,000 freight- 
transportation tax. 

Legislative observers believe that 
if any tax legislation should de- 
velop at this session, it would be 
far more sweeping than the Presi- 
dent proposed. 
+ * * 
Welfare Department? 


SCAR EWING, federal security 

administrator, wants Congress 
to approve legislation integrating 
all federal welfare agencies into 
|}one department with cabinet sta- 
|tus. Appearing before the Senate 
Committee on Expenditures with 
Budget Director Frank Pace jr., 
Ewing pointed out that every 
president since Harding has urged 
creation of a federal department 
of welfare. 

As the administration’s chief 
spokesman before Congress for 
President Truman’s broadened so- 
cial security program and a fed- 
eral system of compulsory health 
insurance, Ewing told the commit- 
tee that the integration of welfare 
agencies would promote greater 
efficiency and economy. 

The proposal now before Con- 
gress in the form of President Tru- 
man’s reorganization plan No. 1 
was recommended by the Hoover 
commission. 

Both Ewing and Pace asserted 
that cabinet status would not 
only enhance the prestige of the 
government’s welfare activities, 





Garage Failures 


Double in Canada 


OTTAWA.—There were 14 com- 
mercial failures in the garage 
trade across Canada during the 
first quarter of 1949, compared with 
only seven such bankruptcies in 
the same period last year, the Ca- 
nadian government announces. 
Twelve of the failures this year oc- 
curred in the province of Quebec 
and two in Ontario. 





Hull-Dobbs Takes Over 
Knoxville’s Ford Deal 


KNOXVILLE, Tenn. —H ull- 
Dobbs Co. has taken over the 
J. C. Mahan Motor Co., the only 
Ford dealer here, and will add 
the deal to 14 others operated 
by the nationally-known chain. 

J. C. Mahan, who has sold 
automobiles in Knoxville for 30 
years, said he planned to retire. 
Ernfe Boyte will be general 
manager. The firm will continue 
to operate under the same name 
as in the past, Boyte said. 








Portland bankers and automobile finance 


ment would make possible “very 
substantial savings in the admin- 
istration of our programs.” 

Ewing described the present set- 
up in which education, social se- 
curity, public health and similar 
matters are under his general 
supervision as a “form of holding 
company.” 

* * * 
Suffering Through 
T THE MOMENT it looks as 
though members of Congress 
will have to sweat it out with us 
plain Washingtonians during Au- 
gust, usually an unbearably hot 
and wilting month in the national 
capital. They just can’t walk out 
on the many jobs hanging fire that 
must be polished off before ad- 
journment. 

Sept. 1 now appears to be the 
earliest getaway date, with some 
congressional leaders predicting 
that the session won't end until 
after Labor day. 

Rep. McCormack of Massachu- 
setts, House Democratic leader, 
says he will try to get all “must” 
legislation out of the way before 
the end of August, In this cate- 
gory are bills to increase the 
minimum wage payable in inter- 
state industry, to extend social 
security coverage and possibly to 
provide federal aid to education. 

McCormack said the House may 
finish its work about Aug. 20 and 
go into a series of three-day re- 


| cesses while waiting for the Senate 


to wind up its docket. 

Technically, under the 1946 Con- 
gressional Reorganization Act, Con- 
gress must adjourn not later than 
July 31 of each year except in time 
of war or national emergency. 
House experts have held that since 
peace treaties have not _ been 
signed, the nation still is at war 
and the adjournment deadline in 
the 1946 law does not apply. 





‘Severe’ Depression 


Is Doubted by Budd 

PHILADELPHIA, — “No se- 
vere recession or depression” is 
foreseen by Edward G,. Budd jr., 
president of the Budd Co., ac- 
cording to a letter he sent last 
week to the 9,000 employes of his 
Hunting Park plant. 

“We are returning to normal,” 
he said, “but one which is bet- 
ter than our prewar normal. The 
automobile industry is a tough 
task master; on the other hand, 
it is a virile and vital industry. 
It is a truly competitive indus- 
try which will get a full share 
of the country’s future pur- 
chases.” 





Good news for station at- 
tendants and car owners 


alike. Another car is 
standard equipping with 
the whistling gas tank 
signal. 
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New car promotion as distinctive 
as your new car itself?! 
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qi. SS) y Leia Your advertising keeps pace with your engineering progress 
‘ > when you take advantage of the dominant effect of the full newspaper 
=" h take advantage of the dominant effect of the full 
XN A=z P —s” ‘ page and add to it the dramatic appeal of Chicago Tribune newsprint 
—_ en 
~) y ensninend af eamandiberes plowed ta. With newsprint color in the Chicago Tribune, you give your 
Yentieal NH cach Chicago newspaper by | dealers the stronger support they want today among the people who 
é NN i Year 1948 | account for the bulk of the new car sales in Chicago and suburbs. 
a) 
SS S In addition, Tribune newsprint color steps up the prestige and 
/ <h S acceptance of your models in the hundreds of other midwest cities and 
N , towns in which Tribune circulation is a known factor in building 
\ " ae oe i — am consumer favor and dealer support. 
/ Y/f| ~— : . , ; To give your new models the attention-compelling setting you 
| ‘ dieses ci ania ee want under today’s conditions, feature them in Chicago Tribune news- 
| A W. Drea 810 Trivone Tower, Chicge 1 print color. Ask your advertising counsel or a Tribune representative to 
} . truhsacker, 220 E. 42nd St., New York City 17; . 
, S| ee ree eae Saran eS Recnnes 4 show you how Chicago Tribune newsprint color can increase your 


MARKETS GROUP, AMD METROPOLITAN SUNDAY NEWSPAPERS, INC consumer franchise in the important Chicago market. 


JUNE AVERAGE NET PAID TOTAL CIRCULATION: DAILY, OVER 940,000—SUNDAY, OVER 1,500,000 
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manager for Willys-Overland Mo- lcar headquarters at 39th & Illinois| Myrtle Beach, S. C., to engage in 


tors, has joined Ohio Willys as|will be converted into a display|another line of business. Hughes, 
quarters for Ford trucks and a/|who became associated with the 


7 
Dealer Doings director of sales. 
Walter Hann, for 20 years in the | "¢W-car preparation department. | motor firm in 1945, also resigned as 
| automotive field, has joined Pack- * * * |}a member of the board of directors 
Doran Names Liggett Atkinson, secretary-treasurer. Com- | ard Cleveland, Inc. O’Meara Quits Factory of the South Carolina Automobile 
Feli ; memorating the anniversary, the * * * ‘ Dealers Assn. 
elix Doran jr., president of the company hosted for an entire week | | F. J. O’Meara has resigned as = 
Doran Chevrolet Co., Dallas, has | ©? co of por - — aa Reo Outlet Opens | regional manager of Chrysler Sales NADA N C 1 
recently announced the appoint- Protestant orphanages of Baton| Reo of New Hampshire, Inc., has|Corp. in New Orleans, to become ames \ourtey 
ment of Bill Liggett as sales man- Roure P _ ‘opened its new sales and service | associated with Hugh Roberson; W. Haynie Gourley, vice-presi- 
ager. ™” * * & building at 25 Union St., Man-| Motors, Inc., Chrysler dealer, injdent and general manager of 
Liggett has been well known in| | chester, N. H. ere La. Capital Chevrolet 
Dallas automobile circles for more | Cleveland Notes ; -. a a eg Co., Nashville, 
than 20 years. Upon taking over; walter P. Gockel is planning a ° Elliott Sells Out . has been appoint- 
his appointment, Liggett, in turn, | now building for his Didsmepile | Hiser Spends $225,000 Jacob Elliott (Ford), Iola, Kans be fe ed area chairman 
announced the appointment of Ed | firm by this December... William| Walter Hiser, Inc. (Ford), In-/1,. soiq his car business to Howard ; for NADA, it is 
Bryant as assistant sales manager. |p, Wall, president of Markad Mo-|dianapolis, has opened a new! .4 worren Hopkins of Lee’s Sum- A’ a ‘ announced by 
yO Pe tors, Inc., and Martin Banci, have | $225,000 building at 38th and Illinois | i wo The new firm will be i 5 George F. Zies- 
Standard Marks 30th Year | purchased the Parmelee-Kent Ford | Sts. A 1949 two-door Ford was|incgwn as Hopkins Seen, sehten ~~ mer, president of 
Standard Motor Car Co., Inc.|dealership in .suburban Chagrin |given at the end of the two-day oa “2 as § the association. — 
(Dodge), Baton Rouge, La. has/|Falls . . . Ford’s district office is | opening. Bache: B Oo me _ bee Ziesmer said 
celebrated its 30th anniversary.|conducting a seminar on selling; In the basement is an employes’ | ughes Bows Uut ae » Gourley will head 
Lawrence Mann is president; Lewis | technique for salesmen... . dining room, a wash room | Frank G. Hughes has sold his eS r the campaign in 
Gottlieb, vice-president, and Jack| George H. Bell, formerly sales!locker quarters. The former new-| interest in Hughes-Trask Motors,} w. w. Gourley a Ba 
— —_—_— $$ — _—___—— — see to s € 
active participation in the associa- 
tion’s national program. 
* * + 


Coburn—Milford 
Roscoe N. Coburn, proprietor of 
Coburn’s Motor Service (Pontiac), 
Milford, N.H., has been named to 
fill a vacancy on the board of 
selectmen. 








* + * 


Keane Joins Buick Deal 

William F. Keane, formerly sales 
manager of Springfield Lincoln- 
Mercury Sales, Inc., Springfield, 
Mass., is now associated with 
Springfield Buick Co. 


* * * 


Barrett-Hartford 

Wilfred G. Barrett, president of 
E. L. Beerwort Co., 747 Maple Ave. 
Hartford, Conn., announces that his 
company has been named northern 
and eastern Connecticut distributor 
for the McCabe Powers Auto Body 
Co. of St. Louis. 

* + * 
Cornish—Horseheads 


Cornish Auto Sales has opened a 


sate used-car lot at 1018 Grand Central 
Ave., Horseheads, N.Y. 
* 7 * 


Packard & Brinker 
Young Street Motors (Chrysler), 


of passenger cars af Tee a eee Se 
has changed its name and location 
to Packard & Brinker, 377 Dela- 


ware Ave., co-owners Stanley Pack- 
ard and Charles Brinker have 


use essential eS 


Gaston DiBello, president of Di- 
Bello Motor Sales, Inc, (Pontiac), 


7 
re ial Sas Ml ee Buta, ae 
nounced the appointment of Arthur 
. W. Cannon as business manager. 
. Cannon was business management 
rit produced iN) manager of Pontiac Motor division 


PRODUCTION 







in Buffalo before he joined the 
DiBello firm last year. 


+ ok * 
\ Cooke to Open Lot 
ad Almond Cooke, president of 


Broadway Chevrolet Co., Louisville, 
will open a used-car lot at Seventh 
and Broadway in the fall when the 
buildings on the site are razed. 


Fa tooMw erode 
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PIONEER CHEVROLET DEALERS—Fifty-sev- 
en of the dealers who have been associated 
with the Harrisburg zone of Chevrolet since 
its inception in 1929, or 43 percent, are still 
affiliated with the group, it was announced 
: , “— - R A - at the 20th anniversary of the zone. Fifty-two 
THESE UNITS FORM BORG-WARNER, Executive Offices, Chicago: BORG & BECK * BORG-WARNER INTERNATIONAL * others, or 39 percent have been a part of 
anization tor . Ti 
BORG-WARNER SERVICE PARTS * CALUMET STEEL * DETROIT GEAR © DETROIT VAPOR STOVE © FRANKLIN STEEL © INGERSOLL STEEL * LONG ela Teenie oe at Ricechensly wou 
MANUFACTURING * LONG MANUFACTURING CO., LTD. * MARBON * MARVEL-SCHEBLER CARBURETER * MECHANICS UNIVERSAL JOINT * ties. It was recently adiudged winner over 
t ther zones in t t ion’ 
MORSE CHAIN * MORSE CHAIN CO., LTD. * NORGE * NORGE-HEAT * NORGE MACHINE PRODUCTS * PESCO PRODUCTS * ROCKFORD iaiee Tae cameeien.” edlers esbabtiches 
new records in the sale of trucks, customer 


CLUTCH * SPRING DIVISION © SUPERIOR SHEET STEEL DIVISION * WARNER AUTOMOTIVE PARTS * WARNER GEAR * WARNER GEAR CO., LTD 

labor and parts during April and May. Ellis 

Sutliff (right) of Sutliff Chevrolet, Harris- 

burg, president of the Harrisburg zone Chev- 

L | rolet Dealers Assn., congratulates J. V. White, 

. a manager of the zone, on the latter group's 
g ui 20th anniversary. 








FOB FACTORY 
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inside hood locking mechanism, 
replaced by an outside latch 











in control. 
— ° Little things perhaps, but in _ 
the D search to trim off every possible 
. Cast Aluminum Door search to tm off every, posable 
oo up to real savings which the public 
ile \ T° e ° |claims it wants. Reaction of buy- 
ital Contri ution |ers is being awaited eagerly as an 
indicator of whether the “tremen- 
i dous trifles” of design are impor- 
ini i All d t 
si- Met LL /tant or merely superfluous. 
of By A. H. Allen - * * 
> i... of a die-cast aluminum door frame by aaa ee — 
° . . . s . i u > > ' 
nt- Kaiser-Frazer engineers, working in cooperation with _ Wier coulis to tule aula: 
—_ one of the principal suppliers of automotive die castings, iS|piies in which the driver is 
by a noteworthy achievement although not likely to be fitted cramped behind a rigid, steel-cored 
Ps- into regular production in the near term. For one thing, the a. te cae ae anne 
————————— ee a citi otas Sl 
* oat "aa teaneh te teense ) ooa| étiving ‘position over, Jong, haul, |, OLDS. OMA CAOWD A SOU  Stin enati o e Salty i ei 
id cated dies required to form ee eo. cere requires a tightly-clenched grip coameuies Rocket on ine a Series 98 Deluxe convertible coupe, and a Series 88 Deluxe 
d h tin along with the} may be whittled are at hand. tending to freeze finger muscles, | station wagon. It is said 63,000 people attended the show in the Oakland Exposition building. 
in Sada une machines need- Of course, the pressure on costs and makes a fine battering ram ——- - -- ; 
_ » ed to accommodate an exception-| has been developing over the past |in the event of a sudden impact a difficult thing to break and no|operate and less hazardous in an 


ate ally large part of| two years but there has been |°f the vehicle in a crash? manufacturer yet has had the | accident. 














ia- this kind, would] ji¢ttle outward reflection of cost What the interrogator had in temerity to deviate from tradition.| The large diameter now is neces- 
” i . to provide sufficient leverage 
hibitive. me ie ode 1 "on e cnn ae siephaneayye quand sid ‘which The advent of hydraulic steering > aoe the front wheels. This 
Another angle moves have ‘boon the eiiasingtion has a relatively small U-shaped | might make it possible to do aaa would be obviated with the assist- 
to be given con-| of the chrome-plated trim mold- | Wheel, nicely padded for easy | with the present cumbersome auto-/ance of hydraulic booster power 
of sideration is the! jng around windshield and rear | gTipping, and requiring little ef- | motive steering wheel and provide| and would permit freeing up the 
8), vulnerability oOf| window in favor of plain black | fort to turn. a new type of control mechanism | front compartment so that driver 
- die a gen-| rubber, and the removal of the Answer probably is that habit is! which would be more restful to| comfort could be enhanced greatly. 
erally to impact. | — mata aidan a eisai Sein aoe ah : aie’ ie 
A break in this eaialeiciaiaiialiiadainia silat —— 
inner door frame ear ' 
A. H. Allen would mean that 
les the entire frame 
in- would have to be scrapped since 
ld, these light metal castings cannot 
ith be repaired by welding as can an 
assembly of steel stampings. 
The weight-saving feature of the 
cast aluminum frame is all to the 
good, since passenger-car doors, in 
of two-door sedans at least, have been 
a growing so large, heavy and cum- 
7 bersome that many objections have 
‘or been heard, especially from women | 
dy drivers. 
Most of the die castings used 
in automobiles are of zine alloy 
but use of aluminum in the K-F 
. | experimental job was dictated by 
al the requirement for strength. 
Some of the sections are rather 
> thin and would not stand up 
under rough treatment if made 
of zinc. 
r), Even though these frames never 
Y., | do appear finally on passenger | 
on | cars, the knowledge gained in their 
la- development should prove valuable | 
k- in other work with new applica- 
ve tions for die castings which the) 
company is carrying forward. The| 
project marks a significant contri- 
bution to the industry’s technolozy. 
* * * 
= Whittling the Costs 
ne ' IRST evidences of a definite 
ur trend toward trimming costs of 
er. 





= Auto Club Expects | 
- Stock Car Marks 
To Be Broken 





True! Rubber-to-Metal parts, strategically placed, help 






of WASHINGTON. -- American 
lle, Stock car speed records, many of y 1| tl d th/ 
. of the late 1860, are eupeetad te make today’s cars run more silently and smoothly 





topple by the dozens in the next 
ao year or so at the hands of sales- 
conscious automobile manufactur- 
ers who already are bringing out 
their heavy ammunition to fight a 
- rapidly approaching buyers’ mar- 
ket. 

The contest board of the Ameri- 
can Automobile Assn., which su- 
pervises stock car time trials in 
this country, is convinced that vir- 
tually every record now standing 
. may well be broken before many 
Jd more new model automobiles roll 

off the assembly lines. 


The first postwar assault on the 
stock cur records was made by the 


BUT —these sandwiches do a better job when 
made by U. S. Rubber in the new streamlined 


design, the rubber com- 


» 
. 


pounding, and the bond- 
plant at Fort Wayne. ing of rubber to metal 
Why better? Because 


**U. S.”’ employs the 


ae 6, 


all result in the precisely 


engineered rubber product you require. 





“‘Brass-o-matic”’ process, Just call or write United 










which results in a permanent bond—and which States Rubber Company 





‘ey British-manufactured Austin A-90, . ; 7 7 nf) —Engineered Rubber 
02 which knocked off 63 official rec- | is exclusive with “U. S. lh 8 ae 
Hy ords. The new records were estab- Not only that, but “U.S.” : y) Products Division— Fort 


lished in the class D and unlimited 
class, open car division, at time 
trials held at Indianapolis April 19. 

Postwar automobiles, with their 


engineers will work closely Wayne, Indiana, or 5850 


with you to make sure the NY Cass Avenue, Detroit. 


sev- 








ted war-inspired engineering develop- 
nce ments, should have a field day, 
— once the onslaught on stock-car MADE AT FORT WAYNE BY 
records begins in earnest, accord- INEER D U ER 0 UC S 
n ee te Ane ENG ED RUBBER PRODUCT 
The Automobiles no longer in produc- 
aoe > tion, such as the Auburn, Marmon FOR ane AUTOMOTIVE INDUSTRY 
on's and Cord, hold 192 of the more| UNITED STATES 
nee than 400 stock car records. Other | 
Ellis records are held by Studebaker, | RUBBER COMPANY 
rris- Hudson, Chrysler, Willys and Ford, | 
ite. the AAA reports. 


up's 
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Se ee 
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ASRS NERO NEEM 
A LES LEI OP LOL DOE LI 


CERO 
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‘ In the poster above is something that only a Nash 
owner can truly understand and appreciate. 


In a Nash ‘‘600’’—where a tankful of gas takes 
him over 500 miles, at average highway speed 


/, —he is practically a stranger at his own 
favorite filling station! 


And in a Nash Ambassador he travels up to 30% 
farther on a gallon of gasoline than in any other of 
America’s four finest automobiles. 


J 


os 


; And if you think economy is low on the list of GREAT CARS SINCE 1902 
things people want in an automobile—just ask 
any car Owner. 


And he is driving a big automobile. 


| It looks big, feels big, rides and handles like 
nothing he has ever experienced before 
in any big car. 


Yes—this is the kind of economy-language that 
every Nash owner understands. 


Nash Motors, Division Nash-Kelvinator Corporation, Detroit, Mich. 


He will tell you that economy means more today 
than ever before. 





20 ; AUTOMOTIVE NEWS, AUGUST 1, 1949 









opinion that teen-agers have an 
abnormally high percentage of ac- 
cidents and cites a Connecticut 
study which showed a normal acci- 
dent rate for drivers under 18. 
Credit for the better driving rep- 
utation being gained by teen-agers 
is given to high school driver train- 





e 
Geenel Claim 
. 
Hit by FTC 
WASHINGTON. — A_ complaint 
charging George Luxner, trading 
as the Geenel Motor Products Co., 
New York, with false and decep- 
tive advertising of breaker arms 
and adjustable contacts used in the 


ignition system of automotive mo- 
tors, was issued here by the Fed- 


Magazine Story 
Defends Record 


Of Teen Drivers 


PHILADELPHIA.—-A defense of ing ol 
teen-age drivers with comments by —— 
parents and children on using the sadeaantion sage cll agg Fe 
family automobile is a feature of| ang implies that the interest of 
the August Ladies Home Journal. youngsters in automobiles is a 














1 Trade Commission. aemmnce . 
SMITH BROTHERS IN AUSTIN, TEX.—This Chrysler dealership occupies these new faciliti ee ee sign that Americas pre- 
, _ ccupies cilities. ” : : 
There are money-making opportunities in | Over 41,000 square feet are used for automotive purposes. Edwin F. Smith and J. F. Smith Drivers Talk Back. eminence in mechanical matters is 
AUTOMOTIVE NEWS Want Ads. jr. are the principals in this business. | The article questions the general|/in no danger of being lost. 





New Passenger Car Registrations, 26 States for June, 1949-1948 
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Car registrations by states are released a 2 ° 5 e 3 

here weekly, as completed by R. L. g 2 a « * } & 

. * + P 4 ° 7 2 ; = 
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Truck registrations by states are 
released here weekly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals. 










Truck registrations by states are | 
released here weekly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals. 
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Willys-Overland 


Brockway 
Chevrolet 
Diamond T 
International 
Kenworth 
Sterling 
Studebaker 
Miscellaneous 
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The following advertised delivered prices club cpe., $1,534.25; Special Deluxe P18— 
se See oe a s the e e 4-dr .sed., $1,644; club cpe., $1,617.50; 
ortes, ey include dealer delivery conv., $1,997; stat. wag., $2,387. 
and handling charges and federal taxes. T p N A tT b | . ‘ 
ig gy Curren rices on New AUuTOMODies PONTIAC Streamliner Six—4-dr. | sed, 
(deluxe, $1,784); stat. wag., $2,543 (de- 


charges, state sales taxes, or optional 
ul; t. $2613.75; New Yorker (eight)—(Presto- HUDSON — Super Six — 4-dr. sed., $2,- sed., $2,363; 2-dr. sed., $2,338; club cpe., | juxe, $2,622); Streamliner Eight—4-dr. sed., 





equipmen 
BUICK—Super Series 50—4-dr. sed., $2,- ' matic standard) — 4-dr. sed., $2,760.75; | 206.50; 2-dr. sed., $2.156: club cpe., $2,359. 1,808 (deluxe 1,903); sed. cpe 1 
157; 2-dr. sed., $2,059; conv., $2,583; stat, | club cpe.. $2.734.50; conv., $3,240.75: Town | $2.203.25; bus. cpe., $2,053.25; conv., $2.-| OLDSMOBILE — Series 76 — 4-dr. sed Tice $1,853) > ae pear a 
bes ot $3,178; Roadmaster Series 70—(Dy- | & Country (eight) —(Prestomatic standard) 798.75; Super Eight—4-dr. sed., $2,295.50: §1.332 (deluxe, $1,974); 4-dr. town sed., luxe, $2,690); Chieftain Six—4-dr. sed., 
eee cn bn sas. wrest =o. —conv., $4,009.75. — sed., $2,245; club cre. $2,292.25; $1.821 (deluxe, $1.963); 2-dr. sed., $1,758 | $1,761 (deluxe, $1,856); 2-dr. sed., $1,710 
whe. thivia 33030 St. 8B: | | CROSLEY—2-dr. sed., $959; conv. sed., Jommodore Six—4-dr. sed., $2.382.75; club | (deluxe, $1,900); club cpe., $1,732 (deluxe, | (deluxe, $1,805); club cpe., $1,710 (deluxe. 
Fe era, Sas a nk ett $959; stat. wag., $991; roadster, $908. 7.» aoe conv., $2,951.50; Commo- | $1,873); conv., $2,148; stat. wag. deluxe, | $1,805); bus. cpe., $1,587; conv. deluxe, 
893; sed. cpe., $2,788; Series 62—4-dr. sed. | _DeSOTO—Deluxe—4-dr. sed., $2,006.25; | §9'447-75; conv. $3 040.75 SPE | $2,895; Series 88—(Hydra-Matic standard) | $2,138: Cieftain Eight 4-dr. sed., $1,829 
$3,050; sed. ‘cpe., $2,966; conv., $3,497: > or, $1,995.75; Carry-All sed., $2,-| KAISER — Special —4-dr, sed.. $1,995: os ae ee ee eat: — $874): ae ws a-sL770 (deluce’ $1872): 
: : TH pat “'Sreiny.| 210.50; stat. wag., $2,979.25; © awe , ak eae eter’ n sed., $2, leluxe, $2,364); 2-dr. | 91,50"): > b mares 
Coupe de Ville, $3,497; Series 60 Special— s &.. $ Custom— | Traveler, $2,088; Deluxe—4-dr. sed., $2.-| ced, $2,170 (deluxe, $2,301); club cpe.,| bus. cpe., $1,656; conv, deluxe, $2,206. 


4-dr. sed., $3,828; Series 75—5-pass, sed., | (Tip-Toe Shift standard)—4-dr. sed., $2.-|195: Vagabond, $2,288; conv., $3,195: Vir- : . 
$4,750; 7-pass, sed., $4,970; 7-pass, Im- | 193-75; club cpe., $2,175.75; conv., $2,598. | gintan, $2,995. = een eee Uae tins tasaee, STUDEBAKER — Champion Deluxe — 
, $5,170; 9-pass. sed., $4,650; 9-pass.| DODGE—Wayfarer—2-dr. sed., $1,757.50; | LINCOLN — 4-dr. sed., $2.574.50; club | Matic standard)_—4-dr, sed.. $2.500 (deluxe, | 4,47 ay oe = arson ae: 


Imperial, $4,839. roadster, $1,747; bus. cpe., $1,631.25; | cpe.. $2,527; Cosmopolitan—4-dr. town sed., | eo . a. “8 
CHEVROLET — Fleetline Special — 4-dr. | Meadowbrook—4-dr. sed., $1,868.25; Coro- | $3.238; sport sed., $3.238; club cpe., $3,- Tre caer pag .. ate &. Champion Regal Deluxe—4-dr. sed., $1,- 
sed., $1,460; sed. cpe., $1,413; Fleetline | net—4-dr. sed., $1,947.25; town sed., $2,-| 185.50: conv., $3,948 ee ; » $2,973; Holiday, $2,973. | 769: 2-dr. sed.. $1,730.50; club cpe., $1,- 
Deluxe—4-dr. sed., $1,539; sed. cpe., $1,- 031.50; club cpe., $1,933.50; conv., $2,- MERCURY —4-ar. sed., $2,031; club cpe., PACKARD — Fight — 4-dr. sed., $2,249; | 756.75; bus. cpe., $1.662; conv., $2,086.25; 
492; Styleline Special—4-dr. sed., $1,460; | 348.50; stat. wag., $2,885, $1,978.50; conv., $2.409.50; stat, wag., $2.- | 2-dT. sed.. $2,224; stat. wag.. $3,449; De- | Commander Deluxe—4-dr. sed., $2,019.25; 
2-dr. sed., $1,413; club cpe., $1,418: bus. FORD — Six — 4-dr. sed., $1,472; 2-dr. | 715.50. luxe Eight—4-dr, sed., $2,383; 2-dr. sed., |2-dr. sed., $1,987.75; club cpe., $2,014; 
$2,358; Super — 4-dr. sed., $2,633; 2-dr. bus. cpe., $1,919.25; Commander Regal 


cpe., $1,339; Styleline Deluxe—4-dr. sed., | sed., $1,425; bus. cpe., $1,333; Custom Six NASH — 600 Super — 4-dr. sed., $1,811; 
$1,539; 2-dr. sed., $1.492; club cpe., $1,508: | —4-dr. sed.. $1,558.50; 2-dr. sed., $1,511; | 2-dr. sed., $1,786; club cpe., $1,808; 600 | S¢4-, $2,608; Super Deluxe — 4-dr. sed., | Deluxe—4-dr. sed., $2,140.50; 2-dr. sed., 
conv., $1,857; stat. wag., $2.267. club epe., $1,511: Eight—4-dr. sed., $1,546: | Super Special — 4-dr. sed., $1,849; 2-dr. | $2:919; 2-dr. sed., $2,894; conv., $3,350; | $2.108.75; club cpe., $2,135; bus. cpe., $2,- 
CHRYSLER — Royal (six) — 4-dr. sed., | 2-dr. sed., $1,498.50; bus, cpe., $1,419.50; | sed., $1,824; club cpe., $1,846: 600 Custom 7-pass, sed., $3,950; lim., $4,100; Custom 40.50; Land Cruiser 4-dr. sed., $2,327.75; 
—(Ultramatic standard)—4-dr. sed., $3,- | conv., $2,467.50. 


$2,158.75; club cpe., $2,138.75; stat. wag., | Custom Eight—4-dr. sed., $1.637.50; 2-dr. | —4-dr. sed., $2.000: Ambassador Super— 
$3,156; Windsor (six)—(Prestomatic stand-|sed., $1,590; club cpe., $1,595.50; conv., | 4-dr, sed., $2,195; 2-dr. sed., $2,170; club | 975; conv., $4,520. WILLYS-OVERLAND — Jeepster conv., 
ard)—4-dr, sed., $2,353.50; club cpe., $2,- | $1,948.50; stat. wag., $2,263.50. cpe., $2,191; Ambassador Super Special— PLYMOUTH — Deluxe P17 — 2-dr. sed., | $1,602.22; 4-cyl. stat. wag., $1,708.89; 


4-dr. sed., $2,243; 2-dr. sed., $2,218; club | $1,507; Suburban, $1,855; bus. cpe., $1,-;6-cyl. stat. wag., $1,814.14; 6-cyl. stat. 
cpe., $2,239; Ambassador Custom — 4-dr. 385.75; Deluxe P18—4-dr. sed., $1,566; sed., $1,866.92. 





332.50; Saratoga (eight) — (Prestomati FRAZER—4-dr. sed., $2.395; Manhattan 
standard)—4-dr. eed., $2,640; club cpe., —4-dr. sed., $2,595; conv., $3,295. 
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‘top and Turn Signalling 
fandatory in Wisconsin 


Wisconsin's state legislature has 
pproved a law requiring all driv- 
rs to use the hand signals gener- 
lly in use throughout the country 
> indicate right and left turns and 
stops. Mechanical signals are also 
ipproved if they are of the type 
approved by the motor vehicle de- 
partment. 

In addition to the hand signals, 
the law also requires drivers to 
give a clearly audible horn signal 
while turning if any pedestrian is 
affected by the turning. 

* * + 


Ohio Strengthens Penalties 
For Truck Overloading 


Two measures designed to help 
enforce truck weight limit regula- 
tions have been signed in Ohio law 
by Gov. Frank J. Lausche. They 
take effect 90 days from July 19. 

One new measure retains the 
overall gross weight limit of 78,000 
pounds, but it increases allowed 
single axle weight from 18,000 to 
19,000 pounds. The other law stiff- 
ens the penalty for overloading. 
Fines will start at $25 for the first 
2,000 pounds overload, plus another 
$1 for each 100 pounds additional 
overload. Thirty-day jail terms may 
be imposed for overloads of 5,000 
pounds or more. 

+ * + 


Mass. Budget-Balance Bill 
Would Raise $20 Million 


The Massachusetts house has ap- | 
proved and sent to the senate a 
budget balancing tax bill to raise | 
$20,000,000 in new revenue, includ- | 
ing a 10 percent hike in state in- | 
come taxes. 


employment is up more than 100) 





The bill also calls for extension | 
for the next two years of a tem-| 
porary 1.5 percent tax on corporate 
income, a boost to 20 percent in 
temporary surtaxes on the state 
income tax, an increase of $700,000 
in taxes on commercial banks, a 
2 percent tax to be imposed on 
savings banks on the amount they 
pay out in interest or dividends, 
equalization of insurance premium 
taxes on domestic fire and casualty 
companies. and higher taxes on| 
beer and liquor. 

x * a 


Comprehensive Tax Study 
Approved by Oregon 


Approval of a proposed thorough 
investigation of Oreson’s state tax 
structure, with particular relation | 
to new sources of revenue and 
adoption of an understandable and | 
equitable tax system, has been 
voted by the state board of control. | 

The study would be conducted | 
by the state tax commission aided | 
by state budget director Harry 
Dorman, S. W. Starr, chief of the | 
state division of audits, and Fred | 
Paulus, chief deputy state treas- | 
urer. This group, operating inde- 
pendently or in conjunction with 
an interim committee of the 1949 
state legislature, would file its re- | 
port at the 1951 state legislative | 
session. 





* * * 


Illinois Benefits 

Bills have been signed by the 
Illinois governor revising the laws 
affecting unemployment and work- | 
men’s compensation allowances. | 
The major changes are an increase | 
of 15 percent in benefits allowed for | 
on-the-job injuries or occupational 
disease; an increase in unemploy- 
ment payments from $20 to $25 per | 
week maximum, and an allowance | 
increase of 50 percent for on-the- | 
job injuries which result in death. | 

* & * 


Canadian Road Aid 


The resolution calling for Cana- 
dian government aid to the pro- 
vinces for construction of a trans- 
Canada highway is expected to be| 
taken up again when Canada’s | 
parliament meets in September. It 
is understood that the federal con- 
tribution might be as much as 
$300,000,000 for this purpose, though 
no official announcement of the 
amount has been made so far. 

- 7 ~*~ 


Vass. Bill Introduced 
To Aid ‘Job Finding’ 

A b'll providing for the creation 
of a special “job-finding” commis- 
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benefits; this year there are 198,339. 
During June, unemployment com- 


pensation reached an alltime high.” 
e * 


Offer Reprints of Article 
On Conflicting Laws 


Reprints of an article “Horror Is 
Not Enough” which appeared in a 
recent issue of Woman’s Home 
Companion are now available from 
the accident prevention department 

“Figures obtained from the di-| of the Assn. of Casualty and Surety 
vision of employment security show | Co’s., 60 John St., New York 7. 
the need for the proposed commis-| Describing the “chaotic hodge- 
sion,” Senator Sumner G. Whittier ty thd ee ee 
Geclared. Latest figures for the | jess accidents caused by contra- 
week ending July 2 show that un-/|gictory regulations among neigh- 
boring states. 

* +. aa 


Present Licensing System 
Retained in Wisconsin 


The present system of 
Wisconsin 


sion to survey employment condi- 
tions in Massachusetts and make 
monthly recommendations to the 
governor was introduced in the 
state senate. 


percent over a year ago. A year ago 


98,304 persons were drawing jobless TWIN CITY MOTOR RECEIVES PLAQUE AT 


sonnel. The presentation was made by C. G. 





issuing 
Wisconsin Taxes Hit 


Incomes and Cigarets 

Gov. Oscar A. Rennebohm has 
signed into Wisconsin law a 
$19,000,000 tax bill imposing a 
new 25 percent surtax on indi- 
vidual incomes and levying an 
additional one-cent per pack tax 
on cigarets. 


will remain in force following the 
failure of the state legislature to| given more specific authority to 
approve any of the proposals to! call in title certificates of taxicabs 
revamp the system. so they can be stamped to indicate 
While the motor vehicle depart- 
|}ment was successful in defending . 2 oe 
|its registration system, it failed to | > 
persuade the legislature to raise | More for Toll Highway 
the fee for drivers’ licenses from) 















ot ruames in the 
Automotive Industry 


RANSOM £. OLDS , 


MONROE —rTHE GREAT NAME IN SHOCK ABSORBERS 


Pioneer Monroe engineering in the ride control field has helped smooth 
the ride for millions of autos, trucks and buses. During the last half cen- 
tury, leadership by many men, and companies like Monroe, has contrib- 
uted to the tremendous growth of America’s great automotive industry. 


Monroe Shock Absorbers are standard 
equipment on more makes of new cars 
than any other brand of shock absorber. 





® 


MONROE AUTO EQUIPMENT COMPANY, MONROE, MICH. 


WORLD’S LARGEST MAKER OF RIDE CONTROL PRODUCTS 


21 








BARBECUE—This Ford dealership in Winston- 
| Salem, N. C., was presented its four-letter citation at the annual outdoor party for its per- 


Johnston, district sales manager, Ford, Char- 


| lotte, N. C., together with J. S. Snyder, assistant district sales manager, Charlotte, and W. 
; | P. Benton, Ford territory representative, Charlotte. Johnston is at the left makin 
license plates to the} tation to F. J. DeTamble, president of Twin City Motor. 
driver rather than the automobile | operation for 31 years. To the right of Johnston is Snyder, and to his left is Benton. 


the presen- 
Dealership has been in continuous 


| the Portsmouth-Seabrook toll high- 


way from $7,500,000 to $7,800,000 
has been approved by the New 


they were used for taxi purposes. | trampshire house and sent to the 


senate. It was pointed out that the 
additional $300,000 may be needed 


A measure increasing the bonded | for expansion of the rotary circle 
25 cents to $1. The department was' indebtedness for construction of|at Portsmouth. 
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FOR NEW CARS—The display rooms of John H. Thompson Motors, Ltd. (Ford), Great 
Neck, N. Y. The showroom is large enough to display five new cars. 


Davis Appoints Neil 


As Engineer Associate 

Francis W. Davis, consulting en- 
gineer of Waltham, Mass., an- 
nounces the appointment of Ed- 
mund B. Neil, Columbus, as his 
Midwest associate. 

Davis has been engaged in the 
development of power- assisted 
steering and other hydraulic de- 
vices for cars. Neil worked with 
Davis at Pierce-Arrow Co. after 
World War I. 

” + + 
Sparrow Wins Degree 

Stanwood W. Sparrow, engineer- 
ing vice-president for Studebaker 
and president of the Society of 
Automotive Engineers, has been 


Qua 


|awarded an honorary doctor of en- 
|gineering degree by Worcester 
Polytechnic Institute. 


+ * + 


|3 Ford Men Honored 

|For Jewish Appeal Aid 

Three regional and_ district 

| sales executives of the Ford Mo- 
tor Co. have been presented with 
citations for service rendered 

during the 1947 and 1948 United 

| Jewish Appeal campaigns to aid 


| overseas relief and rehabilitation. 


| The men who received honors 

are C. J. Seyffer, Northeast re- 
gional sales manager; Nelson F. 
Bowe, New York district sales 
manager, and J. G. Lewis, New 
York district sales manager for 
Lincoln-Mercury. 
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“ |of aircraft and automotive 


to Sell 


1946 Dodge 2-Ton Tractor—Francis Trailer 
Very Good Condition 


Handles Four Chryslers—$1,850 
MARSHALL MOTOR CO., INC. 


Salina, Kansas 








AP Parts Appoints Vincent 


In Mexico and Arizona 

A. E. Vincent, in the automotive 
field since 1908, has been appointed 
manufacturer’s representative for 
AP Parts Corp. in Mexico, Arizona 
and El Paso, Tex., H. Gail Kreis, 
sales manager, has announced. 
Vincent will sell and service whole- 
salers of AP mufflers and pipes, 
and AP’s new products, Miracle 
Power and dgf-123. 

In 1910 he organized the Santa 
|Fe Trails Assn. As president of 
|this organization Vincent marked 
the association’s first automobile 
highway by painting stripes around 
poles to enable motorists to follow 
the road. 

= * * 


Bailey Heads Service Sales 


At Holley Carburetor 

| Holley Carburetor Co., Detroit, 
announces the 
appointment of 
W. E. Bailey as 
service sales and 
advertising man- 
ager. 

Bailey was for- 
merly with Ford 
Motor Co., parts 
and _ accessories 
division, as assis- 
a4 | tant to the parts 

; : sales manager. 
W. &, Bay Prior to that, he 
had been with Consolidated-Vultee 
Aircraft Corp. as regional parts 
and service manager, and with 
General Motors as a district sales 
and service manager. 

+ . +. 


Firestone Names Cohill 


To Assist President 


Appointment of John L. Cohill 
as assistant to the president of 
Firestone Tire & Rubber Co. has 
been announced by Lee R. Jack- 
son, president. 


While with Firestone, Cohill 
has served in various capacities 
in India, Argentina, South Africa 
and as vice-president of Fire- 
stone International Co. in Akron. 
During World War II he was 
manager of the company’s Bo- 
fors gun plant, and later became 
vice-president of Firestone Air- 
craft Co. 








* + 


Philco Names Buckley 


Chairman of Board 


James T. Buckley, president of 
Philco Corp. from 1939 to 1943, and 
now chairman of the executive 
committee, has been elected chair- 
man of the corporation’s board of 


directors to succeed the late John | 


Ballantyne. 
William Balderston, president of 
the company, will continue to 


serve in that capacity as the chief 
executive officer of Philco. 
* * * 


Kellogg Ups Anderson 

Edward R. Anderson has been 
appointed vice-president of the 
Kellogg division of American Brake 
Shoe Co., announces W. T. Kelly jr., 
division president. Anderson is lo- 
cated in San Francisco. 

. * a 


Aune Takes Sales Post 
| With Burndy Engineering 
Alan E, Aune, formerly manager 


wire 
sales for United States Rubber Co., 





| CHICAGO FORD DEALER'S SALESMEN BRUSH UP ON SALESMANSHIP—These salesmen, | 
all of whom are college graduates, were in session for three days, with written examinations | 
| in both the morning and afternoon. Sponsor of the course was the Metropolitan Ford Dealers | 


Assn. Its president is E. T. Zweifel. 


has joined Burndy Engineering Co., 
Inc. 
He will direct the national sales 


activities of Burndy electrical 
products for the automotive after- 
market. His headquarters will be at 
New York City offices. 


* * * 


Leece-Neville Adds 

The installation engineering sec- 
tion of Leece-Neville Co., Cleve- 
land, has added John Post and 
William C. Leifer to its staff, S. 
Floyd Stewart, president, has an- 
nounced. Other personnel moves 
include the transfer of R. G. Hill 
to the sales department from the 
engineering staff. William A. Pa- 
rilo will assume Hill’s former 


duties. 
* * * 


20 Years With Goodrich 
Roy C. Taylor, 
troller of B. F. Goodrich Co., cele- 
brates his 20th anniversary with his 


organization this month. 
* - ” 


Hauptman Moves Up 
Appointment of Murray Haupt- 
man as chief inspector and process 
engineer of the Detroit Harvester 
Co., has been made by J. B. Ells- 
worth, vice-president. 
. * * 


Mitchell Promoted 





C. Jake Mitchell, has been named | 


sales manager by Stockstill Motor 
Co. (Chrysler-GMC), Picayune, 
Miss, 

* + . 
Casco Reelects Powell 


| Assistant Secretary 


At a director’s meeting of Casco 
Products Corp. held in Bridgeport, 
Conn., W. R. Powell was reelected 
assistant secretary of the corpora- 
tion. 


Powell is assistant sales man- 


assistant con- | 





ager of the auto accessories divi- | 


sion of Casco. 
* * + 


Federal Names Nichols 


As Factory Sales Rep 


Everett A. Nichols has been ap- 
pointed factory sales representa- 
tive for the Albany (N. Y.) region 
by Carl Loud, 
general sales 
manager of Fed- 
eral Motor Truck 
Co. 

Nichols, who 
will maintain 
headquarters in 
Schenectady, N. 
Y., has been ac- 





E. A, Nichols 
| approximately 


istrative work for 
15 years. 


|a parts expeditor for the U. S. 
Navy department. 

Since the war, until recently, he 
operated an automotive dealership 
in central New York state. 

* * * 


Pontiac Names McGrath 


Walter J. McGrath, former busi- 
ness management manager for 
Pontiac Motor division in the Chi- 


cago zone, has been promoted to| 


assistant manager of the Michigan 
zone, 
general sales manager. 

McGrath replaces Sidney G. 
Whiting, who has been appointed 





tively engaged in| 
the automotive | 
sales and admin-| 


During | 
| World War II, Nichols served as| 


according to L. W. Ward, | 





manager of the newly-created 
Charlotte (N.C.) zone. 
* * * 


Heads Morrison Sales 


Morrison Railway Supply Corp. of 
Buffalo announces the appointment 
of Lloyd Sauberan as sales man- 
ager of its newly created autemo- 
tive department which will handle 
national sales of Sno-Dozers’ and 
Sno-Mites, combination snew plows 
and ’dozers for Willys Jeeps and 
other light and medium- duty 
trucks. 

+ * ao 


3 Times a Colonel 

P. A. Boykin, Ford district 
sales manager, Louisville, is not 
in the army, but he has just re- 
ceived his third colonel’s commis- 
sion. Gov. Gordon Brown of Ten- 
nessee has just appointed him to 
that rank on his staff. He received 
the same honor a few years ago 
from Earl Long, governor of Louis- 
iana, and then from Simeon Willis, 
former governor of Kentucky. 


at Buffalo’s Best 
Buyers...Use the 
Courier-Express 


The Courier-Express reaches 
those who must be sold to 
sell the Buffalo area. And it 
reaches them more econom- 
ically. That is why its general 
(national) linage has increased 
71 in the last ten years while 
its competition gained only 
51%. 

Remember, your dollar in 
the Courier-Express buys 
greater impact on the families 

with more money to 
; = BUY your products. 
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BUYING 
Burrrlap? 


Weel, it’s wise and 
thrifty to deal with 
folks who really know 
bur-r-rlap*...folks you 
know you can depend 
on. So for whatever 
grade you 
need ...look 
to Bemis! 









“Each year Bemis de- 
termines the grading 
of burlap from Indian 
jute mills. Bemis- grad- 
ing is accepted by 
producers and users 
alike as the standard 
for bntay» quality. 


BEMIS 


Detroit « Chicago e St. Louis 
Cleveland « Indianapolis 
and other principal _ cities. 


A COMPLETE CERTIFIED ACCOUNTING 
SERVICE for the AUTOMOTIVE INDUSTRY 


Specializing in all branches of the 
Automotive Industry, we will be 
happy to accept accounts, large or 
small, within 100 miles of New York 
City. Firms without a Bookkeeping 


Department will find us of particu- 
lar help. 

OUR FEES ARE MODERATE 

M. JOSEPH BAER & CO. 


60 East 42nd St. New York 17, N. Y. 
VAnderbilt 6-4185 
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ever given or assigned to Owen 


ated . . by the dealer as required by the| 

| Lawsuits Affecting Dealers... cake Ganka. cask ie. see eee PORT CLINTON DIVISION 

5 se given any bill of sale, mileage cer- THE STANDARD PRODUCTS co. 

| Court Decisions tificate, or any other paper or| s Makes Parts for the Following Automotive Manufacturers 
p. of document as evidence of owner- Sarees feeecom . 
nent : F : _ | ship. Owen simply left his check, ¢ Be. Sl a 
nan- By Leo T. Parker |it to his wife. The salesman hesi-| without certification, drove the car ail ms 
ymo- Attorney at Law tated, and Owen offered to leave | away, ostensibly to show it to his ze es Sine : ; ee 
ndle CCORDING to a recent higher | his check for the purchase price.| wife. and never returned. test ee enwary, rs 
and court an insurance company is| In the presence of a witness, the Rigs ee eer 
lows not responsible or liable for its| salesman told Owen that he could ioc PE ag ecegenes ae ‘" 
and gent’s promises or statements|not and would not accept the| 6 was Geawn on hg bank in 
duty hich violate clauses in the insur-| check unless it was certified, but which he had ne account. Six 

nee policy. that Owen could take the car and | days later Owen gave Pearson 


For example, in Smith v. Mut.| show it to his wife if he desired | 
‘ire Insurance Co., 33 N. W. (2d)|to do so. 
206, it was shown that an automo- 


Motors of Kansas City, an ordi- 
nary bill of sale for the car, for 


* * * 





eed bile company held an insurance| No Title Given Oe ae sagen. Gee tee Tans 

re- policy. The policy contained a|/ 70 CERTIFICATE or title or| day the Pearson Motors sold the 
mis- ‘lause to the effect that the policy certificate of ownership was! car to Harry Lincoln for $2,150. 
ren- would be void if assigned without | A few days Lincoln sold the car 


consent of the insurance company. 7 
ied dé The automobile company decided| 29 Pct. Found Faulty oa ee cae Wien who 


o sell the insured chattels and| Jn Clevelan 
ago ‘onsulted the insurance company’s | Cea. ae a When the Denver Car Market | INFORMATIONAL PRODUCT DISPLAY—To show the citizens of Port Clinton, O., what the 
uIS- igent, who advised him to assign wwe-ren: are ce cl land learned that Wilson purchased the | local plant of Standard Products Corp. manufactures, the company set up this display at an 
illis, h ’ li to th sehaser This | wo-year § ey, eveland po- automobile, it sued Wilson to re- | Pen house celebration held in conjunction with the I5th anniversary of the plant. Supplying 
e policy to e pure . lice reported that one out of . parts for 29 automotive manufacturers in this country and abroad, the company is a major 








a — a od -_—, eS ee = the ocean tes Ca See tee ee | producer of metal stampings, weatherstripping, locks, plastic products and rubber parts. 
rc > urned. city has faulty equipment, . — ; 
The higher court refused to hold Police have been spot-check- Denver Car Market had forfeited ; 
the insurance company liable for ing cars for two years, and driv- its right to possession of the car| the Denver Car Market could take | ket gave him possession of the car 
the loss, saying that an insur- ? : | because it had permitted Owen to| possession of the automobile from|to show it to his wife, but gave 


ers of faulty vehicles were given : ‘ ; . : 
48 hours to supeie Being ig | drive it away. It is interesting to| Wilson and said: |him no title or right of ownership 


ance company is not liable for 
veal observe that the higher court held| “True, plaintiff Denver Car Mar-| or power to sell it.” 
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Simple to install on In-Line or V-8 engines . .. Complete 
kits available with dual check valve and lubricator for all 
power brake systems 


Here's an improvement you can easily add 


acts or promises of its agents 
which violate the terms of the | 7 
t insurance policy. 
This court explained that one 
to Sold Many Times 
it T IS WELL settled that when an 
n- automobile is obtained from its 
al ywwner by fraud, the court will or- 
od ler an innocent person who later 
- J o 
gal owner. Essential for Safest Truck and Trailer Brake Action! 
For example, in Snyder v. Lin- 
coln, 35 N. W. (2d) 483, testi- - ij 
mony showed facts, as follows: J 
ys A licensed used-car dealer named 
owner and holder of a_ valid 
Colorado certificate of title to a 
1946 Chevrolet Aerosedan. One 
day a person unknown to the 
dealer and dressed in a United 
pants, came upon the car lot. 
Later the dealer learned that this 
party’s name was Owen. Owen de- 
cided that he would buy the 1946 
Chevrolet, “if his wife liked it.” 
ECA Helps ‘Bicycle Joe’ 
To Work Italian Quarry * 
PHILADELPHIA.—“Bicycle Joe” 
' Pacifico, a Kaiser-Frazer dealer 
i here, has become the first American 
anteed loan on the European conti- 
nent, Pacifico’s loan allows profits 
from his transactions in Europe to 
be translated into dollars. 
? “Bicycle Joe” intends to use 


e vho holds an insurance _ policy co 

nust read it and know what it V4 4 4 
s ‘ontains and cannot rely upon x, bs 4, y ~ * 
yromises made by the insurance 4 | 

‘company’s agent. Y = tS Y a x tf a n nN —f*. 
es + * * Ly 
le vossesses it to return it to the 
es Denver Car Market was the 

States Navy jacket and blue 

Owen asked permission to show 

| businessman to get an ECA guar- 
American equipment to increase 


to the present power brake system of your 


, production in an old stone quarr 
: 2 trucks and trailers and one that you 


near Naples which his family had 


ADDS 30% TO 50% MORE POWER 


| 





IS 





been working by primitive methods 
for years. He received permission 
to quarry the stone by writing to 
another automobile dealer, ECA 
Administrator Paul Hoffman, who 
sells Studebakers. 


actually can't afford to do without, because 
it has remarkable safety over your present 
conventional vacuum brake operation 


Maintains adequate reserve of vacuum 
power in the system, even when the engine 
manifold vacuum fluctuates widely, due to 
operating conditions, engine wear, etc. 


Actually increases the vacuum power 
above the maintained adequate reserve, 
thus providing a far faster brake application 
that is 30% to 50% more effective, while re- 
taining smooth action, easy control, and low 
maintenance cost. 


Merely a small, simple addition to pres- 
ent, conventional power brake systems (no 
major units to replace). 


Exceptionally sturdy, its few parts mov- 
ing in a bath of oil have proven practically 
non-wearing during long, continuous service. 


Auxiliary Vacuum Power 


Pumps are of utmost importance to every 
truck and trailer maker, operator, service man. 


TO POWER BRAKE SYSTEMS! 
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St. Louis 
ana polis BIRTH OF A GREAT INDUSTRY—The Ameri- 
| cities. en petroleum industry will be 90 years old Distributors gladly furnish descriptive literature 


Aug. 27, and plans are under way to 
ebrate this anniversary of the historic day 
which Col. Edwin Drake brought in the 
stion's first commercial oil well. The Drake 
covery near the little backwoods town of 
usville, in northwestern Pennsylvania, in 
9 marked the beginning of a new era for 
usty, young America, broadening the hori- 
s of men a thousandfold. The original 
ake well looked like a ramshackle cabin | 
h an abnormally-large chimney. In the 
bove photograph, taken in 186i—two years 
er the discovery—Col. Edwin Drake and a 


—4a 70700 


<ona 
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DETROIT 32, M 


ASSURES PROVEN PRODUCTS AT 


ICHIGAN 


tusville druggist-friend, Peter Wilson, are Wheels—Hub and Drum Assemblies—Brakes—"'Vacdraulic’’ Brake Power Units—for Passenger Cars, Trucks, Buses—made by Kelsey-Hayes’ 4 Michigan 


sen standing in front of the nation's first 
ommercial oil well. Drake, wearing the top- 
is standing at the right. 


Plants and Windsor-Canada Plant ¢ ‘‘Magdraulic’’ Electric Brakes # ‘Lathan’ Vacuum Power Brake Equipment for Tractor-Trailers—made by Kelsey-Hayes’ 
South San Francisco-Lathan Plant « Wheels—Hubs—Axles—Parts for Farm Implements—made by Kelsey-Hayes' French & Hecht Plant at Davenport, lowa. 


rove 4a 
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New York Leads With 50 


Members ... 
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No MHD Alumni in 5 States 


LTHOUGH there are 438 alumni 

dealerships of Motors Holding 
division of General Motors, five 
states—Vermont, Nebraska, Wyo- 
ming, Idaho and Nevada—are with- 
out any “graduates.” 

New York and California, on the 
other hand, have 50 and 37 respec- 
tively, while Pennsylvania has 32 
and Ohio 28. 

Detroit leads the list for the 
most MHD dealerships in cities, 
with 11, closely followed by Los 
Angeles with nine. The country’s 
largest city, New York, has only 
one alumni dealer. 

The division was founded in 1929 
when there were more cars than 
customers, A plan was devised to 
help those men who had the ability, 
but not the capital, to run a dealer- 
ship. They were given a chance 
to take a deal if they could scrape 
up 25 percent of the total cost, the 
division supplying the rest on a 
loan basis. 

. * 
bas prospective dealer’s ability is 
always thoroughly investigated 


to be sure that he has the “stuff” 
to make a success of it, according 
to General Manager H. M. Gould 
who added: 


“Our percentage of liquidations 
has been very, very small, Al- 
though we have handled about 
600 deals since the division’s be- 
ginning, most of them not now 
on our list are due to the death 
of the owner. The only time we 
have had to liquidate because of 
financial difficulties has been in 
depression years, but even then 
there were only a few such 
cases.” 


To show the success of MHD’s 
alumni, some are now running 
more than one dealership. Don 
Allen leads with five, all in the 
State of New York. He has two 
in Buffalo, and one each in New 
York city, Albany and Lockport. 


Jerry McCarthy operates three in 
the Detroit area, and George H. 
Lyon runs three in Cleveland. Two 
eacn ire owned by A. W. Mitchell 
in Inuiana, Harold J. Moye in Mas- 








New Home onthe range... 


To convert his corn into beef... the Midwest farmer for 
seventy-five years has brought in feeder cattle from the West... 
as many as 2.5 million annually. Of late years, the increased 
market for meat in the growing Pacific Coast population, and 
other factors, has reduced the supply and raised the price of 


young cattle. 


Now Corn Belt farmers consider raising their own feeders... on 
$50-60 pasture land and rough terrain. While initial costs still favor 
imports . .. the home grown calves are fresher, unaffected by shipping, 
other ailments. Fields gain by a pasture period, and rotation ups corn 
yields . . . tipping the profit scale in favor of the home-raised beef. 

As a business... farming is subject to change as are all businesses, 
and good farmers today make changes to meet changing conditions. 
Because of the importance of the subject, SuccessFUL FARMING presents the 
results of first hand study in this month’s issue and the next. Advertisers 
alert to broad changes in the market . . . look for ‘‘Raise Your Own, or Buy 


sachusetts and A. E. Nungent in 
Los Angeles. 


* + * 

HE division is still doing its 

work of providing financial aid 
to dealers. At present there are 
140 “active” dealers in MHD. This 
means that they are still paying 
on loans made by the division. 

Besides New York’s 50 and Penn- 
sylvania’s 32 alumni, the Mid - At- 
lantic section has 15 in New Jersey; 
Virginia, nine; Maryland, seven; 
District of Columbia, two, and West 
Virginia, one. 

The South Atlantic area has 
40; eight each in North Carolina 
and Georgia; seven each in Ala- 
bama and Tennessee; Florida, 
five; South Carolina and Ken- 
tucky, two each, and Mississippi, 
one. 

The Midwest boasts 130, Ohio 
leading with 28; Michigan, 25; In- 
diana, 23; Illinois, 16; Wisconsin, 
15; Missouri, 10; Minnesota, four; 
Iowa and Kansas, three each; 





t 





HAS 35-FOOT TRUCK APRON—Ingram Motor Co.'s new Ford truck sales and service build- 


ing at 207 S. Forbis St., Greensboro, N. C. Built of brick and steel, the structure is equipped 


with latest-type machinery for servicing Ford 


and other make trucks. W. P. Ingram jr., son 


of the company's president, will be in charge of the onterprise, which will employ about 


30 persons. 


South Dakota, two, and North Da- 
kota, one. 

In the West, plus California’s 37, 
Washington has nine; Oregon, 
seven; Colorado, Montana and Ne- 
vada, two each, and Utah, one. 

Canada has a total of 21 ,with 12 
in Ontario; Quebec, seven; Sas- 
katchewan, two, and Alberta, Brit- 
ish Columbia, Manitoba and Nova 
Scotia with one each. 

* * + 


F THE 438 alumni, 262 have the 
owner’s name in the firm title. 








Westerns?” page 40, August SuccessFuL FARMING. 





Don’t know what you're missing? 


l) 


Most general media miss the majority of the 
best farm families in the 15 Heart States... 







with the best soil, greatest yields, largest property investments... a market 
adequately penetrated only by SuccEssruL FARMING... whose audience has 
spendable surplus above urban income equivalents. Of SF’s 1,200,000 
subscribers, approximately a million in the Heart States averaged some $10,000 
in gross income during ’47 and ’48—about $4,000 above the US farm average 
... represent the best class market in the world today . . . indispensable to 
automotive advertisers, if your advertising is really to be national. For full 
facts, call any office. SuccessruL FARMING, Des Moines, New York, Chicago, 
Cleveland, Detroit, Atlanta, San Francisco, Los Angeles. 


This is approximately 60 percent. 
Others named their companies to 
have local significance. 

In the colorful-name vein, there 
are Red Deere Motors, Ltd., Al- 
berta; El Cortez Pontiac, San 
Diego; Sunset Motors, The Dalles, 
Ore.; Lone Star Chevrolet, Big 
Springs, Tex.; Skyland Motors, 
Asheville, N. C.; Blue Ridge Mo- 
tors, Inc., Roanoke, Va., and 
Granite Chevrolet, Quincy, Mass. 
The oldest alumni deal is Boom- 

ershine Motors, Inc., Atlanta. The 
investment in this firm was made 
in June, 1929, when the firm was 
known as F. E. Maffet, Inc. 





Dealer Recruits 
1,300 Salesmen 
With Postcards 


| PITTSBURGH. — An idea that’s 
‘already starting to pay off has been 
‘introduced here at Reagan Auto 
Sales, Superior and California 
| Aves., reports V. H. Reagan. — 

“We mail out a weekly list of 
| used cars on sale at our lot to 1,300 
service stations in Allegheny 
county,” says Reagan, “and when a 
| prospect from one of these stations 
|comes in and buys at our lot, we 
write that service-station owner & 
generous check for sending in the 
prospect.” ; 

Service stations actively inter- 

/ested in the mailing simply fill out 
|a numbered club card; thus Reagan 
doesn’t have to call up the really 
interested stations to learn their 
| intentions. 
Each service station thus be- 
leomes a ‘field salesman.’ In the 
three weeks this setup has been 
operating, Reagan has sold nine 
cars—that’s an average of a car 
| every two days. 

Reagan asks every customer 
what brought him in: service sta- 
tion publicity, radio advertising, or 
newspaper classified. So far most 
of Reagan’s money -has gone into 
|classified ads, and they’re paying 
| off best. 








37-Page Book Explains 
New Developments 


WASHINGTON. — Novel paint, 
|varnish and lacquer products, as 
well as different types of mainten- 
ance methods, are described in a 
report now available from the Office 
lof Technical Services, U.S. Depart- 
ment of Commerce. 

The report discusses British re- 
| searches on Congo copal resins and 
allyl starch derivatives, and some 
of the raw material uses developed 
|in Germany during the war. 

Manufacture of paints and pro- 
tective coatings is below European 
requirements according to the re- 
port, and maintenance methods for 
|river, harbor and other exposed 
|structures are often inadequate. 
| The book, Inspection of Paint 
|and Varnish Activity in Europe, 
|37 pages, sells for $1 per copy. 
|Orders should be addressed to the 
| Office of Technical Services, U.S. 
Department of Commerce, Wash- 
|ington 25, D.C., accompanied by 
|check or money order payable to 
|the Treasurer of the United States. 


| 
icphacecmnimiaanteiiisin tae 


Only One B Now 


W. J. Balmer, Balmer Motor Co., 
Moorhead, Minn., has purchased 
the half interest of M. J. Bearson 
|of Fargo, N.D., thus becoming sole 
proprietor of Bearson Motor Co. 

Balmer and Bearson were part- 
ners in the B and B Motor Supply 
Co. In 1946 they divided interests, 
Balmer managing Balmer Motor 
Co. (Dodge), and Bearson the Bear- 
son Motor Co., handling Packard 
cars and White trucks. 
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CONCORD, MASS. 


(Concord Auto Auction, Inc, Sales every 
Monday and Friday. Prices are for sales 
o July 15-18.) 

(Sold 169 units out of 290 offerings.) 
BUICK—'49 RM _ sedan, $2,300; Super 
sedan, $2,300; sedanette, $2,300, $2,250. 
"46 Super sedanette, $1,035. ‘41 Special 
sedan, $550; conv. sedan, $875. ‘40 
Special sedan, $450; 2 at $400; $500, 290. 
"39 conv., $600. 

ADILLAC—'42 sedan, $1,275, $1,210. 

HEVROLET—'49 FL Deluxe sedan, $1,- 
850; Special sedan, $1,815; half-ton 
pickup, $1,200; SL Special sedan, $1,845, 
$1,675. '48 FL aerosedan, $1,220, $1,265, 
$1,505; FM conv., $1,580; sedan, $1,230. 
‘47 FL aerosedan, $1,250, $1,245, $1,065; 
SM business coupe, $1,000; sedan deliv- 


ery, $800; FL sedan, $1,110. "46 SM 
sedan, $960; FM sedan, $1,000, $1,025; 
FL aerosedan, $1,080, ‘41 sedan, $635, 
$600, $1,000, $700, $620. "40 sedan, 2 at 
$450; $350. ‘38 sedan, $300. '34 sedan, 
$180, 


DeSOTO—'47 Deluxe sedan, $1,365. 

DODGE—'49 Wayfarer sedan, $1,825, $1,- 
860; roadster, $1,825. '46 Deluxe sedan, 
$875. ‘41 club coupe, $750; sedan, $450. 

FORD—'49 Custom (8) sedan, $1,490, $1,- 
510, $1,570, $1,425, $1,375. '48 (6) sedan, 
$1,050. °46 SD club coupe, $1,030; conv., 
$1,100; sedan, $945. '41 SD sedan, $500, 
$650, $400. ‘39 sedan, $425; conv., $440. 
'35 conv., $325. ‘32 hot-rod roadster, 
$425. '27 T sedan, $40. 

HUDSON—'48 sedan, $1,225. 
$450, 

KAISER—'47 4-dr., $850. 

MERCURY—'49 sedan, $1,600, $1,700, $1,- 
775. ‘47 sedan, $1,070. ‘41 conv., $865. 
*40 club coupe, $255. 

NASH—’'46 Ambassador sedan, $550; (600) 
sedan, $775. 

OLDSMOBILE—'47 (98) conv., $1,625, '40 
sedan, $320. 

PACKARD—'40 (120) sedan, $285. 

PLYMOUTH—'48 Deluxe sedan, $875, $825. 
‘47 Deluxe sedan, $780; business coupe, 
$905. '46 sedan, $765; club coupe, $910. 

PONTIAC—'49 Streamliner (8) sedanette, 
$2,105. ‘48 Torpedo (8) sedanette, $1,- 
750. °46 Torpedo (6) sedan, $1,165; 
Streamliner (8) sedanette, $1,150. ’41 (8) 
sedan, $550, $615. '39 (6) conv., $465. 

STUDEBAKER—'49 Commander conv., $2,- 
010, $2,110. ‘47 Land Cruiser sedan, 
$1,225. 

WILLYS—'48 Jeepster, $1,200. 

MISCELLANEOUS —’'41 Mack platform 
truck, $285. ‘39 International half-ton 
pickup, $195. '35 Terraplane coupe, $130. 


AMARILLO, TEX. 


(Amarillo Auto Auction. Sale every 
Friday, Prices are for sale of July 15.) 
(Market is very good for postwar 
models. Prices higher than in previous 
weeks. Sold 91 units out of 122 offer- 

ings.) 

BUICK—'49 Super 2-dr., $2,235. '48 RM 
2-dr., $1,745. ‘46 Super 4-dr., $1,055. °42 
Super 2-dr., $510. 


‘42 sedan, 


CHEVROLET—'49 FL Special 2-dr., $1,- 
850; half-ton pickup, $1,365, $1,350, 
$1,340; SL Deluxe 2-dr., $1,845. ‘48 FL 
aerosedan $1,175, $1,470, $1,550, '47 FL 
4-dr., $1,200; SM 2-dr., $1,200. 46 FL 
aerosedan 2-dr., $1,075, $1,090, $1,100. 
*39 2-dr., $365. 

CHRYSLER—'47 New Yorker 4-dr., $1,- 
160, $1,180. 

DODGE—’'49 Coronet club coupe, $2,087. 
"48 Custom 4-dr., $1,250; club coupe, 
$1,310. '47 4-dr., $700. '46 4-dr., $905. 

FORD—'49 Custom 4-dr., $1,440; 2-dr., 
$1,670, $1,660, $1,830, $1,885; conv., 


$1,770, $1,615. '48 SD 2-dr., $1,215, $1,- 

240, $1,275, $1,305. '46 SD 2-dr., $920, 

$980. '40 2-dr., $360, $395, $600. 
LINCOLN—’'49 Cosmopolitan 4-dr., $1,780. 


MERCURY—'49 4-dr., $2,000, $1,800; 
2-dr., $1,670, $1,780, $1,885. °47 club 
coupe, $1,050, 

OLDSMOBILE — '49 (98) 2-dr., $2,220; 
conv., $2,010; (76) 2-dr., $2,060; conv., 
$2,175. °47 (76) 2-dr., $1,195. '46 Olds- 


mobile (76) sedanette, $1,025. 
PACKARD—'48 Super conv., $1,460. 
PLYMOUTH—'49 SD 4-dr., $1,840; club 

coupe, $1,875; Deluxe 4-dr., $1,765; club 

coupe, $1,750. '48 SD 4-dr., $1,250. 


STUDEBAKER—'49 Champion 4-dr., $1,- 
855. '48 Champion 4-dr., $1,480; 2-dr., 
$1,400. '42 Champion 4-dr., $400. 


ALBANY, N. Y. 


(Tim Anspach's Dealer Auto Auction. 
Sale every Monday. Prices are for sale of 
July 18.) 

(Buyers paid up to spring-time prices 

for clean, saleable cars of any year or 


make, Sold 77 units out of 91 offer- 
ings.) 
BUICK—'. Super 2-dr., $2,225, $2,200, 


$2,300, $2,180; RM 2-dr., $2,275. '48 RM 
2-dr., $1,790; Super conv., $1,910. °'47 
RM conv., $1,560. 

CADILLAC—’48 (62) conv., $2,875; $2,800. 
"46 (61) 4-dr., $1,450. °41 (62) 4-dr., 
$900. 

CHEVROLET—'49 sedan delivery, $1,425; 

SL Deluxe conv., $1,910; 2-dr., $1,880, 

$1,810; Special 4-dr., $1,780. '48 FM 

2-dr., $1,385, $1,350, $1,345, $1,400; 
conv., $1,525; FL aerosedan, $1,460, $1,- 

500, $1,490. '47 SM 4-dr., $885, $1,250; 

FM 2-dr., $1,150; conv., $1,400 FL aero- 








‘46 SM 2-dr., 


sedan, $1,250, 2 at $1,240. 
$1,070. ‘41 SD 2-dr., $675. ‘40 Deluxe 
2-dr., $570. '39 Deluxe 4-dr., $435. 

CHRYSLER—'42 New Yorker 4-dr., 

DODGE—'49 half-ton pickup, $1,150. 

FORD—'49 custom (8) 2-dr., $1,475, $1,- 
525, $1,500, $1,550, $1,650; (6) half-ton 
pickup, $1,100. "48 SD (8) conv., $1,410. 
‘47 Deluxe (8) 4-dr., $990. '46 SD (8) 
conv., $1,060; Deluxe (8) 2-dr., $795, 
$860. 

FRAZER—'47 4-dr., $585. 

HUDSON—'49 Super (6) 2-dr., $1,560. 
Super (6) 4-dr., $810. 

KAISER—'47 4-dr., $875. 


$450. 


"46 


LINCOLN—'49 custom 4-dr., 2 at $1,900. 
‘47 standard 2-dr., $1,340. 
MERCURY—’'49 4-dr., $1,750. . 
NASH—'47 (600) 4-dr., $800, $1,050. °46 
Ambassador 4-dr., $870. 
OLDSMOBILE—'48 (66) 2-dr., $1,650. ‘47 
(76) 2-dr., $1,380; (78) 2-dr., $1,400. 
"46 (78) 2-dr., $1,290; 4-dr., $1,185; (98) 
4-dr., $1,300. "42 (98) 2-dr., $410. 
PACKARD—’'48 Deluxe 2-dr., $1,485. 
PLYMOUTH—'49 SD conv., $2,240. ‘47 
SD 4-dr., $1,010. '40 Deluxe 2-dr., $320. 


’38 Deluxe 4-dr., $230. 
PONTIAC—'47 Streamliner (6) 2-dr., $1,- 
350; Torpedo (6) 2-dr., $1,150. ‘46 
Streamliner (8) 4-dr., $1,250, ‘41 De- 
luxe Torpedo (8) 4-dr., $410. 
STUDEBAKER—'48 Champion 4-dr., $1,- 
290. 


DENVER 


(Denver Auto Auction, Inc, 
Tuesday at Englewood, Colo. 
for sale of July 19.) 


Sale every 
Prices are 


(Buyers active with prices a little 
lower.) 

BUICK—’'40 Super 4-dr., $610. '38 Special 
conv., $230. '37 4-dr., $285. 


CADILLAC—'41 conv., $1,000. 

CHEVROLET—'49 conv., $1,810, $2,055; 
FL Deluxe aerosedan, $1,965; %-ton 
pickup, 2 at $1,400, $1,480; 1-ton pickup, 
$1,440, '47 FL aerosedan, $1,270, $1,295, 
$1,340; SM 2-dr., $1,005. '46 SM 4-dr., 
$915, $1,025. '41 2-dr., $565, $590. 

CHRYSLER—'48 New Yorker Town & 
Country sedan, $1,750. '47 New Yorker 
conv., $1,420. 

DeSOTO—'48 Custom club coupe, $1,535. 

DODGE—'40 4-dr., $420. 

FORD—'49 Custom (8) 4-dr., $1,610; 2-dr., 
$1,470, $1,605. '48 SD (8) 2-dr., $1,110. 
"47 (8) conv., $1,110, $1,045. '46 SD (8) 
club coupe, $835. ‘41 Deluxe (8) 4-dr., 
$365, $370, $505, $565; Deluxe business 
coupe, $235. 

FRAZER—’'47 4-dr., $1,115. 

KAISER—'47 4-dr., $900. 

LINCOLN—’42 4-dr., $550. 

MERCURY—’'48 club coupe, $1,300. ‘47 
a. $1,170. '46 2-dr., $900, ‘40 4-dr., 

0 


$370. 

OLDSMOBILE—’'40 4-dr., $295. ‘37 
(6) 4-dr., $260. 

PLYMOUTH—'42 SD 2-dr., $520. ‘41 De- 
luxe 2-dr., $380. '39 Deluxe club coupe, 
$405; 2-dr., $330. 

PONTIAC—'46 Streamliner (6) 4-dr., $1,- 
205. '39 (6) 2-dr., $450. 

STUDEBAKER — ‘47 Commander club 
coupe, $1,250. '41 Champion 2-dr., $385. 
40 Champion 4-dr., $365. 

ee — '39 LaSalle 4-dr., 
50. 


(6) 


MASON CITY, IA. 


(Lapiner’s Used Car Auction, Sale every 
Wednesday. Prices are for sale of July 20.) 
(Sold 75 units out of 126 offerings.) 
BUICK—'49 RM 2-dr., $2,315; Super 2-dr., 

$2,275, $2,265. 

CHEVROLET—'49 FL Deluxe 4-dr., $1,- 
995, $1,970, $1,890; 2-dr., $1,835, $1,810, 
$1,765; Special 4-dr., $1,740; SL Deluxe 
club coupe, $1,825; 2-dr., $1,850. '48 FM 
4-dr., $1,345. '47 MD 2-dr., $655, $615, 


$505. 

CHRYSLER—’49 Highlander 4-dr., $2,500; 
Windsor 4-dr., $1,680. 

DeSOTO—'48 Custom conv., $1,555. 

DODGE—'49 Wayfarer 2-dr., $1,900, $1,- 
845. '41 Deluxe 4-dr., $605. 

FORD—'49 Custom (8) 4-dr., $1,800; 2-dr., 
$1,675. ’48 SD club coupe, $1,190. 

KAISER—'48 4-dr., $1,175. 


MERCURY—'49 4-dr., $1,900. 

OLDSMOBILE — '49 (76) 4-dr., $2,200, 
$2,160. '47 (76) 4-dr., $1,285. '41 (76) 
4-dr., $545. 


PLYMOUTH—’'49 SD 4-dr., $1,820. '48 SD 
4-dr., $1,265. '39 Deluxe 4-dr., $200. 

PONTIAC—'49 Chieftain Deluxe 4-dr., $2,- 
275. '48 Torpedo 2-dr., $1,630; Stream- 
liner (8) 4-dr., $1,760. 

WILLYS—'48 Station Wagon, $1,055. 


SOUTH BEND 


(South Bend Auto Auction Co. Sale every 
Wednesday. Prices are for sale of July 13.) 

(Sold 31 units out of 51 offerings.) 
BUICK—’47 Super 4-dr., $1,400. 
CADILLAC—’41 (60) 4-dr., $585. 
CHEVROLET—’49 conv., $1,960; SL Spe- 


cial 2-dr., $1,810, $1,790. '48 FL aero- 
sedan, $1,405. '47 conv., $1,265. "46 SM 
2-dr., $1,010. '40 club coupe, $400. '37 
2-dr., $90. 
CROSLEY—'48 station wagon, $325. 
DODGE—'49 Wayfarer 4-dr., $1,910. '46 


Custom 2-dr., $1,040 
FORD—'49 Custom (8) 2-dr., $1,490, $1,- 








¢8 feet wide and 20 feet 


WELL LIGHTED USED-CAR LOT—Krich Bros. (DeSoto), Newark, N. J., 
gh. The firm name is in letters 3!/. feet high and 2! inches 





lighted and signed 
s used-car lot wy, with this massive sign. Of bridge-type construction, the sign is 
i 


eep. 


The smaller letters are 21 inches high, 8 inches deep. Three rows of tubing light the letters 
which are also illuminated by concealed spotlights. Recessed ceiling lights illuminate the 


cars beneath the sign. 











400. '47 SD (8) 4-dr., $1,180, ‘41 4-dr., 
$370. 


MERCURY—’'49 conv., $1,790. 

NASH—'49 (600) 2-dr., $1,675. 

PONTIAC—'40 2-dr., $405. 

STUDEBAKER—'49 Champion conv., §$1,- 
785, half-ton pickup, $1,1900. '48 Com- 
mander Regal Deluxe 4-dr., $1,410, $1,- 
370. '47 Commander Regal Deluxe club 
coupe, $1,230; Champion Regal Deluxe 
2-dr., $1,205, $1,190, $1,155. 


QUINCY, ILL. 


(Charlie Thale’s Quincy Auto Auction. 
Sale every Friday. Prices are for sale of 
July 22.) 

(Market on clean merchandise is up. 
Demand high.) 
BUICK—'41 conv., ‘40 Special 

sedan, $450, $610. 

CHEVROLET—'49 FL sedan, $1,700, $1,- 
810. '48 half-ton pickup, $860, $1,000; 
FM sedan, $1,250, $1,445, $1,330. ‘47 
FM club coupe, $1,290, $1,145, $1,080; 
sedan, $1,270, $1,200, $1,100; SM club 
coupe, $965; sedan, $1,150, $1,085. ‘46 
(taxi), $475; SM sedan, $900, $860, $1,- 
030; FM sedan, $980, $1,045. '41 sedan, 
$630, $600, $780, $455, $550. ‘40 club 
coupe, $600; sedan, $560, $630. '39 sedan, 


$700, $580. 


$250, $415, $480. ‘27 sedan, $900. ‘36 
sedan, $175, $195, $60, $130. '35 sedan, 
$77.50, $150. 

CHRYSLER—'41 sedan, $485. 

FORD—'46 business coupe, $685; sedan, 


$890, $840, $935. "42 sedan, $435, $600, 
$485, $610. '41 club coupe, $700; sedan, 
$490, $535, $395. '40 sedan, $430, $455, 


$500. °38 sedan, $95, $300, $220, $200, 
$355. °37 half-ton pickup, $175. ‘35 
sedan, $105. '31 sedan, $40. ‘30 sedan, 
$57.50, $60. 


FRAZER—'47 Frazier sedan, $1,020. 

KAISER—'47 sedan, $810. 

MERCURY—'46 sedan, $925. 

NASH—’'48 sedan, $830. 

OLDSMOBILE—'41 sedan, $530, $545. 
sedan, $405. 

PLYMOUTH—'46 sedan, $995, $860, $955. 
’42 sedan, $510, $635. ‘41 sedan, $485. 
'35 sedan, $42.50. 

PONTIAC—'46 sedan, $1,210. 

STUDEBAKER—’'38 sedan, $130. 

WILLYS—'49 Jeepster, $1,210. 


TOLEDO 


(Doc Greiner Auction, Sale every Thurs- 
day. Prices are for sale of July 21.) 
(Prices remained steady.) 
BUICK—’49 Super sedanette, $2,250. ‘47 
'47 Special sedanette, $1,295; Super 4-dr., 
$1,325; conv., $1,500. 


"40 


CADILLAC—'49 (62) sedanette, $3,380. 
‘47 (62) 2-dr., $1,925. 

CHEVROLET—'49 SL Special 2-dr., $1,- 
775; FL Deluxe 2-dr., $1,805. ‘48 FL 


aerosedan, $1,435; SM club coupe, §$1,- 
330. '47 FM 4-dr., $1,160; FL aerosedan, 
$1,255. '42 club coupe, $525. '41 SD club 
coupe, $615, $600. 

DeSOTO—'49 Custom club coupe, $2,145; 
4-dr., $2,175. '48 club coupe, $1,650. '46 
Custom 4-dr., $1,110. '41 4-dr., $500. 


DODGE—’49 Coronet 4-dr., $2,075. 

FORD—'49 Custom (6) 2-dr., $1,500; (8) 
4-dr., $1,470, °48 2-dr., $1,255. °'47 (6) 
club coupe, $905; (8) station wagon, 
$1,100; 4-dr., $900; club coupe, $975, 
$940. °41 (8) business coupe, $460. ‘39 
conv., $325. ’37 (60) 2-dr., $120. 

— Commodore (6) 4-dr., $1,- 
42h. 

MERCURY—’'49 4-dr., $1,785. °41 2-dr., 
$585. 


OLDSMOBILE—'46 (78) sedanette, $1,065. 
"41 (90) 4-dr., $450. 

PLYMOUTH—'49 Deluxe 4-dr., $1,700. '48 
SD business coupe, $1,250. '47 SD 4-dr., 
$1,105. '46 SD 2-dr., $925. '39 business 
coupe, $120. 

PONTIAC—’48 Streamliner (8) sedanette, 
$1,445; 4-dr., $1,635; conv., $1,730, $1,- 


650. ‘47 (8) 2-dr., $1,100. ‘46 Torpedo 
(8) 4-dr., $980. ‘41 Streamliner (8) 
sedanette, $415. $370; (6) sedanette, 
$520. 

STUDEBAKER—'49 Champion 4-dr., $1,- 
425. '47 Commander 4-dr., $1,315. 

KANSAS CITY 

(Kansas City Automobile Auction, Sale 


every Wednesday. Prices are for sale of 
July 20.) 
(Prices level for past three weeks. 


Retail business very good, Sold 184 
units out of 250 offerings.) 

BUICK—’49 RM 4-dr., $2,300; conv., $2,- 
682; Super 4-dr., $2,067, '48 RM 2-dr., 
$1,667. '47 Super 2-dr., $1,187, $1,177. 
’42 Super club coupe, $712. 

CADILLAC—'47 (62) 4-dr., $2,200. 

CHEVROLET—’'49 FL Special 4-dr., $1,- 
792; Deluxe 2-dr., $1,855, $1,800, $1,682. 


’48 FL aerosedan, $1,407, $1,350; SM 
4-dr., $900, $867. $850, $845. '47 FM 
2-dr., $1,097; FL aerosedan, $1,315, 
$1,212, 

CHRYSLER—’!9 Windsor 4-dr., $2,632; 
Royal 2-dr., $2,362. 

DeSOTO — '48 4-dr., $1,432. ‘46 4-dr., 


$1,150. 

DODGE—’49 conv., $1,600. °48 club coupe, 
$1,290. '47 4-dr., $957. 

FORD—'49 Custom (8) 2-dr., $1,555; (8) 
4-dr., $1,477, $1,367. '47 (8) club coupe, 


$1,065. '46 (8) club coupe, $1,002, $747; 
2-dr., $1,030, $1,025, $947; (6) club 
coupe, $665. 
HUDSON—'48 (8) 4-dr., $1,555. 
KAISER—'49 4-dr., $1,407. 
MERCURY—'47 4-dr., $1,082; conv., $1,- 
255. °46 4-dr., $1,037, $1,027. 
OLDSMOBILE—’'49 (76) conv., $2,102, '48 
(76) 2-dr., $1,467; 4-dr., $1,275; (98) 


4-dr., $1,720. '47 (78) club coupe, $1,250. 
PLYMOUTH—'48 2-dr., $1,332. '47 4-dr., 


$1,070; business coupe, $755, $705. ’46 
4-dr., $945. 

PONTIAC—’'49 (8) 2-dr., $2,422; (6) 2-dr., 
$2.125. 


STUDEBAKER — '48 Land Cruiser 4-dr., 
$1,262. ‘47 Commander 2-dr., $1,262; 
conv., $1,235; Land Cruiser 4-dr., $1,080. 


LUBBOCK, TEX. 


(Lubbock Auto Auction. Sale every 
Thursday, Prices are for sale of July 21.) 
(Sold 54 units out of 105 offerings.) 
BUICK—'49 Super sedanette, $2,280. ‘41 
Super conv., $650. '40 4-dr., $275. 

CHEVROLET—'49 %-ton pickup, $1,395; 
half-ton, $1,300, $1,345, $1,350; FL De- 
luxe 2-dr., $1,910, $1,880, $1,820, $1,895. 
'48 FM 4-dr., $1,100; club coupe, $1,275, 
$1,330; FL aerosedan, $1,420. 


CHRYSLER—’'39 4-dr., $285. 

DODGE—’49 Coronet 4-dr., $2,045, '47 
club coupe, $930. 

FORD—’49 Custom (8) conv., $1,740, '48 
SD club coupe, $1,235. °47 SD conv., 
$1,135. '42 2-dr., $540. °41 SD 2-dr., 
$310, $305. '40 half-ton pickup, $370. 

MERCURY—-'46 4-dr., $910, $675; 2-dr., | 





$1,015. 
OLDSMOBILE—'49 (88) 2-dr., $2,075. 
(78) sedanette, $1,095. 














1,263 
$1,192 
i i I 
July (todate) June May 





$1,290. 
2-dr., 


PACKARD—'48 conv., 

PLYMOUTH—'47 SD 
$635. '46 4-dr., $860. 

PONTIAC—'49 (6) 4-dr., $2,115; (8) 4-dr., 
$2,300. °48 2-dr., $1,385, '39 (8S) 4-dr., 
$90. 


$985; 4-dr., 


DETROIT 


(Aptco Auto Auction. Sale every Wed- 
nesday. Prices are for sale of July 20.) 
(Market is very good. Sold 41 units 

out of 70 offerings.) 

BUICK—'48 4-dr., $1,675, $1,665. '47 4-dr., 
1,285, $1,385; 2-dr., $1,410. °'46 4-dr., 
$1,130. '41 4-dr., $400, 2 at $450, $565; 
conv. $560. 

CADILLAC—'47 4-dr., $1,875. 

CHEVROLET—'49 conv., $1,965; 2-dr., $1,- 


730. '47 4-dr., $1,180, $1,160. °46 4-dr., 
$840. °42 club coupe, $805, '41 business 
coupe, $250, 

FORD—'49 4-dr., $1,515. '48 commercial 
sedan, $825. '47 2-dr., $950, $925. ‘46 
4-dr., $600. ’38 2-dr., $265, $230. ‘37 
2-dr., $150, 


MERCURY—'49 station wagon, $1,800; 
club coupe, $1,735. °47 club coupe, $1,175. 

PLYMOUTH—'41 2-dr., $450, $460. ‘40 
club coupe, $330. '39 2-dr., $265. 

PONTIAC—'48 4-dr., $1,640, $1,610, $1,500. 


"40 club coupe, $270, $260; 4-dr., $470. 
STUDEBAKER—'41 4-dr., $410. 
VALDOSTA, GA. 
(Tom Hewitt Auto Auction, Sale every 


Friday. Prices are for sale of July 15.) 
(Sold 155 units out of 276 offerings.) 
BUICK—’49 Super sedanette, $2,200. ‘48 


Super sedan, $1,350. ‘46 Super sedan, 
$1,000; conv., $1,175. '39 Special sedan, 
$475. '36 Special sedan, $362. 


CADILLAC—'41 (61) sedan, $700. 

CHEVROLET—'49 FL Deluxe sedan, $1,- 
875, $1,850; Special sedan, $1,650; SL 
Deluxe sedan, $1,775; half-ton pickup, 
$1,325. '48 FL aerosedan, $1,500, $1,450, 
$1,400; 4-dr., $1,430, $1,350, $1,310. '47 
FM sedan, $1,150, $900, $825, $780; 
conv., $1,200, $1,130. ’46 SM sedan $930, 
$825, $750. °40 MD club coupe, $675. 
"39 MD sedan, $600, $580. 

CHRYSLER—’49 Royal sedan, $2,150. °48 
New Yorker club coupe, $1,775. '47 Royal 
sedan, $1,200. '46 Chrysler Windsor club 
coupe, $1,025. '39 Chrysler Royal sedan, 
$325. 

DeSOTO—'49 Custom club coupe, $2,300. 
'47 Deluxe sedan, $1,275. 

DODGE—'48 Deluxe sedan, $1,280; half- 
ton pickup, $830. '46 Custom club coupe, 
$1,000; Deluxe sedan, $1,100. 

FORD—’49 (8) sedan, $1,380, $1,350; Cus- 


tom (8) sedan, $1,400, $1,375. '48 SD 
sedan, $1,225, $1,150, $1,1110. '47 SD 
sedan, $1,050. ‘46 Deluxe (6) sedan, 
$850. °41 Deluxe (8) sedan, $600. '39 


Deluxe (8) sedan, $525. '38 Deluxe (8) 
sedan, $300. '37 Deluxe (8) sedan, $350. 
HUDSON—’49 Super (6) sedan, $1,790. 


LINCOLN—’49 sedan, $2,300, $1,700. 
MERCURY — '49 sedan, $1,750, $1,600; 
club coupe, $1,800, $1,720. °46 sedan, 


$1,000, $1,050. '39 sedan, $550. 
NASH—’49 Ambassador sedan, $1,975. 
OLDSMOBILE — ’49 (88) conv., $2,500; 
(98) sedanette, $2,575. °48 (98) sedan, 
$1,800. '47 (78) sedan, $1,200. 
PACKARD—’48 Deluxe (8) sedan, $1,590; 
(8) sedan coupe, $1,450. 


PLYMOUTH—’'49 Deluxe sedan, $1,730, 
$1,790. °48 SD sedan, $1,310. '41 SD 
sedan, $550. 


PONTIAC—’49 Streamliner (6) sedan, $2,- 
050; sedanette, $1,900. '48 Torpedo (8) 
sedan, $1,700; sedan coupe, $1,475, $1,- 
725; Streamliner (8) sedan, $1,500; (6) 
sedan, $1,425. '46 Streamliner (8) sedan- 
ette, $1,150. 

STUDEBAKER—'49 %-ton pickup, $1,275 

WILLYS—'49 station wagon, $1,475; Jeep- 
ster, $1,325. °48 station wagon, $1,025; 
Jeep, $750, $475. '47 Jeep, $550, $500; 
station wagon, $850. 

MISCELLANEOUS — '48 International \%- 
ton pickup, $900. '46 GMC 1%-ton stake, 
$750. 


Average Used Car Prices 


(Compiled by Automotive News) 

















July 1949 June May 
Model (to date) 1949 1949 
aa $1,979 $1,989 $1,920 
, 1,470 1,507 1,498 
1947... 1,206 1,238 1,244 
1946... 1,042 1,062 1,098 
1942.. 584 655 649 
1941... 527 585 602 
BP cinkesinsee 435 471 483 
Overall 
Average $1,263 $1,192 $1,160 


(The above figures are averages of used car auction prices, all 
makes and models, carried regularly in Automotive News.) 





Wholesalers Ask 
U.S. for Broader 


Business Data 


NEW YORK. — Broadened serv- 
ices to wholesalers by the U. S. 
Department of Commerce and a 
thorough study of all aspects of 
fair trade legislation were urged by 
the Wholesale Trade Advisory 
Committee at a meeting here with 
department officials. 


The Motor and Equipment 
Wholesalers Assn. was among the 
groups represented at the meeting. 
Joseph Kolodny is chairman of the 
Wholesale Trade Advisory Commit- 
tee, which represents the $165,000,- 
000,000 annual wholesale trade. 


The committee recommended that 
the Department of Commerce: 


1. Prepare official pamphlets 
dealing with the economics of 
wholesaling and the essential na- 
ture of the functions performed by 
wholesaling as well as its contri- 


bution to the free _ enterprise 
system. 
2. Expand special studies of 


wholesaling as studies have been 
completed for such industries as 
food, drugs, tobacco and dry goods. 
It was asked that other industries 
be given similar opportunities for 
more complete information. 


3. Make an overall study of 
methods by which wholesaling gen- 
erally can effect economies in ware- 
housing materials handling. 


4. Recognize that certain infor- 
mation obtained through the 
business census is of much greater 
value to business men than other 
information and that efforts be 
made to determine what informa- 
tion is most desired and then 
arrange for release in a sequence 
based on this, 

5. Collect more comprehensive 
data on distribution costs because 
of public misunderstanding of 
wholesale charges, to present the 
true picture to the public and thus 
create better public relations. 


Schauer Manufacturing 


Is New Name of Firm 

CINCINNATI.—Schauer Mfg. 
Corp. is the new name of the firm 
formerly known as Schauer Ma- 
chine Co., it was announced here 
last week, 

A. J. Kohn, president, advised the 
board of directors that, “because 
of the expansion of the company’s 
activities, it is necessary to iden- 
tify it more properly to the auto- 
motive and radio equipment fields 
as well as in the machine tool in- 
dustry.” 





TELLS SALES STORY—In addition to speeding deliveries of feed, flour and grain to 


| dealers, the trailers owned by Cosby Hodges Milling Co., 
’47 | commercial message to consumers along their routes. Both sides of one of the sign-board 


vans are shown here. 


Birmingham, Ala., carry a 








o 





Affecting Factories and Dealers... 
Auto Advertising 


and runs local 


A recent issue of Studebaker|radio programs 
Spotlight, employe houseorgan, | newspaper ads. 
gives a ee ety = oe. 
the development of Studebaker ads. : 

The article traces the ads through Esquire Ad Plan , 
planning by Studebaker sales| A unique new merchandising pro- 
officials and the firm’s agency, |}gram which will advertise the ad- 
Roche, Williams & Cleary, to ship- | vertisers” in Hsquire’s two Christ- 
ment of the plates to publishers. mas gift issues, was announced last 

After they appear, a research week by G. Allen Reeder, director 
organization interviews people to of public relations and promotion 
test the effectiveness of the ads. |for Esquire, Inc. Available only to 

The Brand Names Research|those firms who advertise in the 
Foundation points to Studebaker as | December, 1949, and/or January, 
one of the 13 oldest, continuously | 1950, issues of the magazine, the 
used brand names in American |Program involves the purchase of 
Industry large space in 13 daily newspapers 

5 in 12 top markets, reaching a com- 


The ads try to make the public P : , 
understand why Studebaker should bined circulation of 5,364,753. Six 


be bought. “But,” the article says, 
“telling a customer why he’ll save 
money, increase his driving pleas- 
ure, be safer and more comfortable 
because he bought a Studebaker is 





quire’s advertisers and call atten- 
tion to their products. 


The ad will suggest that readers 
“shop the easy way” through the 
only one of our goals. Esquire Gift Guide Index published 

“People don’t buy just because {in the December and January 
a product is claimed to be super- | issues which are on the newsstands 
ior. The reputation of the adver- | Nov. 9 and Dec. 2, respectively. 
tiser is a big factor. Se we appeal ae ae 
to the public with ‘institutional’ 
advertising.” 

Studebaker does this with its 
famous “father and son” series, 
which depicts members of the fam- 
ily working side by side in the 
factory. The “traffic safety” cam- 
paign produces the same effect, 

“Thorough as this advertising is,” 
the publication states, “it’s only a 
part of the whole program, Our 
efficient dealer organization does 
much to keep Studebaker’s good 
name constantly before the public.” 

Besides the newspaper and maga- 
zine ads, the firm supplies dealers 
with catalogs, brochures, folders, 
mailing pieces, banners and pic- 
tures, and runs newscasts on the 
radio. The dealer also helps this 
plan because, at his own expense, 
he puts up billboards, sponsors 


K-F News Items 


Kaiser-Frazer has inaugurated a 
national program of one-minute 
television “spots” to bring the K-F 
product story before a_ possible 


tising director, Burton Durkee, said 
the programs will be “beamed” to 
areas served by stations in nine 
cities. 

“The Kaiser Traveler,” with folk 
song singer Burl Ives in the title 
role as a vacation replacement for 


air over 332 ABC stations on Sun- 
days. Winchell will return to con- 
duct his regular Sunday night 


“Kaiser-Frazer News” on Sept. 11. 
* * * 


Crescendo 


There is one sure way to get un- 


RING UP EASY PROFITS 
WITH 


WHEEL COVERS 


For 15” and 16” wheels. 
National Covers fit snug 
under caps. 





including 1949 models. 





FREE att steeit PERMANENT DISPLAY 
FOR WHEEL DISCS, WHEEL COVERS AND HUB CAPS. 


With the replacement automotive market becoming more important each day, 
profit wise dealers are finding that the National policy of top quality at low 
prices applies to thrifty buyers. 


THESE SPECIFICATIONS PROVE way/faltonaous BEST 


NATIONAL WHEEL DISCS NATIONAL WHEEL COVERS NATIONAL HUB CAPS 


HOLLYWOOD STYLE. Highly pol- Highly polished Stainless steel, For replacement use on all popular 
ished Coppered steel, heavily nick- os heavy lustre-brite chromium cars. opus steel with heavy 
el plated, plus Lustre-Brite nish. Snap-on type, rubber cush- _ nickel and Lustre-Brite chromium 
chromium finish. senes, 00 squeals in your finish. 

wheels.” 














NATIONAL WHEEL PARTS 
ASSORTMENT OF 56 PIECES 


Retail Value. . . $6.80 
Dealer's Cost .. 3.45 


Handy container holds 
in separate compart- 
ments only the fast 
moving nuts and bolts 

for tire and 
wheel servicing. No 
special equipment nec- 
essary for installation. 







SOLD BY YOUR 
JOBBER— WRITE FOR CATALOG 





Gas and Radiator Cap Assortment 
Mounted on Steel Display—Lithographed 
in 3 Colors. 
Retail Value....$4.80 
Dealer's Cost.... 2.25 
it Has The Eye Appeal Thot 
Emphasizes Notional Quolity 


Cake he 


MFG, CO., INC. 
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and five-column ads will list Hs-| 


5,000,000 TV viewers. K-F’s adver- | 


Walter Winchell, has gone on the | 





- 2 
PRESS RECEPTION FOR CREWS IN DETROIT—Norman E. Crews (seated left) was guest of 


honor at a press reception in Detroit recently following announcement of his appointment as 
Central region sales manager for Lincoln-Mercury. Seated, left to right: Joseph E. Bayne, 
sales manager; S. W. Ostrander, operations manager; E. D. Longenecker, national service 
manager. Standing (left to right): H. G. Maides, Buffalo, district sales manager; G. S$ 
| Coats, Dearborn district sales manager; E. F. Coll, Pittsburgh district sales manager, and 
P. D. Warren, Cincinnati district sales manager. 


public by L-M automobile dealers. 
This makes Ford’s third goodwill 
magazine; the others are the Ford 
Times, a pocket-size travel month- 
ly, and the Ford Truck Times, also 
pocket-size, devoted to trucking. 

The Lincoln-Mercury Times was 
formerly a pocket-size monthly 
identical with the Ford Times, 
except for its title and a few 
articles and illustrations. Now, 
with the July-August issue, it 
has adopted a standard 8%xll- 
inch format, and will have com- 
pletely different editorial content 
from the Ford Times which will 
continue in its present form. 

Circulation of the Lincoln-Mer- 
cury Times is now well over 200,- 
000; that of the Ford Times is 
1,400,000 and the Ford Truck Times, 
Mutual Rates a bi-monthly, 2,100,000. 

New flexibility in selection of * ¢ es 
stations to fit an advertiser's spe- 
cific marketing pattern and a new, 
more liberal discount structure are 
the two principai features of sup- 
plement A to current rate card 
No. 15, which the Mutual Broad- 
casting System has put into effect, 
according to Z. C. Barnes, the net- 


usual attention for an advertise- 
ment. Just use an unaccustomed | 
spelling of a widely known word. | 
This was discovered by B. F. Good- 
rich Co, in its current advertising 
| campaign on the advantages gained 
|by the method which it uses to 
| combine textile cords and rubber in 
the body of its Silvertown tire. The 
company in describing this called 
it the “Rythm Ride.” 

Letters started to pour in. They 
protested the spelling of the word, 
declaring they had always been 
accustomed to spelling it “rhythm.” 
The company, in individual letters 
to each, pointed out that use of 
“rythm” was intentional, to form 
a distinctive association with B. F. 


Goodrich tires. 
+ * * 


Account Moves 

Effective Aug. 1, the advertising 
account of uincoln Engineering 
Co., St. Louis, will be handled by 
Oakleigh R. French & Associates. 

Plans include business paper ad- 
; . 1 vertising, direct mail, catalogs and 
work’s sales vice-president. merchandising helps for the auto- 

These fundamental changes are| motive and industrial markets. 
the first results of a thorough re- $$ ¢ e 
view of the Mutual rate and dis- Billb dB 
count structure, Barnes stated, and | @'4f0oar' ‘oom 

Billboard business is still boom- 


while the study is still in progress, 
the network has found it possible| ing and outdoor advertising orders 
indicate a good year in 1950, ac- 


to pass along to its clients at this 
time the advantages of these im-| cording to a survey by the Wall 
provements. Street Journal. 

From 70 to 75 percent of the 
outdoor industry’s national adver- 
tising is already in, according to 
trade sources, who point out that 
this is almost identical with the 
percentage of 1949 business placed 
this time a year ago. 

* * * 


ANAN on Skids? 


The American Newspaper Adver- 
tising Network is believed to be 
on the verge of closing shop, ac- 
° cording to widespread trade re- 
ports. Five of the remaining 38 
members have dropped out in the 
last few weeks. They are the New 


* * * 
Travel Dept. 


Inauguration of a new service 
department in the field of travel 
and_ transportation for Farm 
Journal and Pathfinder maga- 
zines has been announced by 
Graham Patterson, publisher of 
both publications. The new de- 
partment will be headed by Rus- 
sell G. Phillips, formerly director 
of sales promotion. 

+. 


Bouncing Baby 


The Los Angeles Mirror, nine 
months old, reports it is already 
leading the entire afternoon field| York Times, San Francisco Chron- 
|there in eight advertising classifi-|icle, Toledo Blade, Birmingham 
cations and in classified. | News and Age-Herald and Indian- 

During the first six months of | apolis Star-News. 

1949 the Mirror states it led the| = 2 ie 

afternoon field in advertising linage | Krie’s Distributor 

in five national advertising classi- : s 

fications—confections, cabtheations. | Erie Mfg. Co. Inc., Chicago 
| grille guard manufacturer, an- 


tours, miscellaneous transportation 2 ; 
and used passenger cars. Richard “— a = on 
In local advertising during th snares <0. 0. ansfield 
& & e Ave., Los Angeles, as its Southern 


|} Same period the Mirror led the en- : ; ti A : 
tire field in three classifications— | C@lifornia distributor for Erie Kar- 


men’s clothing stores, radio and TV gards. a. te 
and miscellaneous. 
* * +* 


New Dress 





| * 
| Names 

Felix M. Sutton has_ rejoined 
Lincoln-Mercury last week in-| Geyer, Newell & Ganger as group 
| troduced a new travel magazine,| copy director. He was associate 
|the Lincoln-Mercury Times, “ bi-| copy director of the agency before 
monthly distributed free to the!joining Kastor, Farrell, Chesley & 








| its new dealership in 
| Cleveland, featuring a streamlined sales and service center covering 60,000 square feet of 


NEW FOR DODGE IN CLEVELAND—J. P. Heile, Inc., opened 


| space. Besides Heile, the staff includes service manager William Gasper, 


parts manager | 
' Ernest Kish and sales manager John Buerkel. 


Clifford in 1946 as copy director 
and later vice-president. 

Theodore F. Goodchild, formerly 
account executive with the William 
B. Remington agency in Spring- 
field, Mass., has been named assis- 
tant account executive at Geyer, 
Newell & Ganger. 

Appointment of LeRoy E. Cowles 
to the newly created position of 
director of public relations for the 
GMC Truck & Coach division of 
General Motors is announced by 


ij |M. D. Douglas, general manager of 


the division. Cowles has been with 
the public relations department of 
General Motors for 13 years. 

Carl Neppach jr., a Dun’s Review 
representative in New York during 
the past year, is now representing 
the publication in the Detroit area. 
He is located in the Barlum Tower 
| building with the Detroit offices of 
Dun & Bradstreet, Inc. 











ORDER NOW! 


the 
AUTOMOBILE DEALER’S 
most successful 
POCKET-SIZE 
PROSPECT and OWNER 
FOLLOW-UP SYSTEM 


EXCLUSIVELY FOR 


Aggressive 
Automobile 
Salesmen — 





PROVEN BEFORE THE WAR— 
NEEDED NOW MORE THAN EVER 


$195 


plus postage 


l BOOKS 


in 3 colors 


F.O.B, Louisville, Kentucky 


Order 12 books for each of your 
Aggressive Salesmen 


MODERN SELLING 
METHODS, Ine. 


P. 0. Box 666 @ Louisville, Ky. 





I sure like 


Sweet music! 
to fill gas tanks to the 
tune of a whistling sig- 
nal. And another car is 
standard equipping. 
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Highways & Safety... 


Dealers in Top Role 
In Evansville Plan 





man, president of the Evansville 
Automobile Dealers Assn. 

A 10-point action program em- 
bodying the salient features of the 
President’s Conference was adopted 


and the city hired a traffic engineer. 
* * * 


a” EXPERIMENT in alleviating 
“& traffic congestion has been un- 
der way in Evansville, Ind., for the 
past several months and the results 
obtained from 


it are expected to 
prove beneficial to 
the hundreds of 
traffic - clogged 
communities 
throughout the 
country. 

At the same, 
time, the city’s | 
automobile deal- 

ers are providing a blueprint for 
dealers everywhere who are inter- 
ested in doing something about the 
traffic problem. 


TATE and national bureaus co- 
operated in conducting studies 
on parking, street volumes, speeds, 


of efficiency. 

Cooperation among participating 
organizations was achieved by dele- 
|gating specific portions of the pro- 
gram to the organizations. 

For instance, the Evansville ADA 
sponsors the student driver training 
| program, the chamber of commerce 

The project began a year ago|sponsors the truck roadeo and the 
when Evansville civic officials met | automobile club sponsors’ school 
with the coordinating committee of | safety patrol boys, 

12 national groups, including the There is, of course, close co- 
NADA. | operation between the groups. 

The city had been selected as| The automobile dealers work 

a “test city” to try out the recom-| With the chamber of commerce 





mendations of the President's High- pl gg an event as the truck 
eo. 
way Safety Conference program. | Last year, dealers furnished 


The coordinating committee |three automobiles to local high 
agreed to provide certain techni- |schools for the student driver 
cal advisory assistance which (training program and conducted a 


would be put into active opera- | driver contest among the students 


tion by the citizens and public | who completed the program at the 
end of the school year. Special 


officials of the city. sa 
wr | recognition was given to those who 


The appointment of a local com- | gisplayed i ivi i 
mittee followed and it was conn: | ee — — 
prised of businessmen and civic | EGINNING with the fall term, 
officials, including Phil E. Drach- | there will be four automobiles 


AS NATIONALLY 
ADVERTISED 


COULD COST 
YOUR LIFE 





REAR-VIEW MIRROR COULD SAVE IT! 


POLAVISION doesn’t cut down the 
light . . . it reduces only the glare, 
so that you’ll actually see better! 


AMAZING INVENTION ENDS GLARE! 
Stop dangerous, annoying glare— 
day or night! Sparton’s Pota- 
VISION Rear-View Mirror ends the 
annoyance of bright headlamps 
and reflected road glare from 
behind. 

REQUIRES NO SPECIAL ADJUSTMENT 
Sparton’s PoLavision Rear-View 
Mirror uses a principle never be- 
fore applied to rear-view mirrors! 


FAST SELLER! 


POLAVISION Rear-View Mirrors 
cost little more than ordinary 
mirrors. Your customers will want 
them. Ask your jobber or write 
direct: Sparton Automotive Divi- | 
sion, Sparks-Withington Company, | 
Jackson, Michigan. | 






Retail 
only $2.75 a ° 
Slightly higher 
CSU a y AUTOMOTIVE 
Reo = Veh O72 DIVISION 
gS The Sparks-Withington Company, Jackson, Michigan 
~~ ae 4 
“‘Made by Sparton’’—your guaiantee for better Automotive Warning and 


Directional Signals, Polavision Mirrors, Auxiliary Lamps, and Electric Flares 





“JOB CLOCKS and CARD RACKS 


Simplex Garage Recorders print on job ticket 
or time cards exact time spent on each job. 
Eliminates guesswork and disputes. Reduces 


clerical work—Increases profits. 
' 


Shop orders can now be filed for quick ref- 


driver behavior and other measures | 





erence in new card racks. Furnished in 9, 
10 and 25 pocket sizes. 





Garage Clock Card Rack 


Automotive dealers are now standardizing on SIMPLEX RECORDERS to furnish cer- 
tified job and payroll records to comply with Wage-Hour regulations. | 


WRITE FOR FREE FOLDERS No. 136 AND No. 148 


SIMPLEX TIME RECORDER CO. 


3 LINCOLN DRIVE GARDNER, MASS. 


— | 








| turnished and all of the high | 
schools in Evansville, both public | 


and parochial, will have the stu- 
dent driver training program in 
effect. 

The local association also calls 
upon J. E. O’Daniel of O’Daniel 
Ranes, Inc., who is president of 
the 
Assn. 
Under the administration of 
| O’Daniel, the state association 
| has made traffic safety through- 
out the state a major part of its 
| program. 
| Evansville also revamped its ac- 
| cident reporting system, added nine 
new traffic officers to the police 
force and promoted the officer in 
‘charge of traffic to inspector to 
put him on an administrative level 
with other police department heads. 


All of the _ city’s policemen, 
| whether assigned to traffic duty or 
jnot, have been directed to make 
traffic arrests. 

7 + * 
HE 10-point action program 
| which is enabling Evansville to 
beat the problem of congestion is: 
| 1. Get a factual measurement of 
traffic efficiency and safety, includ- 
ing parking requirements. 

| 2. Adapt modern engineering 
| practices to problems of congestion, 
| delay, accidents, traffic control and 
| parking. 

3. Expand the traffic safety- 
education programs in schools, 
including the training of high 
school students in driving. 

4. Revise city traffic ordinances 
| where they are not up to date, 
| §. Improve the adequacy and use 
|of accident records. 
| 6. Improve _ traffic-law 
| ment. 
| 7. Refine traffic court procedure. 
| §& Develop a_ pedestrian - protec- 
| tion program. 

9. Broaden and correlate public 
information activities in the traffic 
safety field. 

10. Develop an effective organ- 
ization of public officials, civic 
leaders and representatives of 
leading groups. 

Through cooperation and hard 
work, Evansville is getting results 
in its battle against traffic conges- 
tion. The lessons being learned will 
make the job of other cities that 
much easier. 

Dealers have a real place in such 
a program and the Evansville asso- 


enforce- 


|ciation can take pride in the part 
‘it is playing toward making the 


city a better and safer place in 


which to live. 
* 


Lack of Tools Deflates 


Tenn. Safety Officials 


Red is the dominant color in the 
facial complexions of Tom Spring-| 
field, chairman, and Nolen Puckett, | 
executive secretary of the Tennes- | 
see Safety Council. 

All because the two men, who 
spend a lot of time preaching) 
safety and advising motorists to 
carry a full complement of Seal, | 
had a flat tire while riding in 
Puckett’s car and discovered there 
were no tire-changing tools in the} 
vehicle. 





* * * 


Cincinnati Dealers Aid 


Magazine Safety Story 

An article in the July issue of 
Pageant asks the question “What’s | 
Your Hurry?” and tells what it 
costs to save five minutes driving | 
time. 

The tests used as a basis for the | 
article were conducted in Cincin- 
nati in cars furnished by the Cin- 
cinnati Automobile Dealers Assn., 
the association reports. 





Safety Events 

Aug. 15-19—San Francisco. Driver 
training institute—San Francisco 
State university. 

Sept. 5-16 — Columbia, 
Teacher training course 
Carolina university. 

Sept, 6-16—New Haven, Conn.—In- 
stitute for traffic training—Yale. 

Sept. 7-10—Rochester, N. Y.—Driver 
education course Rochester 
schools. 

Sept. 11-15 — Dallas, 57th annual 
conference — International Assn. 
Chiefs of Police (Baker hotel). 

Sept. 12-14 — Chicago. National 
transit safety eonference — Na-| 
tional Safety Council. 


Ss. C. 
South 


| Sept. 12-16 — New Haven, Conn. | 


Teacher education course—Yale. 


Se pt. 12-16— Bloomington, Ind. 


Teacher training course—Indiana 
university. 


Sept. 14-15 — Poland Spring, Me. | 


Main state safety conference, 





Indiana Automobile Dealers 








TON COtJe+ 


School Safety Patry 1 
as 


IN THE INTEREST OF SAFETY—Ford dealers in Fulton county, Georgia, which covers the 
Greater Atianta area, have presented the county's school safety patrol a Custom Tudor V-8 


to be used in promoting school patrol work. 


patrol; R. H. East, Ford Atlanta district sales manager, and J. 


Lt. L. B. Eason of Fulton county 


Left to right: 
L. Hurst, manager of the 


truck and fleet sales department for Ford Motor in the Atlanta district. Dealers nermeraee 


were as follows: 


Motor Co., Fairburn; Wade Motor Co., Atlanta; 
East Point. 


Co., North Roswell, and East Point Ford Co., 


Conn. Safety Biliboards 
Donated by Ad Group 


More than 50 billboards carrying 
suggestions for highway and gen- 
eral safety along Connecticut's 
heavily-traveled roads have been 
donated by the Outdoor Advertis- 
ing Assn. 


Ernest G. Beaudry, Inc., Atlanta; Burke Motor Co., Atlanta; Grady Coo 


rost Motor Co., Atlanta; Roswell Motor 





will be changed every month to 
meet changing conditions, bear the 
signature of Gov. Chester Bowles. 

William M. Greene, director of 
the state highway safety commis- 
sion, said the billboards are fur- 
nished at no cost to the state as 
part of the Outdoor Advertising 


These safety messages, which! Assn.’s public service program. 

















AVAILABLE 


NOW 


Top Auto Agency Locations 


WITH 


HALF-MILLION GROSS POTENTIAL 


Located in Oak Ridge (Tenn.) which is a nat- 


ural Automotive Market. 


spent over $2,500,000 


Last year, Oak Ridgers 


in their community for 


Autos, Repairs, Gas, Oil, etc. 


These two top automotive locations enjoyed a 


gross volume in excess 


each in ‘48. 


of ONE-HALF MILLION 


Properties are ideally situated to serve Oak 


Ridgers—ample drive-in parking facilities are 


provided—buildings were specially designed 


for automotive use—are completely sprinklered 
and contain 16,000 and 17,600 square feet, 
respectively—have attractive Show Rooms and 


Offices, with large Service and Parts depart- 


ments. 


Proposals will be received on these properties until September 15, 1949— 


potential possibilities warrant investigation by those with desirable automo- 


bile dealer franchises and sound financial background. 


ACT NOW! 


PHONE — WIRE — OR WRITE 


Commercial Realty Division 


ROANE-ANDERSON CO. 


P.O. BOX 456 - 


OAK RIDGE, TENN. 


PHONE 5-4361, EXTENSIONS 194, 195, 196 
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FOR BARTER OR WORSE—Jim Moran, the 
man who sold an ice box to an Eskimo, set- 


ting up shop on the tail gate of a Kaiser 


Traveler. This time Moran is off on a 100-day, 
44-state junket in which he will stop and swap 
for almost anything. Proceeds from his na- 
tionwide bartering will be donated to a 
medical fund. Most of the stops on his 44- 
state itinerary will be, by appointment, at 
Kaiser-Frazer dealerships. 


GM Profit 


(Continued from Page 2) 


763,672, equivalent to $4.55 per share 
of common stock. 
* ° . 

5 EN the volume of sales is 

higher than the average vol- 
ume determined for a given period, 
profits at the higher volume exceed 
the average profits for the given 
period by a greater percentage than 
sales do,” the report said. “Simi- 
larly, when sales are below the 
average, the decline in profits is 
greater than the decline in sales. 

“This is so because of the large 
element of fixed costs such as those 
for organization, tools, depreciation. 

taxes, etc., which continue regard- 
less of volume. There is need of 
high earnings in periods of high 
volume to offset low earnings in 
periods of low volume in order that 
average earnings over a period of 
time may be at a reasonable level.” 

Cautioning against projecting 
volume and profits over a long per- 
iod on the basis of results for the 
second quarter or first six months 
of 1949, the report pointed out that 
there were no car model changes tc 
restrict production during the sec- 
ond quarter and that sales hac 
benefited from a continued large 
backlog of deferred demand. 

While demand for General Mo- 
tors passenger cars, trucks and 
Diesel locomotives remained 
strong, the report said, sales of 
Diesel engines for other purposes 
declined somewhat, the supply 
of household appliances substan- 
tially was meeting demand and 
sales of automotive replacement 
parts tapered off from the ab- 
normally high levels of earlier 
postwar years, 

“Sooner or later, and in all proba- 
bility by the end of the year, motor 
cars and other General Motors 
products will be, generally speak- 
ing, in ample supply,” the report 
added. “Then General Motors can 
produce only to the extent that its 
sales can be supported by current 
economic activity, and profits will 
be affected accordingly.” 

The report expressed confidence. 
however, that when the backlog of 
deferred automobile demand has 
been satisfied General Motors pro- 
duction can be maintained at »e 
level higher than prewar because 
of the growth of the overall 
market. 

The record sales of 791,596 cars 
and trucks during the second 
quarter of 1949 compared with the 
previous high of 757,505 in the sec- 
ond quarter of 1941, 











WASHINGTON. — The dominant 
position of General Motors allows 
the corporation to exercise control 
over competitive prices and pro- 
duction, a CIO economist asserted 
last week. 

The charge was made by Everett 
M. Kassalow, associate director of 
CIO research, in testimony before a 
House Judiciary Committee inves- 
tigation into business monopolies. 

Kassalow said GM occupies a 
policy-making position for its in- 
dustry by its “very size and com- 
petitive strength.” 

“What General Motors decides 
about its 1950 plans, so far as 
budget-making is concerned,” he 


For a discussion on the CIO’s 
“cockeyed thinking,” see “Edge- 
wise” on page 4. 


said, “will to a significant extent 
largely determine what will happen 
to production, prices and employ- 
ment in the automobile industry.” 

The CIO official maintained that 
competitors of GM or U. S. Steel 
could not make price cuts and ex- 
pand production volume even if the 
two large corporations were to 
budget for a low output and a 
relatively high price for a given 
year. 

“Could Studebaker, Hudson, 
Kaiser-Frazer, and even Ford or 
Chrysler, long lead GM in serious 
price-cutting?” he asked. “No. 
We believe the evidence will bear 
out our contention that the very 
position of these corporate lead- 
ers, some of whom we have al- 
ready mentioned, without the 
necessity of collusion has the 
effect of administering prices and 
production.” 

Kassalow urged that the mono- 


Israel to Import 
$4 Million in 
Ford Products 


TEL AVIV.—Ford Motor Co. has 
agreed with the Israeli government 
to bring an initial consignment of 
$4,000,000 worth of cars, trucks and 
parts to this country, the New 
York Times reports. 

It is understood that General 
Motors is about to enter into nego- 
tiations for a similar deal. 

The $4,000,000 for the first Ford 
shipment will be paid for in part 
by an Import-Export Bank loan, it 
was announced. 

Ford has agreed to take 40 per- 
cent in cash with the balance pay- 
able in three years at 2% percent 
interest per year. About 1,800 Ford 
cars, trucks and buses will be sold 
to Israel. 





Car Costs Calif. Tourists 


12% of Total Outlay 


LOS ANGELES.—Of every 
$100 which out-of-state visitors 
spend in Southern California, 
$12.40 goes for automobiles, ac- 
cessories, repairs, gasoline, etc. 
The boost for sales which the 
tourists brought these businesses 
last year in Southern California 
was over $50,000,000. 

This is revealed in a study of 
the money-spending habits of 
pleasure travelers made by the 
Eberle Economic Service, The 
study was released by the All- 
Year Club of Southern Cali- 
fornia, Ltd., the area’s travel 
advertising organization. 





THE SCENICRUISER—It is a 43-passenger coach. Passengers ride above the level of pass- 
Ing cars in an air-conditioned, wide-vision cabin which is wired for music. The bus is only 
one foot higher and five feet longer than present coaches on the road. (Acme photo). 


GM Runs the Industry? 


So Asserts CIO Economist in Testimony 
Before House Monopoly Probe 






poly inquiry be broadened to in- 
clude the general wage-price-profits 
relationships of industry, in line 
with the long-time position of the 
CIO. 


Goodrich Claims 
New Technique 


Improves Tires 


AKRON.—The development of a 
successful method for building 
tires of nylon cord without the use 
of restricting cross threads to space 
the cords has been announced here 
by B. F.. Goodrich Co. 


Advantage of the method, com- 
pany engineers state, is that it 
permits the cords to flex rhythmic- 
ally under the normal stresses and 
severe road shocks of driving. As 
a result, all cords are said to carry 
their full share of the load and 
impact, with an appreciable gain in 
tire mileage, safety and riding 
comfort. 

The use of cross threads, or 
wefts, an almost universal practice 
in the tire industry, reduces the 
efficiency of the working cords, 
according to B. F. Goodrich 
engineers. 

Sole purpose of the cross threads, 
they state, is to bind the cords into 
a loose, net-like fabric, for ease of 
assembling in the tires. The threads 
carry no load themselves, B. F. 
Goodrich’s engineers claim, and in- 
terfere with the action of the cords 
by impeding flexing. They are also 
said to cause bunching or gapping 
of the cords, and other irregulari- 
ties, with the result that some cords 
are overworked while others are 
“slackers.” 

Goodrich spokesmen predict that 
all the major tire companies event- 
ually will adopt the “rythmic-fiex- 
ing cord” principle because of its 
many advantages in manufacturing 
as well as in tire efficiency and 
uniformity. Chief obstacles are 
technical production problems and 
the vast investment required. 


Olds ‘Promotes 
Dobbs, Ekblade; 
Johnson Shifted 


LANSING.—J. J. Dobbs, formeriy 
general service manager for Olds- 
mobile, has been named adminis- 
trative assistant to G. R. Jones, 
Oldsmobile general sales manager. 

‘ iY 





J. J, Dobbs H, R, Ekblade 


Dobbs succeeds L. L. Johnson who 
was named Oldsmobile zone man- 
ager in Philadelphia. 

Harry R. Ekblade, assistant gen- 
eral service manager for Oldsmo- 
bile since May, 1947, has been pro- 
moted to succeed Dobbs, Jones also 
announced. 

Dobbs has been with General 
Motors since 1926. That year he 
joined Chevrolet as service pro- 
motion representative with head- 
quarters in Detroit. He transferred 
to Oldsmobile as general service 
manager in 1933, the position he 
held at the time of his promotion. 

Ekblade has been with Oldsmo- 
bile field service operations since 
1935. He started as field service 
representative in New York, and 
successively held positions of fac- 
tory school instructor, zone service 
manager and parts and _ service 
manager. 


Spain May Get Fiat Plant 





OTTAWA.—A plant of the Fiat 
Co. will in all probability be built 
in Barcelona, Spain, states an offi- 
cial source of the Italian govern- 


»|}ment here. An agreement is said 


to have been reached with Spanish 
interests and the plant will be ca- 
pable of producing 10,000 cars a! 
year. | 





DEALER CORT'S REAL GARDEN IN SHOWROOM—Wesley Cort, Chrysler dealer in 


Rockville Center, Long Island, N. Y., has a real garden and orchard in his showroom. At 
the upper right-hand corner is shown one of the trees in full bloom. The flowers in the 
windows also are growing. The effect is exceptionally pleasing and serves to bring prospects 
into the place, Cort states. 





11% Millionth Postwar Car 
Due for Sale in August 


(Continued from Page 1) 


shortages prevent the factories 
from hitting their stride. 

The year was, if anything, a 
model for consistency, New-car 
sales only once departed from the 
200,000’s. In December, 1947, 
there were 312,263 new automo- 
biles registered. 

Every other month in 1947 was a 
200,000-car month, ranging from 
209,063 in January to 290,226 in 
April. 

Consistency departed in 1948, to 
be replaced with a much-higher 
monthly sales average. Strikes were 
still around to cause highs and lows 
on the sales chart, plus something 
new in the shape of model changes. 

+ * * 


Darts the mountain-range ap- 
pearance of the sales chart for 
the year of 1948, dealers managed 
to deliver 3,490,952 new automobiles. 
That total was good enough to 
make the year the third highest 
enjoyed by new-car sellers since 
1929. 

It also surpassed handily the 3,- 
167.231 new cars delivered in 1947, 
which wound up as the seventh 
highest selling year since 1929. 

This year (1949) started out on 
a low note, caused by buyer re- 
sistance as well as changeover to 

new models. 

New-car sales dipped to 273,161 
units in January this year and then 
fell to their lowest point in seven 
months in February when only 
258.218 new automobiles were sold. 

Beginning in March, however, the 
sales curve climbed sharply, reach- 


Used Cars 


(Continued from Page 1) 


$527. Other changes show ’49s down 
$4, to $1,979; ’47s down $4, to $1,206; 
’46s down $2, to $1,042, and ’40s 
down $4, to $435. 

Used-car prices hit their low 
point this year in the middle of 
May when the average price was 
$1,160. Since that time they have 
climbed steadily, until last week 
when they averaged $1,265. 

The $2 drop registered in the 
averages last week was the first 
break in almost three months. 
Compared with mid-May prices, the 
week’s averages showed 1947, 1948 
and 1949 models higher in price, 
while all others were lower. 





ing a lofty peak of 446,251 new-car 
sales in May. There was a slight 
leveling off in June as a result of 
the Ford strike in May. 

ad * od 


Ta public’s new-car fever raged 
on in July, and the production 
schedules set up by car-makers for 
August indicate a belief that it will 
continue this month. 

Less than four years have elapsed 
since the first postwar car was 
delivered to a non-military buyer. 
It’s entirely possible that before the 
fourth anniversary of that event, 
dealers will have sold 12,000,000 
postwar automobiles. 

There is a good basis for the 
belief that new-car sales this year 
will hit the 4,000,000 mark, barring 
a serious buyer resistance this fall. 
Such a figure would establish a new 
standard of sales performance and 
replace the present maximum of 
3.880,206 new automobiles sold in 
1929, 


Two Appointed 
Zone Managers 


By Hudson Sales 


DETROIT.—Two new zone man- 
agers have been appointed by Hud- 
son Sales Corp., according to N. K. 
VanDerzee, sales vice-president of 
Hudson Motor Car Co, 

E. A, Jacquemart was appointed 
manager of the company’s Los An- 


f 


L, A, Wehde E, A. Jacquemart 
geles zone, VanDerzee said, re- 
placing Boxley H. Cole, who has 
assumed special assignments. 

Named manager of the Buffalo 
zone was Louis A. Wehde, suc- 
ceeding R. F. Menow, who resigned. 

Wehde had been assistant zone 
manager at Minneapolis, while 
Jacquemart had been managing the 
Portland (Ore.) zone. 





ToRs & 
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NEW HOME FOR TRIANGLE—Triangle Motors, Inc. (K-F), recently moved into its new 
$90,000 building at Jacksonville, Fila. The modern service and display structure of concrete 
block and stucco has two stories with 14,000 square feet of floor space. Triangle, headed 
by M. J. Keys and Robert J. Dill, distributes Kaiser and Frazer cars in Jacksonville and 3! 


Florida and Georgia counties. 
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As Changeovers Start . .. 





First 50 Cars Eyed 
For Price Trend 


(Continued from Page 1) 


ment were Ford Motor Co., Hud- 
son, Kaiser-Frazer, Nash, Pack- 
ard and Willys-Overland, as well 
as the British export makes. 


Effect of some of these first-half 
trims was to depress several makes 
in the competitive price scale and 
sharpen the sales battle all along 
the line. Introduction of the 
cheaper Buick Special, slated to be 
in the Dodge-Pontiac price class, 
will heighten the price rivalry still 
further. 

> * * 
— way it shapes up now, the 
final quarter of the year will be 
crowded with Big Three model 
announcements. 

Another General Motors show is 
slated for New York’s Waldorf- 
Astoria hotel in January, indicating 
that the five GM car divisions will 
have completed their debuts by 
New Year’s. 

Buick is expected to bring out 
new Super and Roadmaster lines 
before long. New Cadillacs and 
Oldsmobiles, probably featuring 
adaptation of the new B body used 
on the 1950 Buick Special, are to 
follow. The year-end holiday period 
will usher in new Pontiacs and 
Chevrolets, along with these makes’ 
hardtop convertible jobs. 

New Lincolns and face-lifted 





For Their New Car Advertising 
© Critical Craftsmanship from 
Designer to finished Product 
© Triple-plate Chrome Finish 
@ Life-of-Car Durability 
© Customer Eye Appeal 
®@ New Low Prices... 


Write TODAY for beautiful full- 
size FREE SAMPLE . . . Yours to 
keep and compare! 

@ NO OBLIGATION @ 


Stemac .. 2409 151» sr. 
DENVER 11, COLORADO 
DISTRIBUTORS WANTED 


LEARN TO REPAIR 


POUR VEG 


TRANSMISSIONS 
TRAIN AT FAMOUS C.T. 1. 


Thousands of cars equipped with automatic 
transmissions are rolling off the assembly 
lines. But are you equipped with the special 
training necessary to make repairs on auto- 
matic drives? If not, you're missing the 
chance of a lifetime to earn top wages! Learn 
this phase of mechanics by training at C.T.I. 
for a few weeks. Our course covers Hydra- 
Matic, Dynaflow, Fluid Drive, etc. G. I 
approved, Finance plan for non-vets. Mail 
coupon for free information. 
EMPLOYERS—Call on us for 


trained mechanics 
Sea ee eee eee eee ee ee eee, 








© Commercial Trades Institute, Dept.B-32-48 
8 1400 W. Greenteaf, Chicago 26, I. 4 
§ Send free illustrated Brochures and other § 
§ information about the field I have checked g 
8 below: 

8 © Automatic Transmission [ Automotive 
8 Mechanics () Body-Fender Rebuilding 1 
© O60. § 
© SANG. clincinidiliniianidahenniaeiaman a 
§ City State + 
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DIRECT — ADDRESSING SERVICE 





Ry| AUTOMOTIVE 
y. SERVICE 
‘2 “SHOPS 


“The Master Mailing List’ 







pl 

Most complete, most accurate, mos? 
effective Automotive Service Shop 
Mailing Lists available — at lowest 
rates. Used regularly by large direct 
mail advertisers. Over 143,000 verified names 
incl. 47,000 Car Dealers; 75,000 Repair Shops; 
12,000 Fleets; 8,000 Automotive Jobbers. Ad- 
dressing to any shop classification by states. 
Write for detailed state counts, rates—complete 
folder FREE on requesk 


MOTOR SERVICE 542, W, WASHINGTON st. 


CHICAGO 6, ILLINOIS 



























Mercurys and Fords are antici- 
pated early in the football sea- 
son, Several changes were made 
in Lincoln trimwork in June 
when Hydra-Matic drive was 
made optional on the standard 
and Cosmopolitan series. 

Chrysler Corp. is reportedly 
readying design changes for the 
last quarter, with the exact dates 
contingent on autumn sales. The 
new Plymouth Deluxe two-door 
sedan may be kept in production 
unchanged while other Chrysler 
products undergo restyling, accord- 
ing to Detroit reports. 

It may be next year, if then, be- 
fore the smaller models rumored in 
the works at Hudson and Nash are 
in dealers’ showrooms. Design al- 
terations on both Nash and Hudson 
for 1950 are not expected to be 
extensive. 

a” o * 

Hoe” much prices may be low- 

ered on the 1950’s and in fact 
whether prices will drop at all, 
cannot be foretold with any confi- 
dence of accuracy at present. There 
are too many variables in the situ- 
ation. 

For example, the outcome of the 
Ford and Chrysler wage negotia- 
tions will be vital to pricing policy 
because it will determine labor 
costs for another year or more, 

General Motors faces another 
possible wage adjustment dat: 
Sept. 1, when its cost-of-living esca- 
lator scale will be re-examined in 
the light of the government’s July 
15 price index. A third slice in pay 
scales probably would bring a third 
GM price reduction. 

New-car sales are another 
factor. Most makers have plan- 
ned booming production sched- 
ules for August in anticipation 
that the lofty sales plateau of 
the past five months will ride 
deep into autumn, 

Should buying demand suffer a 
seasonal drop sharper than most 
makers expect, price cuts may be- 
come necessary to move dammed- 
up stocks before the new models 
roll out, 

Another price-cut tree might 
spring up from the same high- 
volume root, if the increased sched- 
ules are of sufficient magnitude to 
result in reduced manufacturing 
costs, Sustained volume production 
was instrumental in prewar cost- 
cutting drives. 

Then there is the materials cost 
trend, which has been on the down- 
side for nearly every item except 
steel. No decisions towards possi- 
ble decreases 1n the cost of steel to 
auto makers is foreseen before the 
President’s factfinding board comes 
up with its report on the steel pen- 
sion-wage dispute next month. 

—Mac Gorpon 


Tucker Attorney 
Demands Perusal 


Of SEC Report 


CHICAGO.—Indicatir.g that a lo: 
of legal maneuvering wil! feature 
the trial of Preston Tucker and 
seven others in U. S. District Judge 


8} Walter J. La Buy’s erurt, Frank J. 


McAdams, counsel for Tucker, has 
demanded perusal of the “confi- 
dential” SEC report from which the 
grand jury and the Department of 
Justice secured information. 

The request was opposed by U. S. 
Attorney Otto Kerner jr., where- 
upon Judge La Buy gave Kerner 
a week to file an answer to the 
McAdams petition, and promised an 
early ruling. 

McAdams contended that he has 
a right to see the SEC report as an 
aid in preparing a defense. He said 
it cannot be regarded as “confi- 
dential,” since a Detroit newspaper 
and a national magazine have pub- 
lished its main contents. 

After hearing arguments on the 
motion of Tucker attorneys that 
they be granted to right to peruse 
the SEC report, Judge La Buy said 
Thursday that he will issue his 
ruling Aug. 11, The U.S. attorney’s 
assistants continued their vigorous 
objection to releasing the report to 
Tucker or other defendants. 





SPIC AND SPAN SERVICE SETUP—Oldsmobile’s dealer in Allentown, Pa., Ruhe Motor 
Corp., is now doing business in a completely new, spacious structure. 


Independent-Shop Program 
Expanded by Chevrolet 


San Francisco and 1,250 in Seattle. 
Boston accounted for 2,000. The Los 
Angeles attendance topped 6,800 
and approximately 6,000 packed the 
White Plains (N. Y.) community 
center. 


DETROIT.—An expanded pro- 
gram to explain the advantages of 
Chevrolet service standards to inde- 
pendent service establishments has 
been announced by the division, 

The plan represents an elabora- 
tion of a series of meetings inau- 
gurated several months ago for 
large cities by William G. Power, 
head of the metropolitan city de- 
partment. 


A staff of 18 speakers is now 


operating in the field with an ob- 
jective of covering 400 centrally- 
located points within the next year 
and acquainting independent serv- 
ice-station owners with Chevrolet 
merchandising ideas. 

Although the new program is 
only a month old, the company said 
35,000 already have attended ses- 
sions. In cities where servicemen 


have become familiar with the pro- || 
frequently have}, 
been limited by the size of the 


cedure, crowds 


auditorium, it was stated. 


More than 1,000 turned out in|’ 






Diesel Economy 
Cited by Mack 
On Long Hauls 


DETROIT.—“There is only one 
virtue to a Diesel engine and that 
is fuel economy; there are no 
others,” said A. G. Crockett, direc- 
tor of market research for Mack 
Trucks, at a demonstration meet- 
ing here last week. 

Speaking before 400 haulers, 
Crockett related that since fuel is 
one of the largest operating ex- 
penses today, an operator whose 
trucks run up many miles each 
year can save thousands of dollars 
annually by installine Diesels. 

“However,” he said, “only these 
certain operators can profit from 
Diesels. The rest should stick to 
gasoline.” 

The presentation featured ex- 
hibits of three new Diesel engines 
as well as cutaway views of the 
engines and transmissions. 

Crockett is taking this exhibit 
on a five-month tour of the nation 
to explain virtues of the Diesel to 
operators. David C. Fenner, vice- 
president of Mack, attended the 
: Detroit meeting. 

—Tom Hewitt 


Arrowhead Will Build 


Rubber Plant on Coast 


DOWNEY, Calif—Contracts have 
been signed by National Motor 
Bearing Co. for the erection of a 
half-million-dollar Arrowhead Rub- 
ber plant on an eight-acre site 
here, it is announced by Lloyd A. 
Johnson, president of National, of 
which Arrowhead is a subsidiary. 

Arrowhead’s present plant, lo- 
cated in the industrial section of 
Los Angeles, will be abandoned and 
all operations transferred to the 
new plant in Downey. The plant 
will be housed in two structures 
with an aggregate area in excess 
of 62,000 square feet, Construction 
contracting firms have promised 
that operations can start at the 
new plant four months after 
ground-breaking, Johnson sa!d. 


Yetter Takes Deal 
Lloyd J. Yetter, trading as Yet- 
ter Chevrolet Co. has _ been 
appointed a dealer in Beavertown, 
Pa. 





COLUMBUS, O.—Materials of 
Clipper Coach Co. at Tippecanoe 
City, O., have been moved to the 
plant of Ironwood Trailer Co. at| Portland, Ore., Aug. 15-17. 
Tronwood, Mich. The plant was 
closed in May. C. R. Carlson, who 
was in charge of the plant, has 
gone to Ironwood. 


William Ullman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the nation’s capital every week, 





29 
Retail 


(Continued from Page 8) 


car manager and he must prove to 
'you over a period of months that 
he is capable of taking used cars 
in right. He must be able to get 
© |them' reconditioned immediately 
»|and dispose of them within the 
_ | specified time at a break-even price 
or reasonable loss, depending on 
the tradein allowance. 


Also, don’t overlook the value of 
the retail used-car sale contact in 
furnishing you with an opportunity 
to cash in on additional sales and 
profits in almost every department 
of your business, and especially in 
service, parts and accessories. 

As you know, the latter items 
are so important in building: up 
your percentage of overhead ab- 
sorption. There is nothing nicer 
in a new-car business than when 
those items top the 100 percent 
mark. 

Next Week: Another article in 
the series. 


SAE to Hear Report 


On New Brake Drum 


FARMINGDALE, L. IL, N. Y. — 
Charles E. Stevens jr., chief engi- 
neer of the Al-Fin division of Fair- 
child Engine and Airplane Corp., 
will present a paper on “Design 
and Development Considerations of 
a Bi-Metallic Brake Drum” at the 
national West Coast meeting of the 
Society of Automotive Engineers in 


Clipper Stock Moved 


Stevens will deliver his talk be- 
fore a session of truck, trailer and 
bus design and maintenance engi- 
neers Aug. 16 at 2 p.m. He recently 
designed and developed a light- 
weight bi-metallic brake drum, re- 
portedly capable of extremely rapid 
heat dissipation. 











Up to 60” Discount 


LINCOLN — MERCURY 


Parts Accessories 


ek we * * 


COMPLETE STOCK 
Fast and Slow Moving Parts 


x kK %& * 


PHONE, WRITE or WIRE 
PARTS MANAGER 


MAYFLOWER MOTORS INC. 


1125 15th ST. N.W. WASHINGTON, D.C. 


RE. 0303 


Lincoln-Mercury Dealer 


REST 
COVERS 


For All Makes of Cars 


Custom type, designed to fit individual arm rests. Easily installed—attach with- 
out removing from door panel. A simple, inexpensive method of reconditioning 
auto arm rests. Leatherette top, cloth sides—finely stitched, giving original 
appearance. Specify make and model when ordering. 


Price — $6.30 Per Dozen 


(Including tax) 


Order One or More Dozen Now 
Save postal charges by forwarding check with order; otherwise we ship ©.0.D. 


GARDNER UPHOLSTERY SERVICE 
29 WHITING LANE WEST HARTFORD, CONN. 











30 AUTOMOTIVE NEWS, AUGUST 1 


, 1949 





Reuther Enters Sessions, Pay Issues Up. . . 


Ford Talks Down to Brass Tacks 


,as to gauge the workers’ feelings | a complete deadlock in the negotia- 


team was awaiting the outcome of | about another strike against Ford | tions. 


the Ford sessions. | this year. 

Union officials denied reports 
that the strike vote request was 
a “stalling move” aimed to set 
off a series of delaying tactics 
pending resolution of the steel 
pension-pay controversy in Sep- 
tember. President Truman’s fact- 
finding board in the steel dispute 
opened preliminary meetings last 
week. 

Ken Bannon, the UAW’s national 
Ford director, said the union would 
not wait for the report of the steel 
factfinders before deciding whether 
to strike at Ford. 

Reuther was reported to have 
received the go-ahead to press the 
Ford negotiations in a conference 
with CIO President Philip Murray 
10 days ago, Murray is also presi- 
dent of the CIO United Steelwork- 
ers, whose conflict with the steel 
industry is under the factfinding 
board’s scrutiny. 

+ * * 


hoe all intents and purposes, both 
Ford and the union were still 
“standing pat” on their previously 
announced economic positions fol- 
lowing Wednesday’s session. 

The company had flatly refused 
union demands for a $100-a-month 
pension program, a social-security 
health fund and living-cost wage 
increases. The union had in turn 
spurned the Ford plan to hold the 
line on wages for 18 months, with 
an option making possible renego- 
tiation of pay scales in the event 
of sizeable cost-of-living fluctua- 
tions. 

The union’s request for a state- 
conducted strike vote followed a 
ruling by the Michigan state su- 
preme court that last year’s 
Chrysler strike was illegal be- 
cause the UAW icnored the law 
providing for such employe bal- 
lots. 


Under terms of the state’s Bo- 
nine-Tripp act, the vote must be 
conducted within 20 days after it 
is requested by the union. This 
would mean a deadline of Aug. 10 
in the Ford case. 

* * * 


[THe last company offer must be 
printed on the strike ballot uvon 
request of either company or union. 
There was speculation last week 
that the company might make a 
nominal wage proposal in time for 
it to be included on the ballot, so 





(Continued from Page 1) 


ers live in Michigan and would fall | he said. 
under the scope of the state’s | ee ® 


strike vote. There are 26,000 hourly- | Des Moines Shops Shut 


jrated Ford employes in branch | 
| plants outside of Michigan. | By Pay Demand Strike 
Strike votes have been taken 
by all the UAW’s Ford local 
unions, with results claimed to be 
7-to-1 in favor of a walkout. The 
UAW did not ask for a state 
strike ballot when it staged its 
speedup walkout at the Rouge 
and Lincoln-Detroit plants in 
















































cal No, 254, International Assn. of 


the Des Moines Automobile Dealers 
Assn. at the expiration of their con- 
tract July 15. 
May For more than 12 years the con- 
- ‘ tract had existed between the deal- 
pistes aane scamaet ah nek tienes | association and the union and 
oe alesis laa terms of the contract had always 
been negotiated as a group. 
This year the only official de- 


Wisconsin Carriers Set 


Convention for Sept. 12-13 | 3 °55-cent hourly increase, 
MADISON, Wis.—The state con-| holidays and additional 

vention of the Wisconsin Motor | benefits. 

Carriers Assn. will be held at Lake| since the strike started the local 

Delevan Sept. 12-13. | federal conciliation service has held 


six paid 
vacation 


National leaders of the trucking | meetings with representatives of 
industry will appear at the meeting,|the dealers’ association and the 


according to E. J. Konkol, associa-|union. Little or no progress has 
| been reported. 


How They Look Now 


tion manager. 


PRA IN 





FLORIDA-STYLE—Sala Motors (DeSoto) recently opened this new sales and service dealer- 
ship in Panama City, Fla. The white walls reflect the Florida sun. The one-story sales 
building has large windows around three sides. 








WARNING! 
We ask that all firms, especially those 
in Chicago, Detroit and California, take 
notice that the undersigned will prose- 
cute all infringements on its NO*MAR 
Gasoline Door Guard. We suggest that 
buyers, before placing orders for any 
type gasoline door guard, make a com- 
parison with the GENUINE NO*MAR 
Gasoline Door Guard, Pat, No. 2467001. 


{f your jobber cannot supply you, write 
direct for complete information 
and prices, 

ALLEN PRODUCTS CORP. 
2243 EAST STATE FAIR AVE, 
DETROIT 34, MICH. 


NO*MAR 
GASOLINE DOOR GUARD 


THE HOME OF WRIGHTSON MOTOR CO.—Situated in one of the two Virginia counties 
north of the Capes, this Chrysler dealer of Accomac, Va., is on the famous Ocean a gue 
that connects New York, Philadelphia and other Atlantic Seaboard cities with Norfolk, via 
the ferry across the mouth of Chesapeake Bay. William K. Wrightson, the owner, is a former 
service representative for one of the largest auto manufacturers. 

















WINTERS' FIRM IN ST. LOUIS—North Side Motors (Studebaker) has established head- 
quarters in this new buiiding at 4232 Natural Bridge Ave. The structure measures 65 by 120 
feet, and total frontage, including the adjoining used-car lot, amounts to 170 feet. Building, 
land and equipment represent an investment of $100,000. John F. Winters is president. 












nt 


@ This chrome-plated NO*MAR Guard for 
fender gasoline doors protects the finish 
and adds to the beauty of the automobile. 

®@ Eliminates damage to fender by gasoline 
hose nozzles. 

@ Manufactured for ali cars that have gaso- 
line door on rear fender. 

® Alert dealers will want to offer this year- 
‘round money-maker. 

® Retails at $1.50. 

If your jobber cannot supply you, write the 

factory and we will ship through our 


authorized jobber nearest you. 
ALLEN PRODUCTS CORP GENEROUS USE OF GLASS—This building was recently completed by Warner Young Co. 
+ | (Lincoln-Mercury), 826 Touhy Ave., Park Ridge, Ill. Use of glass across the front and along 
2243 East State Fair Ave. Detroit. 34, Mich. | the side of the showroom permits full view of display cars in the daytime and modern over- | 
| Read lighting with distinctive neon signs show them to good advantage at night. L 











Negotiations probably will | 
;continue through the election per- | 
| Approximately 80,000 Ford work-|iod and for some time thereafter, | 


DES MOINES.—Members of Lo- | 


| Machinists, went on strike against | 


mands made by the union were for} 


~| “Oldsmobile started its 


| 





\ 


“I thought there was a catch to 
| this promise of immediate delivery. 
|He wants a down payment!” 


Oldsmobile Uses 
Demonstrators to 


Plug Series 88s 


| thousands of motorists have visited 
| Oldsmobile dealerships throughout 
the nation to drive the company’s 
Series 88 model now being featured 
}in a demonstration campaign that 
will reach more than one million 
| drivers, G. R. Jones, general sales 
|manager of Oldsmobile, announced 


here, 

‘Make a 
| Date with the 88’ campaign during 
|the latter part of June,” Jones ex- 
|plained, “following a nationwide 
|series of sales promotion meetings 
|for Oldsmobile dealers. 

Currently the division is ap- 
proaching the half-way mark in its 
quest of 1,000,000 test demonstra- 
tions. The campaign will run for 
12 weeks, concluding in mid- 
September. 

“Demonstrations are being given 
by our dealers under all kinds of 
driving conditions,” Jones_ said. 
“Among favorite test locations are 
steep city hills, long grades in 
mountainous areas, congested 
metropolitan streets, and hot desert 
runs. 

“Many dealers report that motor- 
ists have come to demonstration 
appointments in a mood of sup- 
pressed excitement, eager to try 
favorite test hills or long stretches 
of highway where performance of 








the 88 has already earned it an 
outstanding reputation locally,” 
Jones said. 


In order to “Make a Date with 
the 88” a motorist is urged to con- | 
tact his local Oldsmobile dealer | 
and arrange a satisfactory time for 
the demonstration ride, Jones 
stated. There is no obligation of 
any kind, he emphasized. 


Merrin Heads Up 
3d K-F Regions 


WILLOW RUN. 
ment of John W. 
sional manager 
regions, Cincin- 
nati, Cleveland 
and Detroit, is 
announced by 
Walter deMartini, 
sales vice-presi- 
dent. 

Merrin, who 
joined K-F last 
November as 
manager of sales 
training, will i 
have headquart- ; 
ers in Detroit. He o. W. Merrin 
has been in the automobile industry 
since 1915, serving Packard, Gen- 
eral Motors and Studebaker. For 
Studebaker he was a regional sales 
manager at South Bend, San Fran- 
cisco, Cleveland, Chicago and Cin- 
cinnati. | 


-The appoint- 
Merrin as divi- 
for three sales 





Campbell Takes Over 
Rollins Engine Assets | 


BOSTON.—Neil C. Raymond, | 
president of A. S. Campbell Co.,| 
Inc., Boston, has announced pur- 
chase by a newly formed subsid-| 
iary of Campbell Co. of the assets 
of Rollins Engine Co. of Nashua, 
N. H. 

Rollins, since 1946, had been 
owned solely by Russell L. Sylves- 
ter. The new company will be} 
known as Rollins Engine & Ma-| 
chine Co., Inc., and will maintain | 
its present plant and organization | 
at Nashua with Sylvester as vice-| 
president and general manager. 








‘Wilson 


(Continued from Page 2) 


|sell for less than the Chevrolet. 

3. The corporation “won’t go too 

| far down the road” in leasing 
Hydra- Matic transmission § to 
competitors. Dynaflow rights will 
not be sold to other makers. 

| 4 GM is more concerned pres- 

j}ently with retaining its percentage 

|of sales (about 43 percent) than 

| boosting its share to 50 percent or 

| some higher level. 

5. The U. S. auto industry should 
|} manage to maintain an annual pro- 
|duction rate of 5,000,000 cars and 
trucks, provided there is a “reason- 
| able” export market. 

* + * 


yoo said that GM car pro- 
duction schedules were virtually 
at capacity and disclosed that 
|Chevrolet car output would be 
| stepped up even further with addi- 
|tion of second-shift operations at a 
branch assembly plant this month. 

The auto executive, speaking be- 


ifore a birthday luncheon attended 


LANSING.—In the past few weeks | by 250 industrialists, ridiculed fears 


that an economic depression was 
approaching. 

“I haven’t the slightest lack of 
confidence in the business pro- 
gress of our country, our social 
and economic progress, as long as 
your fellow citizens are willing to 
work for the things they would 
like to have,” Wilson declared. 

Other luncheon speakers included 
Charles F. Kettering, GM research 
consultant; W. A. Chryst, retired 
chief engineer of Delco Products, 
and Frank H. Irelan, general man- 
ager of Delco Products. Wilson is 
a former general manager of 
Delco. 

A feature of the three-day cele- 
bration was a parade of 30 cars, 
dating from 1899 to 1949, before the 
Delco annual employes outing. The 
original self-starter unit, the first 
product of the newly-formed Delco 
company in 1909, was on display in 
a downtown Dayton hotel. 





Pontiac Deal Goes 


To McLaughlin 


PONTIAC. — Resignation of 
Frank J. McLaughlin, executive as- 
sistant to the general manager of 
Pontiac, has been announced by 
General Manager Harry J. Kling- 
ler. McLaughlin, a_ veteran of 
nearly 40 years in the automotive 
purchasing field, has bought Jim 
Grier Pontiac Co., 3162 E. Jefferson 
Ave., Detroit, which he will operate 
as Frank McLaughlin Pontiac Co. 

Grier recently retired as presi- 
dent and general manager of the 
dealership due to ill health. He was 
a Pontiac sales executive until 1944 
when he resigned after more than 
25 years with Pontiac and General 
Motors. 

With his son, Frank jr., as an 
associate, McLaughlin will engage 
actively in the operation of the 
dealership. Martin F. Rummel will 
assume the procurement responsi- 
bilities at Pontiac previously car- 
ried by McLaughlin. 


Patent Granted Becker 


OTTAWA.—A patent has been 
granted here to John Edward 
Becker of Toronto for “fluid cir- 
culation control and _ reversing 
mechanism for fluid clutches.” 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry . an esti- 
mated more than 100,000 readers weekly! 





We fellows who fill the 
tanks are all talking 
about how another car is 
standard equipping with 
the whistling signal. 
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Reports From Various Areas .. . 





Auto Market Page 


Denver 
Demand for new cars in the Den- 


ver area continues strong. Total | 


passenger car sales in Denver dur- 
ing June were 1,271, compared to 
750 during the same month last 
year. 

The June total also was ahead 
of the May figure, which showed 
1,195 new passenger cars sold by 
Denver dealers in that month. 

Truck sales, however, contin- 
ued to register a decrease over 
last year. In June, 159 new trucks 
were sold by Denver dealers, 
while in the same month of 1948, 
192 trucks were sold. In May, 156 
new trucks were purchased from 
local dealers, against 240 during 
the same month a year ago. 

For the first six months of 1949 


Denver dealers sold 6,477 new pas- | 


senger cars, while during the same 
period of last year 4,584 new cars 
were sold. During the first half 
of this year 957 new trucks were 
sold in Denver, while during the 


same period last year total sales | 


of trucks numbered 1,325. 


Total sales of new passenger cars 
in Denver during June by make 
were: Austin, 1; Buick, 103; Cadil- 
lac, 27; Chevrolet, 325; Crosley, 4; 
Chrysler, 24; DeSoto, 24; Dodge, 87; 
Ford, 94; Hudson, 171; Kaiser, 9; 
Frazer, 2; Lincoln, 10; Mercury, 27; 
Nash, 41; Oldsmobile, 59; Packard, 
6; Plymouth, 139; Pontiac, 64; 
Studebaker, 49, and Willys, 5. 


* * * 


Alabama 


Registrations of motor vehicles 
in Alabama increased 46,457 units 
during the first nine months of the 
current fiscal year, compared with 
the previous year, revenue depart- 
ment records disclose. 

Total registrations for the first 
nine months of this fiscal year, end- 
ing Oct. 1, were 539,169, compared 
with 492,712 for the previous year. 

Privately owned automobiles 
climbed from 352,669 to 385,395, an 
increase of 32,726. Trucks regis- 
tered this year numbered 131,553, 
or 13,085 more than the 118,468 total 
for the same period in 1947-48. 

The total figure also includes 
hearses and ambulances, taxicabs, 
buses, trailers, motorcycles and 
tractors. Little change was shown 
in these classifications. 

* * + 


Lawrence, Kans. 


Dealers in this university city 
reported a gain over June a year 
ago of about 25 percent in new-car 
sales and 15 percent in used cars, 
with a 5 percent decline in new- 
truck sales. Used-truck sales were 
reported to be about 25 percent 
down from a year ago in June. 

Some dealers said that but for 
the decline in crop harvests, the 
car business would have been 
better. 

Some attributed the decline in 
service and parts business to the 
lessened number of students at the 
university. Most dealers predicted 
a gain in these departments this 
fall and winter after students re- 
turn. 

One of the Big Three dealers 
here reported his percentage gain 
in June over a year ago in new-car 
sales at 15.8 percent; used cars, 16.5 
percent. 

He also reported that new-truck 
sales over a year ago amounted 
to an 8 percent gain, while his 


, used-truck sales were 14.5 percent 
under a year ago. 

His service department showed a 
| loss of 11.4 percent, while his parts 

department showed a loss of 18.5 
percent. 
+ + + 
Birmingham, Ala. 

| New-car sales in Jefferson county 
(Birmingham), Ala., during June 
totaled 1,143 units, more than 100 
| under the May total of 1,255. 

Sales by makes during June 
| were: Buick, 70; Cadillac, 28; Chev- 
rolet, 388; Chrysler, 21; DeSoto, 28; 
| Dodge, 80; Ford, 177; Frazer, 4; 
| Hudson, 24; Kaiser, 18; Lincoln, 5; 
| Mercury, 29; Nash, 29; Oldsmobile, 


| 39; Packard, 18; Plymouth, 150; 
| Pontiac, 62; Studebaker, 70, and 
| Willys, 8. 


* * * 
Topeka, Kans. 


| Dealers here are optimistic about 
the future for new-car sales al- 
though most of them believe the 
| peak was reached in June and that 
succeeding months would, neces- 
| sarily, show lower sales totals. 
June business was excellent for 
|the majority of dealers. With one 
| exception, all of those interviewed 
| reported increases over last year. 

The lone dissenter said his 
June new-car sales were down 50 
percent below last year and 
used-car sales had declined one- 
third below June, 1948. 

Service revenue also declined 25 
percent for this dealer but his parts 
business increased 25 percent. De- 
spite these dips, this dealer said his 
business showed signs of improving 
“as all cars come into the buyer’s 
market.” 

At the other end of the business 
scale, another dealer reported new- 
car sales up 44 percent and used- 
car sales 77 percent better than 
June, 1948. 

This same operator said his 
new-truck department showed a 
23 percent gain in sales while 
used-trucks were off 33 percent. 
Service and parts declined 2 per- 
cent and 4 percent, respectively, 
at his establishment. 

Another firm reported a 15 per- 
cent gain in new-car sales and a 
25 percent increase in used-car 
turnover. Service and parts both 
declined 15 percent at this outlet, 
however. 

Still another dealer reported a 
gain of 20 percent in new-car sales 





although used-car sales dropped 20 
percent below a year ago. 

This dealer’s service income 
also increased 10 percent while 
his parts department was about 
level with last year’s figures. 

New trucks improved over May, 
the dealer said, adding that al- 
though used trucks had also in- 
creased in June, there was still a 
very slow market for them, 

This dealer said that trading was 
“getting tougher all along the line” 
and he reported that trucks were 
“particularly rough.” 

+ * * 


North Carolina 


June new-car sales in North 
Carolina dipped below the totals 
recorded in May and April of this 
year but were still more than 50 
percent above the June _ (1948) 
mark. 

New-car sales during the month 
numbered 6,638, against 4,011 in 
June, 1948, and 7,483 in May of this 
year. The total for the first six 
months of this year was 38,602. 

New-truck sales amounted to 

1,647 units in June, compared 
with 1,760 in the same month last 
year and 1,817 in May of this 
year. The total for the first half 

of 1949 was 11,059. 

New-car sales by makes during 
June were: Buick, 497; Cadillac, 
102; Chevrolet, 1,931; Chrysler, 128; 
Crosley, 12; DeSoto, 126; Dodge, 
347; Ford, 599; Frazer, 26; Hudson, 
188; Kaiser, 101; Lincoln, 49; Mer- 
cury, 94; Nash, 150; Oldsmobile, 
378; Packard, 172; Plymouth, 798; 
Pontiac, 537; Studebaker, 322; 
Willys, 60, and miscellaneous, 21. 

New-truck sales by makes were: 
Brown cab, 7; Chevrolet, 683; Cor- 
bitt, 2; Diamond T, 4; Divco, 4; 
Dodge, 183; Federal, 1; Ford, 270; 
GMC, 155; International, 116; Mack, 
40; Reo, 3; Studebaker, 104; White, 


| 20; Willys, 52, and miscellaneous, 3. 
+ * * 


Buffalo 
New-car registrations in Buffalo 
and Erie county during June 
climbed sharply to 3,186 units, com- 
pared with 1,993 in the correspond- 
ing month a year ago, according to 
the Buffalo Automotive Trade Assn. 
Registrations for the first six 


| months of 1949 totaled 17,243, com- 


pared with 13,415 in the correspond- 
ing period of 1948. 
June registrations according to 





make follow: Chrysler, 85; De- 


Report on June in Manhattan, Kans... . 


New-Car Sales Up; Others Down 


MANHATTAN, Kans.—A survey 
of car dealers here shows that dur- 
ing June new-car sales. either 
equalled or surpassed June, 1948 
sales, but that trucks and used cars, 
service and parts all suffered 
decreases, 


Of the six dealers checked, most 
felt that the new-car market would 
remain at the present level for 
some time, and that used-vehicle 
sales would continue slow. 

as + * 


dealer in a popular make re- 

ported that he was selling all 
the new cars he could get, and 
could sell more if he had them, In 
the used-car division, however, he 
said that sales were down. 

He stated that the new-truck 
market was saturated. Dealers of 





SHOWROOM FEATURES FULL DEPTH WINDOWS—Here is a view of the new sales and 


service buildin 


of Korst Chevrolet in Hamburg, N. Y. The service area of the large brick 


building extends a considerable distance to the right of the showroom and includes moder» 


facilities for servicing both cars and trucks. 





not-too-popular lines were mak- 

ing sacrifice sales in order to 
move the trucks. The situation 
was even worse in the used- 

truck field. 

This dealer reported that service 
sales were normal, but that smaller 
amounts per job were becoming 
prevalent. 

The parts department during 
June also held about normal, but 
new-motor sales were considerably 
less. 

This dealer’s opinion is that the 
new-car sales outlook is good for 
a considerable time. He believes, 
however, that all used cars and 
trucks must sell at lower prices. 


| 
* * * | 


A Be Three dealer reported that | 
new-car sales in June were | 
about the same as last year. The 
used-car sales figures, however, 
were down about 20 percent. 
New-truck sales also were | 

down. Compared with June a 

year ago, this department showed | 

a 30 percent decline. Used trucks | 
showed a greater decline, 50 per- 
cent, 

In the service and parts depart- | 
ment, this dealer reported a small | 
decline. 

His opinion as to the future out- | 
look is that there won’t be much 
change, | 

* * * 
Tae dealer in a medium-priced | 
make would not be a very true | 
picture, as June of 1948 was a bad | 
month for his company from the | 


In the Pub 





31 


lic Interest 





ae. 


DEALER KIEFFER LENDS HAND TO DRIVING COURSE IN CEDARBURG, WIS.—Burt M. 
Kieffer (right) of Kieffer Chevrolet presents the car to Don Hercules, in charge of driver 


training at Cedarburg high school. 





COURTESY CAR 


SAFETY PATROL 


ON DUTY FOR SAFETY AND COURTESY—This car, operated by Rice Truck Lines, Great 


Falls, Mont., has two jobs to perform. 


It checks the firm's trucks to see that they observe 


traffic and courtesy rules. Its other job is to help motorists, both as a safety and a courtesy 


measure. 


If an auto is stalled along the highway, the car can supply it with a spare light 


bulb, fan belt, extra oil, water, gasoline annd several other items. It also carries a first-aid 


kit to assist in accidents. 


Soto, 60; Dodge, 220; Plymouth, 
342; Ford, 363; Lincoln, 18; Mer- 
cury, 96; Buick, 246; Cadillac, 44; 
Chevrolet, 739; Oldsmobile, 178; 
Pontiac, 238; Frazer, 5; Kaiser, 
71; Crosley, 3; Hudson, 112; Nash, 


120; Packard, 98; Studebaker, 
129; Willys-Overland, 11; and 
Austin, 8. 


New-car business in July also 
continued to make a good showing, 
it was reported, with another sub- 
stantial gain in prospect over July, 
1948, 

There appears to be no letup in 
sales in prospect for’ several 
months, at least, barring a sharp 
reversal in general business condi- 


tions in the fall, dealers said. 
+ ” 


Toledo 


Used-car sales in Lucas county 
(Toledo) rose by more than 200 


said, that June of 1949 shows the 
immense gain of 307 percent over 
June of 1948. 

The used-car sales also showed 

a gain. This, too, he said was not 
a true picture. The percent gain 

in used cars amounted to 125. 

This firm does not handle trucks. 

The service department showed a 
drop of 3.66 percent, but the parts 
|department showed a gain of 18.8 
percent. 

His idea as to the future is that 
|the gain on new and used cars will 
not continue at that rate. He be- 
lieves that the parts and service 
business will remain steady for the 
|}remainder of the year. 


| a * * 

NOTHER popular-make dealer 
+% here reported new-car_ sales 
about the same as June of 1948. 


| Used cars, however, took a 50 per- | 


cent drop. 
New truck sales were off 65 per- | 
cent from June of 1948, and used 
trucks about 50 percent down. 
The service department showed 
a 10 percent loss, and the parts 
department showed the same de- 





| cline as compared with June of 


1948, 

This dealer believes that the | 
used-car market has hit bottom, 
and that new cars and trucks will 
all have to be sold from now on. 
In other words, salesmen will have 
to get out and hustle in order to} 
get the job done. | 

. + * 
AN independent-make dealer re- 
+“% ported a 38 percent increase in 


|in June over the year-ago month, 
and were nearly 500 units more for 
lthe first six months of this year 
than last year. 

Both casual and dealer deliveries 
| increased. In June, a total of 3,862 
|used cars was sold, against 3,126 
last June. Casual sales were 1,981 
this June and 1,516 a year ago; 
dealer sales, 1,881 against 1,610. 

For the six-month period, total 

sales this year were 21,717 
against 19,545 last year. Casual 
sales were 12,375 against 11,318, 
and dealers accounted for 9,342 
against 8,527. 

Leading used-car seller in June 
was a Buick dealer, the Bob Eddy 
Co., with 66 units against 17 a year 
ago, and 227 for the half against 
131 last year. 

Two other new-car dealers also 
figured in the listing—Bob Reese 
(Ford), with 46 units in June, and 
Laurel C. Worman (Packard-Wil- 
lys), with 45. 

* 





* * 


Washington 


District of Columbia new-car 
sales boom climbed to a peak in 
June with the sale of 3,098 new 
automobiles. This compares with 
2,649 sold in May and 2,753 in April, 
the previous high point. 

In the first half of the year, 14,- 
387 new automobiles were sold, 
against 12,211 in the similar period 
of 1948. 

New-truck sales in June num- 
bered 190, compared with 179 in 
May and 300 in March, the high- 
est month this year. In the first 
six months of this year, new- 


truck sales totaled 1,333, against 
1,949 in the first six months of 
last year. 
New-car sales by makes during 
June were Anglia-Prefect, 6; Aus- 
(Continued on Page 32, Col. 3) 





“I don’t like that road man’s ez- 
pression. I'll bet he has a high- 


standpoint of getting new cars to| dollar volume over June, 1948, and Priced station wagon or a seven- 


deliver. It is for that reason, he 


(See KANSAS, Page 32, Col, 1) 


passenger sedan to palm off on us.” 











6h ERM 


at N. Main at 26th St. 


wood, 
fluorescent lighting. 






DETROIT.—U. S. passenger car, 
motor truck and bus registrations 
now exceed 41,000,000 units, or 
three times the combined total of 
the rest of the world, according to 
the 29th edition of Automobile 
Facts and Figures, to be released 
in early August by the Automobile 
Manufacturers Assn. 

Since the end of the war, U. S. 


Kansas 


(Continued from Page 31) 
a 25 percent increase in car sales. 
The used-car department showed a 
10 percent decrease in dollar vol- 
ume, but a 2 percent increase in 
sales, 

This firm does not handle trucks. 
The service and parts depart- 
ments were the same as June, 1948. 
It is this dealer’s opinion that car 
sales will decrease in the future. 

NOTHER independent dealer 

showed a new-car sales increase 
of 40 percent over June, 1948, but 
a 50 percent decrease in used-car 
sales. 

He does not handle trucks. 

He also reported a 10 percent 
decrease in the service department, 
and a 25 percent decrease in the 
parts division. 

His opinion as to the future 
outlook is that the automobile 
business will level out at about 
the present pace in everything 
except new and used-car sales. 
New cars will slow in sales, and 
used cars should pick up greater 
volume, he said. 


Insurance Firms 


And ATA Agree 
On Safety Code 


WASHINGTON.—-A set of “mini- 
mum standards for safe truck op- 
eration” was adopted here last 
weck at a two-day parley of insur- 
ance and trucking industry repre- 
sentatives. 

The meeting was held in the 
headquarters of the American 
Trucking Assn. 

“This Washington conference be- 
tween the truckers and insurance 
people was an outstanding example 
of industry cooperation,” said Phil- 
lip L. Baidwin of the National 
Assn. of Mutual Insurance Agents. 

“I believe it marks the beginning 
of a new era of relationships be- 
tween the insurance industry and 
others plagued with internal prob- 
lems that are raising operation 
costs.” 

Baldwin said ATA was distrib- 
uting the new safety standards 
code to all of its members. 


Car for Every Family 


41 Million Vehicles Registered in U. S. Triples 
Combined Total for Rest of World 
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OPENING ATTENDED BY 42,000—Frank Kent Motor Co's. new truck-fleet sales buildin 
in Fort Worth, Tex. 
space under roof, with 27,940 square feet of paved ig space adjoin 
space is divided into a used-car lot, a private park 7 lo 

parking lot. The show room and parts department o 
giving the wood a finish in shades of brown. Lighting -system is solid rows of 


is 

This building has 51,465 ay feet of Noor 
ng. Paved parking 

for parts customers, and service 
this building are finished in amer- 


ownership of motor vehicles has 
increased by more than 10,500,000 
units, including nearly 2,800,000 
motor trucks. Registrations of all 
trucks number 7,500,000 units, or 
nearly 18.5 percent of the total 
motor vehicles in use in America 
today. 

One passenger car is in opera- 
tion in the U. S. for each family. 
The entire population of the na- 
tion could go riding at one time, 
as there is one passenger car 
available for each 4.8 persons. 

The AMA statistical yearbook 
also shows that 36 percent of all 
U.S. passenger cars are registered 
in five states — California. New 
York, Pennsylvania, Ohio and IIli 
nois. . 


Western and southern states in 
1948 showed the biggest percent in- 
crease in passenger car registra- 
tions since 1941, 


Arizona led with an increase of 
37.6 percent, followed in order by 
Florida, Utah, New Mexico, Vir- 
ginia, Texas, Nevada, California, 
Tennessee and Arkansas, which 
had an increase in car registra- 
tions of 20.7 percent. 


Southeastern and mountain 
states experienced the lurgest 
percent increase in truck regis- 
trations since 1941. 


Alabama was first with 84.1 per- 
cent, followed in order by Colorado, 
Arizona, Florida, Mississippi and 
South Carolina, all of which had 
an increase of more than 75 per- 
cent. 


In California alone, the truck 
registration increase in the post- 
war period of 203,427 vehicles 
amounted to more than the com- 
bined total registration in 1948 for 
seven states — Nevada, Vermont, 
Delaware, Wyoming, Rhode Island, 
New Hampshire and Utah—and the 
District of Columbia, it is shown 
in the AMA publication. 


Traffic Toll Dips 


°49 Death Rate Lowest 


In U. S. History 


CHICAGO.—The lowest high- 
way death rate in the nation’s 
history—7.0 per 100 million miles 
—was recorded in the first five 
months of this year, the Na- 
tional Safety Council reports. 

Highway fatalities in the first 
half of 1949 totalled 13,810, less 
than 1 percent under the 19438 
first half figure of 138,910, Al- 
though there was an actual sav- 
ing of only 100 lives, the death 
rate declined to the greatly in- 
creased volume of travel, the 
council said. 





BINDER for 
Automotive News 


ANSWERING many requests from our 
readers for a semi-permanent binder to 
retain this publication for ready--reference. 


Only recently have we been able to secure 
a quality binder which will stand the gaff 
and which we can recommend. This binder 
ic covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 


AUTOMOTIVE NEWS 





BOOK 
DEPT. 


DETROIT 26 







tin, 5; Buick, 240; Cadillac, 72; 
Chevrolet, 650; Chrysler, 86; Cros- 
ley, 1; DeSoto, 62; Dodge, 227; 


| Ford, 234; Frazer, 11; Hudson, 117; 


Kaiser, 22; Lincoln, 27; Mercury, 
86; Nash, 79; Oldsmobile, 284; 
Packard, 104; Plymouth, 437; Pon- 
tiac, 213; Studebaker, 119; Willys, 
12, and miscellaneous, 4. 

New-truck sales in June: Chev- 
rolet, 65; Crosley, 1; Divco, 10; 
Dodge, 30; Federal. 2; Ford, 24; 
GMC, 42; International, 15; Mack, 
3; Reo, 1; Studebaker, 13; Willys, 
5, and miscellaneous, 10. 

* cs . 
Indiana 

Sales of new automobiles in In- 
diana were much stronger in June 
than in previous months, according 
to the Indiana Business Review, 
published by Indiana university. 
This was in contrast to the slight 
lagging in the sales during April 
and May. 


Prices of used cars during the 
first part of the year were mark- 
edly reduced, but even this failed 
to step up the slow sales of these 
units during the early spring sell- 
ing season. 

Used-car sales gained momentum 
in June and prices showed some 
increase. However, the sales vol- 
ume for the season was below 
dealers’ expectations. 

7 7 * 
Cleveland 

New-truck dealers in Cleveland 
enjoyed an unexpected rally during 
the week ended July 22 with the 
sale of 118 new trucks. The figure 
was the highest weekly total in the 
past 11 weeks and represented a 
26 percent increase over the previ- 
ous week, 

Used-truck sales also jumped 26 
percent over the preceding seven- 
day period to a total of 121 units, 
the highest point reached in eight 
weeks. 

New-car sales, however, didn't 
quite hold to the accelerated pace 
of recent weeks. Sales for the 
period amounted to 1,280 units, 
off 2 percent from the previous 
week, 

Used-car sales declined 6 percent 
to 2,441 units. The new-car figure 
was about 25 percent ahead of the 
comparable weck last year, while 
used-car sales were 12 percent over 
last year. 

The rise in new-truck sales 
brought the week about even with 
last year while used-truck sales 
were still under those of the cor- 
responding 1948 period. 

* * * 


Canada 


The Canadian government re- 
ports a nationwide survey of retail 
trade discloses motor vehicle sales 
increased 28.2 percent in dollar 
volume during May, 1949, compared 
with the same month last year, and 
showed a cumulative advance of 
11.4 percent in the January-May 
period over a year ago. 

Retail sales of motor vehicles in 
Manitoba showed the largest gain 
in May with an increase of 50 per- 
cent over last year. Other advances 
included 38 percent in British Co- 
lumbia, 37.9 percent in Alberta, 37.7 
percent in Ontario, 14.9 percent in 
the Maritime provinces, 13.4 per- 
cent in Quebec and 8.5 percent in 
Saskatchewan. 

In January-May, 1949, retail! sales 
of motor vehicles also showed the 
biggest increase in Manitoba with 
34 percent over a year ago. Other 
gains comprised 29.1 percent in Al- 
berta, 25.1 percent in Saskatche- 
wan, 10.3 percent in Ontario, 10 
percent in British Columbia, and 
7.3 percent in Quebec. A loss of 
10.6 percent was recorded in the 
Maritime provinces. 

© * * 
Akron 

New-car sales in Summit county 
(Akron) during June trailed May’s 
banner business but ran far ahead 
of June, 1948. June sales hit 1,452 
as compared with 989 in the same 
month last year. Dealers sold 1,613 
cars in May. 

Sales by individual makes in 
June were comparable to the na- 
tional figures. There were 348 
Chevrolets sold, 160 Plymouths, 
153 Fords, 180 Buicks and 130 
Pontiacs, 

New-truck sales continued to fall! 
off as the pace of business gen- | 







(Continued from Page 31) 


erally slipped. There were 129 of 
these vehicles purchased during 
the month as against 142 in May 
and 184 in June, 1948. 

Used-car business held up well 
with June sales totaling 1,940 
against May’s 2,088 and the 1,551 
sold in June, 1948. 

Recent firming of used-car 
prices in the county is indica- 
tive, dealers say, of the strong 
demand for most kinds of new 
and used cars. There were slight 
increases in some makes of used 
cars. 

Even though this trend may be 
only temporary, dealers contended 
it was particularly impressive in 
view of the recessions in most 
other lines of merchandise. 

Used-car inventories of most 
new-car dealers were reported as 
lew. a 
* 


Montgomery 


New-car registrations in Mont- 
gomery county, Ala. for June 
dropped 50 units from the May to- 
tal, and used-car and service busi- 
ness appeared spotty. Some deal- 
ers reported an exceptionally high 
level of service and used-car busi- 
ness, while others described their 
business in these categories as only 
fair. 

New-car registrations totaled 
$17 compared with 367 for May. 
Truck registrations declined only 
slightly, from 84 in May to 82 
in June. 

Chevrolet (Capitol Chevrolet, 
Inc.), which led in May with 82 
units, held the first spot in June 
also, selling 88 units, including five 
taxicabs. Chevrolet also led in 
trucks with 37 units, which was 25 
ahead of the nearest competitors, 
Dodge and GMC, with 12 each. 

Rush Stallings, Inc. (Studebak- 
er), reported an especially good 
month in used cars, with the profit 
margin showing a little increase 
along with volume. 

J. M. Hicks, general manager of 
Hodo Motor Co., Inc. (Dodge), dis- 
closed that the company’s service 
department was operating at 100 
percent capacity and had been do- 
ing so for several weeks. 

Hicks also observed that the cus- 
tomer these days “wants service 
now,” and if you can’t give it to 
him, he drives off. 

Automobile sales figures for June 
compared with May were as fol- 
lows (June figure first): Chevro- 





TWO MODELS—Marge Heth sits atop a 
Plymouth holding one of the planes to be 
flown in Detroit August 22-29 in Plymouth's 
third international model plane contest. 


month’s levels during the first 15 
days of July, the clerk of courts 
report shows. 


Delivery of 776 new cars during 
the first 15 days of July compared 
to 810 sales in the corresponding 
perioc of June. Seventy new trucks 
were sold in the first half of July, 
against 94 in June. 


New-car sales comparisons for 
the two 15-day periods (July fig- 
ure first): Buick, 41 and 66; Cadil- 
lac, 6 and 12; Chevrolet, 147 and 
213; Chrysler, 17 and 29; Crosley, 
6 and 7; DeSoto, 20 and 18; Dodge, 
47 and 49; Ford, 175 and 27; Fraz- 
er, 1 and 1; Hillman, 1 and 0; 
Hudson, 24 and 36; Kaiser, 14 and 
37; Lincoln, 5 and 5; Mercury, 25 
and 15; Nash, 22 and 36; Oldsmo- 
bile, 65 and 50; Packard, 14 and 
11; Plymouth, 74 and 101; Pontiac, 
41 and 54; Studebaker, 24 and 33; 
Willys, 7 and 7; Austin, 0 and 3. 


AUTO BOOKS 


That Should Be in Every 
Dealer’s Library 


These books should be in the library 
of every franchised dealer—availavle 
to his mechanics and salesmen—the 
knowledge they contain will be valu- 
able when the ‘chips are down’’ and 
real competition arrives, 


AUTOMOTIVE FUNDAMENTALS, By 
Irving Frazee and Earl L. Bedell, Cover- 
ing the entire field of automotive main- 
tenance and operation. $4.90 postpaid. 

THE LAST BILLIONAIRE — HENRY 
FORD. By William C. Richards, ‘‘An in- 


let, 88 and 82; Ford, 50 and 40; tormal portrait of an industrial genius who 
Plymouth, 48 and 46; Oldsmobile, |was also a most unpredictable human be- 


17 and 21; Pontiac, 17 and 35; 
Buick, 15 and 27; Dodge, 14 and 
15; Nash, 13 and 10; Studebaker, 
10 and 2U; Chrysler, 8 and 3; Mer- 
cury, 7 and 22; Hudson. 6 and 12; 
DeSoto, 6 and 6; Cadillac, 5 and 7; 
Lincoln, 5 and 8; Packard, 5 and 
3; Willys, 1 and 2; Kaiser, 1 and 
3, and Frazer, 1 and 5. 

Truck registrations for June and 
May were as follows (June figure 
first): Chevrolet, 37 and 26; Dodge, 
12 and 22; GMC, 12 and 9; Ford, 
7 and 19; International, 6 and 1; 
Willys, 3 and 1; Studebaker, 2 and 
4, and Federal 1. 


* * * 
Columbus, O. 
New-car and truck sales in 
Franklin county fell below last 





THRIFf DEMONSTRATION — Harry Shults, 
sales manager of Paul G. Hoffman . (Stu- 
debaker), Los Angeles, checking an unusual 
10th-galion glass test tank clamped above 
the open hood of a Studebaker Champion. 
This little crystal cylinder is divided into 
tenths, so that one-hundredth of a gallon can 
be measured. The company only claimed the 
Champion would do about 23 miles per gal- 
ton in city traffic, but Shults, anne press 
observers or owners, has obtained as high as 
29 or 30 miles per gallon, it is claimed. 


|ng.’’ $3.75 postpaid. 


NUDSEN, A BIOGRAPHY, By Norman 


Beasley. 397 pages, cloth bound. $3.75 
postpaid 
AUTOMOTIVE MECHANICS. Wm. E. 


Crouse. A comprehensive and basic course 
on the subject of fundamental automotive 
mechanics, Cloth binding. $5.00 postpaid. 
DEALER BUSINESS COUNSEL, Business 
guidance for automobile dealers, By J, B. 
Van Tassel, Dealer Business Consultant. 
Three books—Book No, 1, $2.00. Books 
2 and 3, $3.00 each postpaid. 

DETROIT IS MY OWN HOME TOWN. 
Maicolm Bingay. A story of Detroit and 
sidelight history of the fabulous motor 
car business. $3.75 postpaid, 

FABULOUS HOOSIER. By Jane Fisher. 
A story of Carl Fisher, early pioneer of 
the automotive industry. $3 postpaid. 
FASTEST ON EARTH, By Capt. George 
Eyston, Complete history of every land 
speed record from 1898 to the present. 
Paper-bound, $2; cloth-bound, $3. 

FLOYD CLYMER’S MOTOR SCRAP- 
BOOKS. Order Edition No. 1, 2, 3 or 4 in 
paper cover, $1.50 each. Deluxe cloth- 
bound, $2.50. Steam-car edition, $2 or 
cloth-bound, $3 postpaid. 

HENRY FORD—HIS LIFE, HIS WORK, 
HIS GENIUS. By Wm. A. Simonds. Re- 
printed by Floyd Clymer. Deluxe edition, 
$4 postpaid. 

INDIANAPOLIS RACE HISTORY — 1909 
TO 1946. 852 pages, 1,000 illustrations. 
Deluxe edition, $5 postpaid, Paper-bound, 
$3.50. 

MOTOR MEMORIES, A saga of whirling 
gears by Eugene W. Lewis. $3.50 post- 
paid. 

FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF KAISER-FRAZER CARS. 
Deluxe edition, $2.50 each. Paper-bound, 
$1.50 postpaid. 


FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF POST-WAR STUDEBAKER 




















CARS. Deluxe edition, $2.50 each. Paper- 
bound, $1.50 postpaid, 

FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF POST-WAR MERCURY 
CARS. Deluxe edition, $2.50 each, Paper- 
bound, $1.50 postpaid, 

FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF 1949 FORD CARS. $1.50 
postpaid. 

COMPLETE 1948 INDIANAPOLIS  500- 
MILE RACE SUPPLEMENT. By Floyd 
Clymer. $1.50 postpaid. 
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Week’s Total Off to 140,794... 





Alltime High Output Due in Aug. 


(Continued from Page 1) 


schedules were labor walkouts at 
Hudson and Dodge. 

However, if the auto industry’s 
labor situation is no more serious 
than in July, August production in 
U.S. plants could easily total a 
record - breaking 677,000 vehicles. 
Such an accounting might include 
565,000 cars and 112,000 trucks. 

a * * 
E best month’s production ever 
recorded in U.S. plants was in 


Goodrich Names 


Greiner to Head 


Coast Tire Sales 


AKRON.—As a result of the re- 
tirement July 31 of Frank E. Titus, 
manager of the Pacific Coast 
division of the Replacement Tire 
Sales division of B. F. Goodrich Co., 
a number of changes in the divi- 
sion’s staff organization are an- 


nounced by Guy Gundaker, jr., 
general sales manager of the 
division. 


Lawrence T. “Tom” Greiner will 
succeed Titus, who had directed the 
company’s replacement sales in the 
11 western states since 1928. He has 
already been transferred to Los 
Angeles. 

Greiner had been manager of the 
southwestern division of replace- 
ment sales for the last 30 months, 
with headquarters in Kansas City. 
He will be succeeded in that post 





2 » 

. E. Titus T. Greiner 
by Conrad R. Helms, formerly 
manager of the Charlotte (N. C.) 
sales district. 

Frank C. Haralson succeeds 
Helms at Charlotte district. Donald 
C. Lacy has been named to Haral- 
son’s former post as regional store 
manager at Atlanta. 

Greiner joined the company 20 
years ago and has held a number of 
posts in the advertising, sales pro- 
motion and sales fields. 


4 Top Executives 
Fired by Bosch 


SPRINGFIELD, Mass.—Four top 
executives were among the 40 office 
workers discharged by President 
Donald P. Hess of American Bosch 
Corp. “because of the slump in 
business.” 

Among those dropped at the 34- 
year-old auto supply firm were: R. 
W. Washburn, Hess’ assistant; 
Charles L. Shedd, market research 
engineer; W. R. Hopkins, assistant 
market research engineer, and 
Richard S. Woodbury, assistant to 
the vice-president. 


i 

TRACKLESS TRAM IN AFRICA—With ab- 
sence ‘of electric lines preventing delivery of 
@ new trackless tram or trolley bus by its 
own power, BMS, Ltd., of Johannesburg, Un- 
ion of South Africa. found a simple, eco- 
nomical solution in the use of a Clarktor 6 
industrial towing tractor. The tractor easily 
hauls the tram, weighing 23,000 pounds, sev- 
eral miles from the BMS factory to the 
Johannesburg municipal shed when deliveries 
are required. Clarktor 6 is a medium-weight 
tractor manufactured by Clark Equipment 
Co., Battle Creek, Mich. 


April, 1929. That total of 621,910 
vehicles included 537,564 cars and 
84,346 trucks. 

As of last week, U.S. plants 
were rolling some 88,000 vehicles 
ahead of a production pace that 
could result in the turnout of 
6,000,000 vehicles this year. 

By the end of August, U.S. car 
production should, for the eight- 
month period, total ahout 3,448,000, 

and truck output about 837,000-- 
for a combined total of 4,285,000 
vehicles. 
* * * 
To would leave the plants four 
more months to build less than 
the 1,000,000 cars and trucks needed 
to surpass the total of 5,276,000 
built during all of 1929. 

Reflecting the auto industry’s 
current record output schedules 
last week was a report that the 
lone exception in the general 
trend in steel buying was the 
auto makers. 


In all cases, it was said, auto 


showing no sign of tapering off. 
The only qualification was that 
auto orders were on a shorter-term 


basis than in the past. 
* + 


Willys Shaves Schedules 


To Three Days a Week 


TOLEDO.—Production at Willys- 
Overland Motors, Inc., was on a 
three-day basis last week to permit 
“realignment of scheduling.” The 
7,000 Willys production workers 
had been on a four-day work week 
for several months. 

D. G. Roos, Willys first vice- 
president, said certain departments 
will operate on the three-day week 
for some time to balance inventor- 
ies, and to reduce the time needed 
for shutdown for an annual inven- 
tory. The inventory will be taken 
some time in August, he said. 


Short-Ford Chartered 


Short-Ford, Inc., Marion, O., has 
been granted a charter to conduct 


buying of steel was strong andj|an automobile dealership. 
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BALL'S JEWEL-SOX DISPLAY IN KANSAS CITY—Frank Ball Pontiac, Inc., occupies this 
building which includes 30 stalls fo: service work and a jewel-box showroom. 


Back Home 
Ohio Auction Tax Repealed, 


Greiner Returns 


TOLEDO. — The “one-man cru- 
sader” is moving back across the 
state line into Ohio with what 
amounts to a personal invitation 
from the governor and the legisla- 
ture. 

Earl “Doc” Greiner was tri- 
umphantly laying plans last week 
to relocate his used-car auction in 
Ohio in the wake of Gov. Lauche’s 


signing of a bill repealing the 
state’s 108-year-old auction tax. 
When the tax was levied on 
Greiner’s operation last year, he 
moved his operation across the 
nearby state line into Michigan. 
The repealer carried both houses 
of the legislature by landslide 
margins. 


Fire Strikes Hymer 


BEREA, Ky.,—A fire at Hymer 
Motor Co. destroyed a truck and 
two automobiles. Jim Hymer, 
owner, said he could not estimate 
the damage immediately. 








HELP WANTED 


SERVICE DIRECTOR-MANAGER — Top- 
notch man, between 35 and 45, with a 
successful service-managerial background, 
capable of handling an organization with 
annual $135,000 to $250,000 in service 
labor, wanted by well-established Dodge- 
Plymouth dealer in mid-western city of 





100,000. 


Immediate metropolitan area of 


250,000. A pleasant place to live and 


rear family. 


Good salary and profit- 


participation plan for the right man. 
Write full description of qualifications. 


Replies confidential. 


Box 2849, c/o Auto- 


motive News, Detroit 26. 


the result 


—whatever you want—try Automotive News want ads! 


«the ad 
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PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 


Week 
Ended 
duly 30, 
1949 
CHRYSLER 27,101 
Chrysler 


DeSoto 


GENERAL MOTORS.. 54,490 
Buick 
Cadillac 
Chevrolet 


Pontiac 


Frazer 


ET -6.6 CoS elevowawe 4, 


CROSLEY 


HUDSON ............. 3, 
NASH 3, 
2,195 


PACKARD 


STUDEBAKER eves 2, 


WILLYS* 
Total Cars, U.S. 


~ ¥Station wagons and Jeepsters. 


. 118,302 


Same 
Week, 
1948 
20,407 
2,716 
2,323 
5,812 
9,556 
15,099 
10,359 
387 
4,353 
34,498 
5, 
1,629 
1%, 
Oldsmobile 4, 
5, 
KAISER-FRAZER ... 4, 


86,514 
*Revised, 


Jan. 1 
to to 
duly 31, July 30, 
1948* 1949* 
455,376 588,249 

66,307 76,504 
51,444 58,618 
131,759 146,345 
206,375 306,782 
318,577 574,702 
226,217 448,857 
18,983 20,341 
73,377 105,504 
908,823 1,264,170 
159,680 234,733 
35,930 51,697 
451,563 621,428 
114,745 166,449 
146,905 189,863 
111,660 43,920 
35,968 6,397 
75,692 37,523 
18,631 6,211 
82,396 94,040 
85,837 89,535 
54,042 62,060 
96,992 120,488 
15,360 19,755 


2,148,694 2,863,130 | 


Week dan. 1 


Ended 

duly 23, 
1949* 
27,949 
4,004 
2,508 
7,793 
13,644 
26,214 
19,864 
1,012 
5,338 
55,803 
8,757 
1,856 
29,513 
6,772 
8,905 
1,721 
107 
1,614 
175 
1,869 
3,452 
3,319 
4,652 
934 


126,088 


Total 
duly, 
1949 


103,744 
13,783 
9,594 
29,646 
50,721 
104,750 
79,411 
3,389 
21,450 
213,863 
34,307 
7,419 
110,385 
27,140 
34,612 
6,164 
1404 
5,760 
679 
9,585 
12,625 
11,823 
14,721 
3,787 


481,741 


920 





189 
327 
433 
872 
230 
642 
827 
126 
401 


089 


COMMERCIAL CARS 


(U. 8. PRODI 


Week 
Ended 
duly 30, 
1949 


CHEVROLET , 8, 


5 
89 


CROSLEY 
DIVCO 
DODGE 
FEDERAL 35 


6,783 


1,678 2, 
2,565 3, 


INTERNATION AL 
150 
74 

STUDEBAKER 

WHITE 

WILLYS 

MISCELLANEOUS 


Total Trucks, U.8. .. 


Total Cars Trucks 
U. S. 


~ Total Cars Trucks 
_ Canada 


Grand Total, 
Cars and Trucks 


U. S. and Canada. .. . 148,382 


*Revised. Miscellaneous. includes - Autocar, 
Drive, Sterting, Nash, Diamond ?, ete. 


“790 
412 
22,492 


140,794 


Willys Reports Jeeps 
Built in India 


Being 

DO.—A new assembly plant 
in Bombay will enable India to eae aan 
assemble more than 10,000 Jeep 
it is an- 
nounced by Willys-Overland Export 


cars and trucks a year, 


Corp. 


Marcel F. DeMuller, 


Classified 


Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 
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HELP WANTED 


PARTS MANAGER: Ford dealer in north- 
ern Colorado, with new car contract of 
200 cars, wants a parts manager with 
actual experience in Ford parts depart- 
ment and ability to run the department. 
Will consider married men between the 
ages of 30 and 45. Box 3285, c/o Auto- 
motive News, Detroit 26. 


SERVICE MANAGER WANTED for Olds- 
mobile, Cadillac and Reo dealership in 
one of fast-growing towns in Nebraska 
New, best equipped shop. Excellent op- 
portunity for a good man, 
aggressive and capable. Write, stating 
experience and qualifications to Box 3287, 
c/o Automotive News, Detroit 26. 


WANTED 
EXPERIENCED SALESMEN 


. to call on NEW car dealers for nation- | 
ally known manufacturer of complete line of | 


automobile seat covers. Choice territories 
available. 15% straight commission. Send 
qualifications and references to Box 3244, c/o 
Automotive News, Detroit 26. 


Same 
Week, 
1948 


2,684 3, 
241 


26,177 
112, 


3,382 


116,073 


president 
and general manager, said that a 
new assembly plant erected by Ma- 
hindra & Mahindra, Ltd., the firm’s 


Must be alert, | 


JCTION ONLY) 
Week 
Ended 

duly 23, 
1949* 

664 7,580 
55 5 

174 73 

754 2,696 
56 35 

6,708 

1,824 

3,395 

162 
61 
1,439 


Jan. 1 
Total 
duly, 
1949 


28,982 
19 

207 
10,652 
125 
26,840 
6,929 
12,461 
564 
251 
4,293 
281 
3,757 
1,598 


96,959 


to 
duly 31, 
1948* 
230,294 
1,972 
4,188 
92,016 
2,956 
200,113 
50,620 
106,857 
7,949 
8,090 
35,658 
7,413 
66,841 
12,487 


827,454 


249,734 
229 
2,149 
96,259 


463 
625 
281 
293 


4,849 
33,579 
12,646 


725,1 20 





1,073 
412 
25,463 


571 


691 578,700 2,976,148 3,588,250 


151,551 


7,641 31,446 142,166 164,049 


159,192 610,146 3,118,314 3. 752,299 


Corbitt, Marmon H., Brockway, Four-Wheel 


Indian distributorship, has turned 
cut its first Jeeps. Full operation 
depends upon completion of final 
tooling, DeMuller said. 


Mexican Car Rental 


MEXICO CITY.— Mexico’s first 
drive-yourself car rental service 
has been started here by J. C. 
Morales, Cars are rented on a day’s 
basis for 45 pesos ($5.25) and the 
customer provides the gas. 


Want Ads 


HELP WANTED 





CHEVROLET SERVICE. "MANAGER, One 
who can train, direct and build service 
department. Fine new building and 
equipment, Excellent working conditions. 
28-38 preferred. Population 8,000. High, 
cool, colorful Colorado Rockies in famous 
San Luis Valley. Good salary plus com- 
mission, Good opportunity for qualified 
man, Send complete information and late 
picture with first letter, Strictly confi- 
dential, Address The McMullen Co., 
Alamosa, Colo, 

BOOKKEEPER AND OFFICE MANAGER 
WANTED, Mature woman for middle- 
sized Ford dealership. Southern New Jer- 
sey, seashore, ideal living conditions; 
executive type. Give full details of ex- 
perience, salary. Box 3256, c/o Automo- 
tive News, Detroit 26 


WANTED 


ASSISTANT MANAGER 
EX-MANAGER'S SALARY AND BONUS 

| New Dodge Car, Expenses, Gasoline Furnished 

For the year of 1947—$12,700 

For the year of 1948—$17,108 
Due to the larger production of Plymouth and 
Dodge cars and Dodge job-rated trucks and 
our above average ability to secure new cars 
and trucks for immediate delivery, 1949 would 
| have been a $20,000 YEAR for a Better-Than- 
| Average Man with More-Than-Average Ambi- 
| tion and Ability. Only family men with 
extensive automotive and truck sales experi- 
ence need apply. 29 years of continuous sales, 
service, parts and accessories. 


GORAL MOTOR SALES, INC. 
2013-33 S$. Calhoun St., Fort Wayne; Indiana 
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HELP WANTED 


SALES MANAGER for Buick ‘and Oldsmo- | JUNIOR PARTNER. 


bile dealership in one of the best towns 
of 10,000 in Central Michigan, County 
population of 35,000, 150 car contract, 
must be able to deal with farmers and 
have proven record, as I do not like 
changing help. State experience, age and 
full particulars with recent snapshot and 
salary expected. Want some one now for 
introduction of new Buick special, Will 
consider selling interest to proven oper- 
ator. Box 3250, c/o Automotive News, 
Detroit 26. 


WANTED. MECHANIC, experienced in hy- 
dramatic work, Permanent position for 
right person. Salary unlimited. Dealer in 
Oldsmobile, Cadillac cars and Reo trucks, 
in fast-growing town in Nebraska. Write, 
Stating experience and qualifications to 
Box 3288, c/o Automotive News, Detroit 
26. 


SERVICE MANAGER wanted for Chyrs- 
ler-Plymouth dealer. Apply Navarro, 
Inc., Key West, Florida, Telephone 600. 


POSITION WANTED 

To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7'/, cents per word for one 
insertion or two insertions of the same 
copy at 12'/, cents per word. Cash in 
advance. 


GENERAL MANAGER or SALES MAN- 
AGER. Prefer General Motors connec- 
tion in Midwest. 18 years’ experience of 
successful operation in all phases of 
dealership with additional advantage of 
knowing finance, organization and office 
management, Capable of handling sales- 
men and organizing sales program and 
seeing them through, Wide acquaintance 
among unit personnel and can furnish 
best of references. Will expect adequate 
salary and percentage arrangement. 
Write Box 3279, Automotive News, 
Detroit 26. 


ACCOUNTANT OFFICE MANAGER, con- 
siderable finance and insurance experi- 
ence, moving from Midwest to California 
September 10, seeks connection in vicinity 
of San Francisco. Female, Age 30, single. 
Exceptional background, excellent refer- 
ences. Will consider assistant’s or sec- 
retarial position to start. Box 3283, c/o 
Automotive News, Detroit 26. 


c/u 


IF YOU ARE LOOKING FOR a manager 
for your auto dealership, who has a suc- 
cessful background of experience and 
training, I would like to talk with you. 
I am interested in GM franchise only. 
Prefer midwest or west coast location, in 
a town not exceeding 75,000 population. 
Write box 3295, c/o Automotive News, 
Detroit 26 to arrange personal interview. 

GENERAL SALES MANAGER. Aggressive, 
15 years’ GM experience. Age 44. Excel- 
lent knowledge of both new, used car 
sales. Proven sales force trainer and 
director. Diplomatic, but firm adminis- 
trator. Now, and for past 12 years, 
general manager of volume GM _ deal. 
However, desire association with even 
larger operation in Michigan or _ sur- 
rounding area. Married and _ devoted 
family man, Box 3278, c/o Automotive 
News, Detroit 26. 


PARTS WHOLESALE MANAGER or parts 
and service supervisor. 26 years’ experi- 
ence, thoroughly trained in management, 
training personnel and sales promotion, 
wants job with MoPar wholesaler or 
aggressive Chrysler, Dodge or DeSoto 
dealer, excellent references. Box 3276, 
c/o Automotive News, Detroit 26. 

GENERAL MANAGER for large automo- 
bile business. Volume operator, handling 
cars, trucks. ‘‘Big Three’’ preferred. 
Have outstanding record profitable oper- 
ator with 15 years’ pre-war General 
Motors experience. Desires permanent 
connection where performance will 
recognized and incentive provided. Box 
3271, c/o Automotive News, Detroit 26. 


ACCOUNTANT- OFFICE MANAGER. Ex- 
perienced business manager, General 
Motors and Ford systems, 25 years’ ac- 
counting experience, 15 years’ public 
accounting, part auditing automobile 
agencies, middle age, college graduate. 
: 3241, c/o Automotive News, Detroit 








GENERAL MANAGER or SALES MAN- 


AGER. 15 years’ prewar Chevrolet dealer 
and manager experience, Background in- 
cludes sales manager, general manager, 
Chevrolet dealer and used car dealer 
since 1940. Recently sold my location. 
Know how to merchandise new and used 
cars, Thorough experience in sales, serv- 
ice and business management of any 
dealership in buyer’s market. Age 42, 
married, family, Excellent references. 
Box 3259, c/o Automotive News, De- 
troit 26. 

Successful  back- 
ground with large dealer. Extensive 
experience in personnel work and sales. 
Desire connection with dealer in small 
city, where there will be a future op- 
portunity to buy an interest in the 
business. Reply to Box 3267, c/o Auto- 
motive News, Detroit 26. 


SERVICE MANAGER. Outstanding record 


of achievements with G.M., Chevrolet, 
Pontiac, Oldsmobile. Age 43, married, 
college graduate. If your operation is 
large enough to pay a minimum of 
$10,000 per year, you have the oppor- 
tunity of choosing a service manager 
from the cream of the crop. Box 3251, 
c/o Automotive News, Detroit 26. 





CHEVROLET—Now 


POSITION WANTED 

Training and experi- 
ence as factory district manager and 
zone truck manager with volume car and 
truck manufacturer. 
and service; wide sales background, in- 
cluding thorough truck experience, Have 
limited capital; want to purchase interest 
in franchise single dealer point. Age 36, 
married, 2 children, own my home, en- 
gineering education, Why not take more 
time to relax? You can shift the load 
to younger shoulders. Please write Box 
3260, c/o Automotive News, Detroit 26. 
All replys will be answered. 


OFFICE MANAGER - § SALESMAN, Excel- 
lent experience all phases of dealer 
operation, opportunity for the dealer who 
would like to be semi-retired and relieved 
of detail, would be willing to make in- 
vestment. Box 3293, c/o Automotive 
News, Detroit 26. 


CAN BRING TO A MANUFACTURER 
years of wholesale experience in locating, 
selecting and establishing dealer outlets. 
In addition, I have managed a dealer- 
ship and have a broad experience in all 
phases of the wholesale and retail auto- 
motive business, Services available after 
September ist. For personal interview, 
write Box 3294, c/o Automotive News, 
Detroit 26. 


SALES or SERVICE REPRESENTATIVE. 
22 years’ experience in the automotive 
field; 17 years—mechanical; 5 years— 
sales of parts and equipment. Well ac- 
quainted with dealers in the N. J., N. Y., 
and Penn. areas. Position with large, 
well-established manufacturer desired. 
Box 3258, c/o Automotive News, De- 
troit 26. 


ACCOUNTANT-OFFICE MANAGER, thor- 
oughly experienced all phases of dealer 
operation. Now holding controllership in 
1,000-car ‘‘Big 3’’ agency. Present con- 
ditions prevent working at highest skill— 
New York area. Box 3257, c/o Automo- 
tive News, Detroit 26. 


7 DEALERSHIP WANTED 


G. M.C. DEALERSHIP WANTED in Great 
Lakes region or Midwest, 150 to 350 car 
deal preferred. Have ample funds and 
can qualify with factory, All replies held 
in strict confidence. Box 3289, c/o Auto- 
motive News, Detroit 26. 


AUTOMOBILE DEALER with large capital 
wants to buy General Motors franchise 
(Chevrolet or Pontiac) in the New York 
metropolitan area. Box 3281, c/o Auto- 
motive News, Detroit 26. 

CHEVROLET-FORD., Lower half U. S. Im- 
pressive pre-war record, likeable, con- 
genial. Open to good proposition, all or 
half. Box 3284, c/o Automotive News, 
Detroit 26. 


DEALERSHIP 
WANTED 


In New England, preferably in or within 
50 miles of Boston. 150 to 300 car fran- 
chise. Interested only in one of the ‘Big 
Three Agencies."’ Can qualify with fac- 
tory. Will lease or buy building and pay 
cash for equipment and inventory. No 
agents involved, | am direct principal. 
Your reply strictly confidential. 


LOUIS ASCOLI 


100 Boylston St 
Boston, Mass. 


Room 504 


DEALERSHIP AV AILABLE 


DEALERSHIP. CALIFORNIA small town 
-280 miles from Los Angeles. Leading 
independent line including trucks, Large 
construction project started nearby. Other 
franchises available. Fine territory in 
heart of hunting, fishing, skiing area. 
Excellent climate. Firm lease, 


low over- 
bead. $10,000, terms available, Box 3290, 
c/o Automotive News, 


Detroit 26. 
FLORIDA DEALERSHIP, now handling 
Lincoln-Mercury, 200-car potential, lo- 
cated on west coast in fastest growing 
section of state—trade area population 
50,000 summer, 75,000 winter. New, well- 
located building, 10,000 square feet with 
adjacent lot 5,500 square feet for used 
cars and customer parking. Complete 
service facilities, including body and 
paint shop. Inventories at cost, Will lease 
building or sell it at cost, less deprecia- 
tion. Box 3291, c/o Automotive News, 
Detroit 26, 


have 50-car franchise, 
North Dakota county seat town of 1,200, 
doing quarter million gross volume an- 
nually. Stock sold on inventory basis, 
appreximately $17,500, equipment at 
$8,000. Large rich rural area, crops best 
in state, 45 units delivered this year new, 
plus large used volume, Factory approval 
required, Will sell buildings on long term 
or lease same way, Box 3292, c/o Auto- 
motive News, Detroit | 26. 


COLORADO DEALERSHIP, now handling 


Chrysler-Plymouth, located in gold min- 
ing town; 1948 gross $174,000, net $18,- 
000. Year to date gross $97,000, net 
$8,700 on 29 new, 37 used units, Price 
includes home, building, equipment and 
stock—$18,000 cash. Must turn by Au- 
gust. Box 3262, c/o Automotive News, 
Detroit 26 





CENTRAL PENNSYLVANIA, 


‘‘big three’’ 
dealership for sale, Large city. Illness 
forces sale. Box 3261, c/o Automotive 
News, Detroit 26. 


| NEW | 


Knowledge of parts | 


OWN 


INVENTORY 


WANTED NEW 


DE ALERSHIP AV AILABLE 


CAR DEALERSHIP in Northern 
Pennsylvania town of 50,000 population 
in one of best counties in state. A good, 
going business. Now have Studebaker 
franchise, Other highly profitable busi- 
ness interests, which will require ail of 
my time, is reason for selling. This is 
not a run-down business but a good 
healthy operation, showing a very good 
profit each year. Have sold 73 new cars, 
144 used cars first 6 months this year. 
Total volume first 6 months—$280,000. 
Paying $400 per month rent for 11,500 
square feet tioor space. $35,000 cash 
takes entire setup providing you can 
qualify with factory. Johnson Motors, 
544 EK. 3rd St., Williamsport, Pa. 


DEALERSHIP, Now HANDLING Willys 
Jeeps, Reo ‘trucks, Avery tractors and 
farm implements. Located in one of 
largest cicies in Alabama, Plenty of floor 
space, good lease, established business. 
rresent owner must take long rest. 
$45,uuuv will vuy it. Box 3275, c/o Auto- 
moive News, Detroit 26. 


YER WILL CONSIDER contract with 
experienced general manager capable 
operating 18v0 car dealership Middle 
\Wwest, permitting purchase of stock on 
COMWACL basis until full ownership 
acyuired. Good saiary and operating 
bonus, Do not repiy unless you are fully 
experienced and capabie of operating 
volune wig three deal, No investment 
required, but permitted, Give complete 
devaiis and photograph. Repiies treated 
absoiuteiy conudential, Box 3277, c/o 
Automotive News, Detroit 26. 

DEALERSHIP FOR SALE, Central Ill. 
Located on highway. Now handling De- 
soto and Piymouth, New building, parts, 
o..ce equipment, ship equipment. $23,000 
buys the works or $14,v00 to handle 
equity in building. Write Box 3280, 
c/O Automotive News, Detroit 26. 

Di&ALERSHIP IN BEAUTIFUL FLORIDA 
Ciry, 10,000 population, (Now hand- 
ling K-F). Practically new building, new 
equipment, making money every month. 
Wilt seit for inventory. Approximately 
$25,00u. Half cash will handle. Box 3282, 
c/o Automotive News, Detroit 26. 


A BRICK GARAGE BUILDING and busi- 


now selling Hudsons and Diamond 
s) uwucks, ‘this place is fuliy equipped. 
Doing business nine years. Also good 
used car lot 100x38 goes with it. Good 
parcs and accessories stock, Good town in 
central northern Montana, close to Ca- 
nadian border, only 80 miles from 
Giacier National Park, Highways going 
North and South, East and West. No 
cars to buy uniess you want them, Price 
$55,000 terms. Box 3286, c/o Automotive 
News, Detroit 26. 

‘BIG THREE’’ car and truck dealership 
in Northern Michigan, In popular resort 
area—year-round population 30,000, At- 
tractive showroom and building with best 
equipped shop in Northern Michigan. Will 
sell everything or consider leasing shop 
and building. Buyer must qualify with 
manufacturer. Box 3263, c/o Automotive 
News, Detroit 26. 


ness, 


FOR SALE. One of the oldest in this local- 


ity, well established business in central 
New England, new building and equip- 
ment. Now handling one of the ‘Big 
Tnree’’ dealerships an independent 
truck, Subject to factory approval. Box 
3252, c/o Automotive News, Detroit _26. 


BUSINESS: OPPORTUN ITIES 


EXCLUSIVE DISTRIBUTION OFFERED 


for N. Y. State multi-county area on 
inexpensive individual engine oil refiner. 
Readily sold to users of and dealers in 
cars, trucks, buses, tractors, industrial 
and marine gasoline and Diesel engines. 
Thousands used here and abroad. Saves 
oil, engines, maintenance and money. 
Value easily proven to prospective buyer. 
Steady, lucrative repeat business on re- 
fills after original sales. Box 3253, c/o 


Automotive News, Detroit 26. 


DIST RIBUTORS WANTED 


MAKE WINTER PAY EXTRA PROFITS. 


Electric and Diesel, oil burning engine 
heaters for cars, trucks, farm equipment, 
school buses, contractors equipment. 
Makes cold weather starting easy. Dis- 
tributors—dealers wanted. The Spiral 
Mig. Co., South 818 Bradley St., Spokane 
15, Washington. 


DEALER SERVICES 


SPECIALISTS: Parts and 
accessories inventories taken accurately, 
economically and quickly in Michigan, 
Illinois, Indiana, Ohio, Pennsylvania and 
New York. Automobile Dealers Inven- 
tory Service, 4690 Newport, Detroit 15, 
Mich, Phone VAlley 2-9377. 


NEW CARS WANTED 


1949 MODELS WANTED, Mercurys, Chev- 


Oldsmobiles, Buicks, Ply- 
mouths, Pontiacs. Single or truck loads 
bought at a price. Immediate cash avail- 
able. We are acquainted with factory 
details. All transactions confidential, 
Spaniol Car Company, 301 N. Walker, 
Oklahoma City, Okla., Phone 3-5068, 


FORD, Mercury or Pon- 
tiac station wagons, Write stating prices. 
Allen Loether, 220 Madison, Wichita, 
Kansas, 7 


rolets, Fords, 


WANTED 


NEW 1949 CARS 
ALL MAKES 


Phone or Wire 


ANDERSON AUTO CO. 


PEORIA, ILL. 
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USED CARS WANTED USED CARS FOR SALE | USED CARS FOR SALE BUSES FOR SALE PARTS FOR SALE 
ANTED co r NEW CHEVROLET MODEL 6702, 1948| WHOLESALE PONTIAC PARTS, large 
‘ee 41 peg Oy ge Re — bus chassis, _ inch wheelbase, yee of ee a rors, 
“gr is 825x20 10-ply tires front and dual rear, ender parts for models, Fast serv- 
ge _—_ Cars, Inc., 68 Black THE 108-YEAR-OLD AUCTION LAW A U T O tru-stop brakes, double acting shocks ice, liberal discount. Walter H. Schultz 
._ fn REPEALED front and rear, Sacrifice at 10% below Pontiac, 16-20 Passaic St., Trenton 8, 
USED CARS FOR SALE 1S REPEA dealer cost, net $1,330. Chas, H, Sipe,| New Jersey. 


> * A U GS T | O N son’ 150° ne 2476, Cambridge, Ohio, P. 0, SHOP BQUEPMENT FOR SALE 
ATTENTION DEALERS Doc Greiner | | __PARTS FOR SALE SUN DISTRIBUTOR TESTER. Purchased 


lers Buy) = new in December, 1947, and used very 
WE WHOLESALE ALL tony si little by reason of discontinuance of our 
MAKES AND MODELS AUCTION | veitoody Consone OLDSMOBILE | sri oS sere 

CALL, WRITE OR WIRE Moves Back to Toledo—Same Old Spot AND ALL GENERAL MOTORS $400 F.0.B, Leesburg, Fla, Leesburg 


arr Motor Co. (Buick Dealer), Leesburg, Fla. 

doo, Sone THURSDAY—AUGUST 18 || Sale Days are Every Monday PARTS AT WHOLESALE 
oe ee $100,000 INVENTORY 
Connell Cadillac Co. Madison and Seventeenth Streets of Every Week. j LIBERAL DISCOUNTS F oO R S A . E 


Michigan's Largest Independent till the cl t and best run auction in| : Hoods Core Supports MOGUL METALIZER WELDER 
Cadillac Dealer oe ere ae ma e ie. Sia We have never missed, at awe ceens ¢ ng for cracked blocks 
the country. No one has ever been hur ae” Saiee s Cost $340, Sale $149. Also two ARO 


. * + : 
eet, t panel Chevreiet by o bad check at this sale. No charge || MONTPELIER, OHIO at 12:30 Gas Tanks Carburetors GRINDERS. Cost $78 each, Sale $35 each. 
pelle he ion, Oh for no sales the first sale. Big party at tea tea Rowe — RANDALL & BLAKELY, INC. 
Detroit 12, Mich. By Tel: TWinbrook 10603 | Villa the first night. Bring letters of credit | Bring titles and buyers bring || And Many Other Items ; 
and all RINGERS will be thrown out cs|/ 1 Oo peterence. Montpelier is Orders Filled Same Day Received BEE LINE frame straightener with frent 
before. P SELMI MOTORS INC end attachment, together with tool board 
AUTOMOBILE : h t N.W. t in Ohio ' ° holding equipment including jacks—$400. 
hibaltdiian ta Guia ey ned tank eg, OO SS ' LARGEST OLDSMOBILE PARTS Weaver wheel balancer—-§100, Terms as 
DEPOT IN EAST desired. Sutton Sales Company, 900 B. 


AUCTION | : Genesee Ave., Saginaw, Mich, 
Big buyers always here. 3431 N. 15th St. Philadelphia, Pa. 
ES FROM CHICAGO LOOP 2 ; . 
a le eee ct Iilinois State Line AUTO AUCTION. Every Wednesday, 1 Tel. Baldwin 9-0362 and 9 MISCELLANEOUS 
On Route 30 P.M. D.S.T. Dealers only, Ohio Valley I: 9009. S$ dM 
Auto Auction, West 8th St., East Liver- Tel: 9009, Sun. an on. ———————[—SSSSSSSSs | ENGINE REBUILDING — Crankshaft 
EVERY FRIDAY... 11 A.M. pool, Ohio, Phone 6396, Plenty of buyers grinding and metalizing. John P. 


and sellers. Weekly prices mailed on | : i . — |] Hughes Motor Co., Inc., 300 Commerce 
175-Car Average request. | | St., Lynchburg, Virginia, 


Year's Percentage Sold Above 63% 
Dealers Buy - - - Dealers Sell “WORLD'S LARGEST DEALER ODD SIZE AUTO TIRES, Write Robert 


Serwcce | AS | AUCTION CO... || commen ie a ee ee 
Dyer Auto Auction . about building roadsters, streamliners, 























Wholesalers: We Are Quantity etc, Sample copy 25c, $3 yearly, Hot 
Phone 4111-4051 DYER, IND. WHOLESALE Shippers . . . Same Day Service mae, Ties De, Swe, ae 


Res.: Lansing, Wi. 738 and e On Mail Orders and Inquiries. cee te ™ ie 3 
Lansing, Ill. 1949's and Late Models A U C T O N WANTED—USED motorcycles. Cars, Inc., 
Philadelphia's Come to us for fast-selling units at ROBERTSON BUICK co. Tow Bar Sales Company 





All Shipments on C.O.D. Basis 68 Blackwell, Dover, N. J. 
low prices that guarantee you jain EDGE OF yd og ue Direct Factory Distributors 


DEALER AUCTION er es 1000'S. WeleslICAGO CLL 100 So. CLINTON St: CHICAGO 6 ILL. 
EVERY TUESDAY ...11 A.M. Dealers’ Auto Compan HORSEHEADS, NEW YORK 
3626 N. CICERO AVE. CHickeo. MLL. EVERY FRIDAY 


e 
° Phone: Kildare 5-6741 
Harry D. Gilbert ae oo 
Automobile Auctioneers a aan “eet chaos, Toner R E O P E N | N G 5 
6600 N. Broad St. Phila., Pa.| Nash Sales, Inc., 812 8. Paca St., Balti- 
eo ee EVERY WEDNESDAY ° . “ 
: ——$$—— Chicago Automotive Auction, Inc. 


PLENTY OF CARS AND BUYERS sais 
WEEKLY PRICES MARES OW CayuaN DOC GREINER S You will always find real action at 


Tel. edendene 8-3000 ose both these auctions. TUESDAY — AUGUST 2ND 
One! Mile North © “Toledo R. D. WEST, Prop. 12:00 SHARP 


A Clean Sale—Conducted for Clean Dealers || 40. E. Johnson : Tex Rickard 
Auction Phone on Thursday, Ki 2675 Auctioneers 


LARGEST PENNSYLVANIA Business Phone, Adams 6397 UNDER NEW MANAGEMENT 


AUTO AUCTION 00 “Shing Catdunas, be ans WORLD'S LARGEST INDOOR ARENA 


EVERY FRIDAY NOON Madison & 17th Sts. TOLEDO, OHIO AUTO AUCTION 


In the Heart of Lancaster County TIM ANSPACH * Room for 300 Cars 
LOW MILEAGE, CLEAN CARS Albany, WN. Y. Manis @ sod 
FOR DEALERS ONLY KEN SCHAEFER'S (For Dealers Only) Oy VOCorae 


The Only Indiana EVERY MONDAY .. . 12 NOON ‘ — 
Located 6 miles North of Lancaster, Pa. AUTO AUCTION ech cf MEARA. ent READ New Lighting System 


In Continuous Operation Since 1943 
MANHEIM AUTO SALES EVERY TH DAY 


URS s a 
& AUCTION, INC Dealers Meet at the Cross-Roads of America| ||| TRUCKS WANTED _ A NEW DEAL FOR DEALERS 
. , INDIANAPOLIS, INDIANA WILLYS ae DELIVERY for parts. D E h 
Col. R. V. Martin, Auctioneer Price, year, A, Kalozi, Geneva, Ohio. * Dealer Exc ange of Checks 

915 N. Illinois St. Phone Lincoln 5383 TRUCKS FOR SALE x 
—————— i ee Se eee Oe ee New Low Rates 

$200 below dealer cost, E & B Hudson 

Sales, Inc., 16800 Plymouth Road, De- * Clean Sale — Clean Cars 

troit 27, Michigan, VE 7-1187-8, 


OLDSMOBILE PARTS | "Scteiimes "S| *cperer BRUCE PARKINSON 
ee 














Phone 202-W4 











cubic-inch displacement, Address all in- Auctioneer 
quires to Sharon Motors, 200 W. State 
Street, Sharon, Pa., Phone 2-5055. PHONE ADDRESS 


AUTO TRANSPORT. White Cabover, new Regent 4-6100 7833-7843 S Exchange 
*. 22 motor, 1947 Whitehead & Kales 35’ . 
We Carry the Largest Stock of Slow-Moving ae, ee Sens 6 ae : 
e Hutchinson Motor Car, Hutchinson, Member National Auto Auction Protective Association 
Parts in the U.S.A. Kansas, Phone 4104. 


NASH 1% TON WRECKER with body, D E A ‘ E R S Oo N L Y 


* less crane, brand new, never used, 750x20 
dual tires, less than dealer cost. Box 
3274, c/o Automotive News, Detroit 26. 


UP TO 40% DISCOUNT 1940 FORD 1% ton. New motor with Jager 


| 2 yard cement mixer, Being used every 


FAST OR SLOW MOVING, WE HAVE THEM IN STOCK. Vu ea: 
ORDER TODAY BY WIRE, PHONE OR MAIL e_ 


F TRU CKS Send Automotive News to Address Below 
TREVELLYAN OLDSMOBILE, INC. || WH OLESALE for One Year $8 [] or Two Years $14 [] 


315 South Capitol Phone 2-1127 ieee for ween oct & ettaated [) or cond 68 ED 


LANSING 25, MICHIGAN AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
Roosevelt Motors, Inc. 
4156 W. RO@SEVELT ROAD 
CHICAGO, ILLINOIS 
Established 25 Years 
Wire or Phone Sacramento 2-7850 

















Maney Motor Co. Auto Auction 


DEALERS ONLY 
Sales Start at 12:00 Noon (C.S.T.) FOR SALE 


Weekly Prices Mailed When Requested on Your Letterhead 4—1942 24-29 pass. inter-city FitzJohn. TRADE CONNECTION: 


Ev. Thursda 4—1942 29-34 pass. inter-city FitzJohn 
ery Thursday Every Friday 41946 Ford feanslts y Truck Dealer [J Manufacturer [] 


BUSES FOR SALE 





MURFREESBORO, TENN. HUNTSVILLE, ALA. All in Excellent Condition 
Phone 111 Phone 3188XJ Interior, Exterior and Rubber 75% 


DECKER BUS LINES 
Member: NATIONAL AUTO AUCTION PROTECTIVE ASSOCIATION, INC. Saal real’ Since ; Se 


insurance [J Financial [) Supplier 1 











“Listener interest in our program has been far beyond our 
highest expectations. We have received many letters, tele- 
phone calls, and personal contacts. The results have been 
concrete . .. our sales volume has shown a healthy increase.” 


Inexpensive “LOCAL-NETWORK”’ 
radio shows get results for 
Local Automobile Dealers. New 
method can boost your sales! 


This is for YOU, Mr. Local Dealer: 


The American Broadcasting Company presents popular, 
bigtime radio shows on its coast-to-coast network . . . and 
the programs are sponsored locally, at very low cost, by 
local dealers. YOU, for example, can sponsor a famous net- 
work radio program in your area; the cost to you will be 
only a few dollars per week because you will be splitting 
the total cost of the program with other local dealers in 
many cities all over the nation. Yet in your city, your audi- 
ence will hear your announcer deliver your commercials. You 
will get full credit for sponsoring this important program 
in your area. 

For complete details about how ABC ‘“‘local-network’’ 
programs are boosting sales and prestige for over 800 
LOCAL sponsors, contact your local ABC station, or write 
direct to ABC, 7 West 66th Street, New York City. 


ABC 


INCREASED SALES FOR LOCAL SPONSORS* 


“IMMEDIATE, SIZABLE RESPONSE”’ 
“On occasions when merchandise of special interest has 


been mentioned on the program, there has been an im- 
mediate and sizable response.” 


“GOOD-WILL BUILDER’’ 


*‘Not only has it increased sales, but also it has served as 
a good-will builder in the community.” 


‘INCREASED PURCHASES”’ 


‘‘We have had many compliments from listeners. Better 
still, they have expressed their approval in terms of 
increased purchases.” 


*Names on request 


POPULAR PROGRAMS AVAILABLE 


All types of topnotch radio shows are available for you 
to sponsor over your local ABC station: news, forum, 
human interest, drama, music. Among them: 


BAUKHAGE TALKING ... ace newsman Baukhage (right) 
reports from Washington ... America’s Town Meeting of the 
Air, Nancy Craig, Breakfast in Hollywood, Martin Agronsky, 
Headline Edition, Mr. President, Elmer Davis, Dorothy Dix, Irene 
and Allan Jones, Pauline Frederick, Piano Playhouse, George 
Sokolsky, and Harry Wismer. 


COOPERATIVE PROGRAM SALES DEPARTMENT, 7 West 66th Street, New York City 


American Broadcasting Company 








